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Why this box of Carbon Paper 









is bluer than usual 
_—0n\Christmas Eve 








Ni ““Nobody pays any attention to me on 
Christmas. Not even Santa Claus. I just 








sit here in a dark and lonely office waiting 


until my friends need me again. 


“It isn’t that I mind being alone... I 
enjoy the rest. I’ve been quite busy all 
year long making easy-to-read carbon 


copies of almost everything. 


“The thing that makes me extra blue to- 
night is this: I can’t say Merry Christmas 
to all my wonderful friends . . . the skilled 
craftsmen who made me... the cordial 
dealer who sold me...or the pretty 


young thing who uses me.”’ 


Signed on behalf of all 
the Webster carbon and ribbon boxes 


ZN xem 


F. H. CASWELL 
Vice President 
F. S. WEBSTER Co. 
13 Amherst St. Cambridge 42, Mass, 








Office Appliances 


Random Notes 


Rereading an address made by H. E. 
Humphreys, Jr., president of the United 
States Rubber Company, before the an- 
nual meeting of Associated Business 
Publications last March brought to mind 
the need for all of us to get a clearer 
understanding of our government's game 
of “Give and Take.” Federal aid sounds 
good, but it could not exist without 
Federal funds built from Federal taxes. 
The government cannot give unless it 
has first taken. 

As Mr. Humphreys said forcefully 
“Corporations can’t pay taxes. They can 
only collect taxes. Only people can pay 
taxes." To the businessman taxes are 
expenses, and all expense factors are 
reflected in the prices charged the ulti- 
mate purchaser. All taxes, direct or in- 
direct come from people, and the very 
large majority of tax dollars are paid 
by people in the lowest tax rate bracket 
of 20 per cent. The assumption that 
our present graduated tax rate system 
results in the rich man and the big cor- 
poration doing most of the supporting 
of the government is completely un- 
founded. Studies of the Tax Foundation 
show that 85 per cent of all the billions 
of dollars paid in income taxes come 
from the 20 percent-rate taxpayers. Only 
15 per cent of all tax dollars are paid 
by individuals in the rate groups of over 
20 per cent and up to 91 per cent. 

Since all of us share the tax burden, 
it becomes our obvious responsibility to 
elect economy-minded men and women 
to represent us in our national govern- 
ment. A more immediate responsibility 
is to convince current officials of the 
need for cost-cutting and budget-paring. 

Last month OFFICE APPLIANCES con- 
ducted a survey among dealers in office 
equipment and supplies in an effort to 
determine anticipated business volume 
for 1958. (A detailed presentation ap- 
pears on pages 20 to 27 of this issue.) 
Volume is expected to go up five per 
cent, but net profit in dollars is slated, 
in dealers’ opinions, to move up hardly 
at all. One of the principal reasons 
given for the profitlessness of the addi- 
tional volume is the bite of Federal 
taxes 

As business men and individual citi- 
zens, we owe it to ourselves to express 
ourselves and make our voices heard 


now ! 
_ 
/, 
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In This issue 


..- don't miss 


It is with pardonable pride that 


dealers OFFICE APPLIANCES pre- 
sents on pages 20-27 a search- 

look ing analysis of dealers’ volume 

a; and anticipated profit. For the 


first time it can be accurately 

i = P 
Se told that the stationery and of- 

fice equipment industry has a 

$4.26 billion plus size for 1958 

and the dealers’ share of that 

volume will be $2 out of every 

$3. But with the forecasted 5% rise in volume—deter- 
mined by the dealers themselves in a nationwide survey 
—there is anticipated but a !/, of 1% increase in net 
dollar profit. Here is a worthwhile warning to the dealers 
that they must carefully watch their costs in the year 
ahead, otherwise they will be doing more business but 
without commensurate return. OFFICE APPLIANCES has 
coupled the results of a two-year study of Bureau of Cen- 


sus figures with a painstaking survey of dealers and the 
result is an accurate determination of where the industry 
is going. 


Clark & Gibby, Inc., New York 
City office planners and fur- 
nishers, turned back the pages 
of history and literature to ar- 
rive at the unusual and effec- 
tive Christmas window display 
here pictured. The store's win- 
dows, set up by staff designer 
David Ramsay, last year at- 
tracted continuous attention 
from passersby. We mention 
this fact because now is the time dealers in this industry 
to take pictures of their windows, be sure to include the 
slogan ‘Business Gifts for Business People'’ and submit 
their entries to OFFICE APPLIANCES for the Christmas 
window contest described on pages 30 and 31! of this 
issue. Do it today and share in the cash prizes and edi 


torial mention of your store. 





Next Month... 


Office machines view will be spotlighted in the January 
issue. A leading article will be a sales potential survey in 
the office machines division of the industry. This survey, 
by products, is being done by an economist who super- 
vises the work a 300-member group of analysists studying 
future sales rating. The tantalizing role of electric type- 
writers will be treated from an outstanding dealer's point 


of view. 
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OA‘s Press-Time Bulletins 





MARCHANT has officially taken over the 

~ Johnston Adding Machine Co. and will 
operate it as a subsidiary of the par- 
ent company, states NOMDA's “Keeping 
You Posted." The name Marchant will 
appear on the product. 


3 


H. LaMOTTE, executive vice-president 
of International 
Business Machines 
Corp. and general 
manager of its data 
processing division, 
has been elected 
president of the 
Office Equipment 
Manufacturers Insti- 
tute. He was elected 
by the OEMI board of 
directors at the institute's 7lst an- 
nual meeting held recently. Mr. La- 
Motte has had a long career in the 
office equipment field. He started 
with IBM as a systems serviceman in the 
electric accounting machine division 
in New York City. 





L. H. LaMotte 


the business and assets of the Maico 
Co., Inc., maker of hearing aids and 
miniature electronic devices, it was 
announced jointly Novezser 7 in Chi- 
cago by W. A. Sheaffer II, president of 
the pen company, and Leland A. Watson, 
president of Maico. The electronics 
firm will function as a Sheaffer sub- 
sidiary under the name of Maico Elec- 
tronics, Inc., producing electronic 
consumer items. 


PANORAMA STATIONERS, 8614 Van Nuys Blvd., 
Panorama City, Calif., held a grand 
opening October 31, November 1l, 2, 
following move into a building with 
three times more space than before in 
serving residents of the San Fernando 
Valley with stationery needs. It is 
just two years and three months since 
Sam and Ruth Wasserstrom opened this 
expanding firm. 





AT THE RECENT Eastern Office Machine Deal- 
ers Association regional meeting in 
New York City, H. V. Williams, used 
equipment manager of International 
Business Machines Corp., predicted 
that 31% of the typewriters sold dur- 
ing 1957 would be electric. By 1960 
the electric typewriter share of the 
market will be 40% and by 1965 it will 
be 60%, he predicted. He also forecast 
a greater role in the sale of electric 
typewriters by the independent office 
machine dealer. 
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Late and Important News for Our Readers 


HOWARD S. SANDERS, secretary-treasurer 
and general manager 
of the Stationers and 
Publishers Board of 
Trade, Inc., from 
1935 until his re- 
tirement because of 
ill health a year 
ago, died October 27 
in Mt. Dora, Fla. Mr. 
Sanders served as 
secretary of the Sta- 
tioners' Golf Association of New York, 
was a member of the Stationers 12:30 
Club of New York. For a number of 
years he was treasurer of the Amer- 
ican Papeterie Co., Albany, N.Y., as 
well as secretary and assistant treas- 
urer of the Eastern Tablet Corp., also 
of Albany. His widow, Rachael, resides 
at 1210 Southland Road, Mt. Dora, Fla. 


PRESIDENT WILLIAM R. DIEHL, JR. of NSOEA 
has named a three-man conciliation 
committee for NSOEA in compliance with 
the association by-laws. These men 
are Leonard B. Wilcox, chairman; C. R. 
Kendrick and J. L. Mann. It is the re- 
sponsibility of this committee to re- 
ceive complaints from members of the 
association, to investigate and make 
recommendations to the executive com- 
mittee. 


NEWELL B. NEWTON CO., Toledo, Ohio, on 
October 30 opened two new floor gal- 
leries devoted exclusively to wood and 
metal office furniture. Sheldon E. 
Packer has been named manager of the 
department and Bernadine Heywood, New 
York City, interior designer. 


PERMACEL TAPE CORP. has changed its name 
to Permacel-LePage's, Inc., it was an- 
nounced November 4 by G. C. Riegger, 
president. "We want our company name 
to reflect the increasing diversity of 
our product line," Mr. Riegger said. 


BILL WHEELER of Matt Parrott & Sons, Co., 
Waterloo, Iowa, is announced as winner 
of Rediform Division, Moore Business 
Forms, Inc., silver service at the 
NSOEA convention. Winner of the port- 
able TV set was Robert J. Meeks, Meeks 
Stationery Co., East Palestine, Ohio. 


BARNEY GOLDBERG, 75, founder and president 
of Barney's Inc. in Hartford, Conn., 
died Oct. 28, after a brief illness. 
Mr. Goldberg was born in Leeds, Eng- 
land, and lived in Hartford for 68 
years. He founded his firm, one of the 
largest in New England, 27 years ago. 
He is survived by his widow, Nan, and 
a son, Julius Roth, vice-president of 
the firm. 





H. S. Sanders 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 





SALESMEN WANTED 


JOIN AN AGGRESSIVE, GROWING YOUNG COMPANY. As 


f an existing territory, travel at Company expense 








mm n. Knowledge of steel office equipment de 
st but enthusiasm and determination may be satisfactory. 
i O} or Michigan. Write Office Appliances, Box 

BY-2 1G 6 
SALESMAN WANTED by outstanding Bank, Commercial, County 
4 Sct ipply house in Oklahoma City and country. H. Dorsey 


Dklahoma City, Oklahoma 


MANUFACTURERS' REPRESENTATIVES Strong line FIBER EX 





PANDING ENVELOPES has several MID-WESTERN states open 
1 representatives carrying non-confl cting lines. 100%, 
ale 500d commissions — protected territories. Write fully 


red and lines carried. All replies confidential. Inter 


sed. NATIONAL FIBERSTOK ENVELOPE CO., Phila. 33 





YERGET DETERM NED CREATIVE the salesman who joins 
r organization can lack experience if he has these characteristics. 
mpany expense will permit week ends at home. Young, 


mpany has rapid growth record in the steel office 











equipment field and plans significant further expansion. Territory 
svailable immediately includes New England and New York State. 
Write Ottice Appliances, Box BY-209, Chicago 6. 
SALESMEN: Calling on Stationers, to take orders for our line of 
Moisteners for tape, labels, env. flaps etc. A. C. HUMMEL CO. 
Mfrs., Cincinnati 13, O. 
MACHINE SALESMAN: Machine dept. in excellent territory needs 
smbit slesman. Prime lines of typewriters and adding machines. 
wa mmisssion. Excellent opportunity to grow with expand- 
ng dept. Write stating experience, age, education to: H. Wueb- 
bold & Company, 123 North Third Street, Hamilton, Ohio. 
WANTEL DFFICE FURNITURE SALESMAN. The man we want 
ng, aggre and presently selling office furniture on a loca 
nd ild like to move up to a territory, representing a lead 


ture manufacturer. Liberal draw and commission. 
nity for future. Must be willing to relocate. Must 


and assist dealer salesmen and call on customers. 





Send resur f experience for interview. Write Office Appliances 
Box BY-227 hicago 6 

SALESMAN CHICAGO TERRITORY by successful established 
manufacturer of steel office furniture. Salary commensurate with 
experience. Advise age, details. Write Office Appliances, Box BY 
226, Ct ; 6 





SALESMAN AVAILABLE 





| WANT 1 SELL OFFICE EQUIPMENT, systems and stationery 
r substant dealer in southern United States. Thirteen years 


uccessf xperience. Write Office Appliances, Box M-136, Chi 


6 





SALES REPRESENTATIVES WANTED 





MANUFACTURER'S REPRESENTATIVES 
ARE NATIONAL SALES AGENTS IN YOUR FIELD AND 
HAVE AT PRESENT 
Lines Available to Office Furniture Reps and 
ne Line Available to Office Supply Reps 
Most Territories oper 
From time to time, we will be adding 
new lines. Please register with us 
tating the lines carried and types of 
es for which you are looking. Address inquiries 
NATIONAL SALES AGENCY, P. O. BOX 787, 
BATON ROUGE, LOUISIANA 


A/ } 
VV 





WANTED: FIELD REPRESENTATIVES to cover Southern States 
Mt New England States, and Mid-West area. Com- 
tine dictating machine line. Give full details of states 

: trips yearly, lines now handled. Present estab 

business goes with territory. Write Office Appliances, Box 
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STEEL OFFICE FURNITURE MANUFACTURER, complete lines of 
desks, tables, files and modular equipment, seeks established repre 
sentatives for Southeast and Middle West. Write Office Appliances, 
Box BY-205, Chicago 6. 


OFFICE FURNITURE SALESMAN Most Unusual Opportunity. 
Prominent steel! office furniture manufacturer seeks only experienced 
National Brand Branch Salesman or wel! established Dealer-Sales- 
man to handle large corporate accounts. Salary plus draw, plus 
commission. Write in strict confidence for appointment. Write Of 
fice Appliances, Box BY-206, Chicago 6. 








WANTED — State distributors in Tennessee, North Carolina, South 
Carolina, Alabama and Mississippi for office machines line. Pro 
vides good supply business. Write Office Appliances, Box BY-214, 
Chicago 6. 


MANUFACTURERS REPRESENTATIVES Districts 4 and 8. Fast 
selling line of loose leaf specialties and accessories including prong 
paper fasteners, binder posts, rings, etc. Office Appliances, Box 
BY-215, 100 E. 42nd St., New York 17 


MANUFACTURERS REPRESENTATIVES: New modular desk line 
medium to low price bracket. Several good territories open. State 
ines presently carried and resume. Office Appliances, Box BY-216, 
100 East 42nd St., New York 17. 


OFFICE EQUIPMENT SALESMEN WANTED — for a new line of 
Transparent Plexiglas Chair Mats. 15 percent commission item be- 
coming very popular for executive offices. Phone or write Aluminum 
Marine Hardware Company, Auburn, New York. 


ESTABLISHED LINE OF UPHOLSTERED OFFICE CHAIRS AND 
SOFAS OPEN for New England, Middle Eastern Atlantic Seaboard 
and Southeast. Good profit opportunity for manufacturers agents 
who cover their office furniture trade intensively. Please mention 
lines you now handle when you write. Office Appliances, Box BY- 
224, Chicago 6. 


SALES REPRESENTATIVES AVAILABLE 


ADDITIONAL LINES OF FURNITURE AND CHAIRS WANTED, 
for California and West Coast by Wholesale Distributor. Aggres- 
sive Sales Force. Large Warehouse. Excellent business background. 
Steel or wood. Write Office Appliances, Box M-132, Chicago 6. 


MANUFACTURERS’ REPRESENTATIVE, former commercial sta- 
tioner, territory Metropolitan New York, New England, Eastern 
Pennsylvania seeks established line. Write to Robert Levine, 100 
Grand Ave., Rutherford, N. J. 


MANUFACTURERS REPRESENTATIVE contacting office furniture 
and equipment dealers in INDIANA, KENTUCKY, MICHIGAN, 
OHIO and WEST VIRGINIA, can handle one more line. Write to 
Box 55107, Indianapolis 5, Ind. 


WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA — 
consequently our manufacturers get results. Can handle one or two 
additional high grade lines in office equipment field. Write Office 
Appliances, Box M-133, Chicago 6. 


ESTABLISHED DISTRIBUTING OFFICE can offer New York Office 
and Sales representation to interested company for mutual benefit. 
Write Office Appliances, Box M-134, Chicago 6. 


STATIONERY LINE WANTED FOR SOUTHERN STATES. Manufac 
turers’ representative traveling principal cities southeast and south- 
west has ample capacity to add one major line of equipment or 
supply. More than ten years experience in territory. Top references. 
Write Office Appliances, Box M-135, Chicago 6. 


LINES WANTED FOR SOUTHERN TERRITORY. Manufacturers’ 
representative traveling Louisiana and Mississippi, now selling paper 
goods, desire to add one line of commercial stationery, office 
equipment or supply. Well known throughout the area. Capable of 
performing good sales job. Write Office Appliances, Box M-137, 
Chicago 6. 


AGGRESSIVE SALESMAN DESIRES OFFICE FURNITURE LINE 
to sell to dealers in Southern California. Write Office Appliances, 
Box M-139, Chicago 6. 


WANT ADS, Continued on page 8 
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WANT ADS, Continued from page 7 





TOP SALES REPRESENTATIVE Appliances. Box BY-218. Chicea 
develop wood and stee! line York N 
Write Office Appliances, Box M 8 ; . WELL ESTABLISHEL FULLY E 








INTELLIGENT SALES EFFORT W E GIVEN ADDITIONA waclianienl euietinteln ta neidieces il 
LINES desired by established ma ’ Tt t tative tnor ver + 7 Olympia, Sten 
A A ff Arne a ; potentia 


oughly covering Illino snd W A ppliance “eee ; . 
Box M-140, Chicago 6 Reason { allina * Pees 





ROCKY MOUNTAIN STATES REF 1 good deale: 





jobber relations, wants one addit estat i nsumed suf REGISTERS AND OFFICE MACHI? 


ply line on which steady volun j ped. Reliak f ventory. Nort n tile et eR 
scientious coverage. Excellent W rit Ff Appliance pliances, Box BY-220, Chicago 6 


Box M-141, Chicago 6 








LINE WANTED FOR WEST AST AREA by formerly Fucntinea Qusinece ix hiable tached 


full-time representative tor lead nar tur t tationery $4 ) ime this year. Suit 
products. Located in L Ange Ww e line ex perat Valuable exclusive frar 
clusive basis or handle tw t r titive. Territory Box BY-22 hicago 6 





subject to manufacturer eq ‘e 
Southern California if potent st y small area LISTS 
or can include as much as entire West C ' ' Top refer 

ences. Will consider any dé juct i to dea t FREE MAILING LISTS OF 6,730 
sale. Write Office Appliar M-142 ago é appliance jea Also 8910 








POSITIONS WANTED nondfecter Ntustions thank 





MAN 42, ELEVEN YEARS AS BUYER ? tt pply and equit New 
ment dealer wishes to relocate. A t manag nt and do buy 
ing. Write Office Appliances, Box BY-211, Chicago é FOR SALE AND WANTED TO BUY 











HAVE TEN YEARS EXPERIENC! FFICE PPLY BUSINESS a ARGE AMOUNT USED VISIBLE 
Store Manager, Buyer, Salesma mily man 34 yea 1. Will re , RAR BR pee ad 
locate. Wholesale or reta , r t 3 srea preferred. Write able tv ' Equioment Compar 
Office Appliances, Box BY-225 yo é . 








MANAGER WANTED ANTE NDSTRAN 
V 1 U > VU PAIN L 





MACHINE DEPT. SERVICE MGR: Opportunity for man capabl sca’ Boslnees taachinen Ge 
of repairing typewriters, adding snd duplicating equir oo. Machines, 14 





ica + n } 1 £554 . : salar and 
ment to supervise dept. and | 1 salary and WILL BUY AND SELL ALL MAKE 

















bonus based on dept. perf A ee .. 
pliances, Box BY-223, Chicag . , ac 
and ria NE 
OFFICE MACHINE MECHANICS WANTED We price nt 
pt :dv Ne Y 

EXCELLENT OPPORTUNITY T ¥ 31 Ada y Machir and 
Typewriter mechanic with r AL t Permanent r tior iz WA Y: Late te 
W. White, 406!/> E. San Antor t ; Tex C Must be 3} 

FICE MACH >O., 605 W. W 
EXPERIENCED ALL-ROUND A NG MACHINE MECHAN 
WANTED in Eastern vacat 1 + t = ent working f KAR KX, A AE, all make J 
ditions, pleasant environment ’ f Jet W rite Fast End £ re ndit ed cabinets, pane k 
Typewriter Co., East Main St. & Ave., R head, N. Y service and prices to dealers f 

tior Ct than, Inc.. 548 Br 








OFFICE MACHINE MECHAN Typewrite id 
capable of taking charge of shop. We will pay top wages for the | 
right man. Harrisburg is ar Jea mmunity ¢ work and live v : 
Write giving full details, al! rex } trict fidence. Phillir Und 1, Brandt Coin Machine 
Equipment Co., 2nd & Locust St burg, | ee a ns. A 


c c 
aKE D } sensimatics N.C.LR 








RETAIL BUSINESS FOR SALE 





OLD ESTABLISHED OFFICE Y and duit nt busine r M rf ; Hand Printing Pre 
one of largest and fastest grow f tt t w Se ee ; mS r c 
location. Other interest 





Wonderful opportunity for rv 1cq protita jrow T r CTE r 
onderful opp y | FISHER AND SUNDSTRAN 


ing business. Write Office Apr x BY ago é 
9 J }/ r Jer Marchant M 


1‘or 





MODERN OFFICE SUPPLY, Stat 1 Gift Store. Top Line hed maleate Cocke MRE i 
Located in the Southwest's fastest ving 3. Profitable volume P p sa 
established clientele. Invent ; Jer t equipment cE 
Not a distress sale. Write Of A é BY 


6. 











equipr 
OFFICE SUPPLIES-FURN.-MA 6-908 No. Water St., M 
gross and growing about 50 Jeal for 2 y 3 go-getters. S« | a 
at inv. approx. $20,000 req $ 3 W assist WANTED: Burt N.C.R 
Doctor tells me to slow dowr mplet tidentia c Calculat ptometer Add 
considered. Write Office Apx Box BY-21/3 sao é uc te o te descriptior and 
YESS MACHINES, Inc., 573 ad 








QUALITY OFFICE EQUIPMENT AN PPLY STORE FOR SALI 
in southern Ohio city, trading a th large industria FOR SALE: 48-20 Drawer Cabir 
plants. Valuable dealer furnitu: Juit + franchise Ar 4x 6 t 

nual sales $125,000.00, a good | t $52.00 W rit Ff Ay Must take Seneral Office Ma 


pliances, Box BY-217, Chicag 


EQUIPMENT and STATIONERY STO 


sddre ’ PEED-ADDRESS 48-( 


HIGH PR > PAID FOR USED B 
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A NEW SALESMAN 
FOR YOUR FLOOR! 









| OFFICE BOY _ 
= 10) THs ” 1958 MODEL 


es me Mosler Safe avs B/G D/ViDENDS 
: | PRESIDENT gz r 


EVERYONE AGREES 












































4 
a Mail coupon for striking full-color display that really : 
sells! It sets off and shows off the beauty of the new 1958 : IF IT’S MOSLER . . . IT'S SAFE 

two-tone Mosler Record Safes! A sure traffic stopper. : The Mosler Safe Canyony 

Since 1 

, It won’t write up the order. But it will do just about CEES, CIS 

everything else! For this new Mosler Display really gets eee eae Sa 

attention! It spotlights the modern charcoal and decoral ne Fé like to get and cay the new Master Seh-ester Saas Cora Please send it to me. 

a [] I already have in stock at least on + of the 2016 and 3016 models. 

. shades of these handsome “C”’ label safes. It centers C) Please ship me C Model 2 ler Safe— 
° viewer interest on their streamlined design . . . their rere | ' Perret ed 

exclusive “Counter Spy” Locks . . . their Mosler-Magic ; eet .:.:: 

Interiors—the 5 optional units offer 40 different inside 

arrangements! What's more, this big full-color display is — ver wis 

FREE to all dealers who have in stock (or will order evn oe ate 








now) one each of the 2016 (Charcoal) and 3016 (Decoral) 
models (above). Why not mail this coupon right away? ADDRESS 















Conference tables and chairs 
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Card record desks Swing-front and rigid-front files 
Insulated files 


Stee! transfer cases 


1600 Line desks—3O models 





i 
Free standing movable steel partitions 
with Consolidator units 
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Counters either 42” or 46” high 


How you benefit by buying all your metal 


More and more business, regardless of size, is standardizing 
on GF metal business furniture and equipment. Here’s why: 


The SMART STYLING and rich beauty of GF furniture 
gives character and tone to every business interior. Choose 
from five tasteful decorator finishes or the more conserva- 
tive standard gray or green along with an unlimited variety 
of upholstery materials 


GF’s COMPLETE LINE meets the exact requirements of 
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THREE LINES OF DESKS: MODE-MAKER. GENERALAIRE, 1600 LINE... FOR EVERY OFFICE NEED - 


Library shelving and bookcases 


ig 






every job, from president to office boy, resulting in greater 
working comfort, increased productivity, higher morale. 


DEPRECIATION IS REDUCED. In hundreds of offices, GF 
equipment installed as much as 30 years ago is still in 
daily use, still in excellent working condition, still in 
style. And GF metal business furniture is always in good 
taste, it’s designed for tomorrow as well as today. 


IT’S ECONOMICAL. For over fifty years General Fireproof- 
ing has been America’s leading manufacturer of metal 


GOODFORM ALUMINUM OFFICE AND INSTITUTIONAL CHAIRS 







Lounge and lobby furniture 


poo 















Adjustable steel! shelving 


Draft-a-Matic—the desk that makes drafting 


a seated operation 


Mode-Maker desks—28 models Generalaire desks—42 models 


al business furniture from GENERAL FIREPROOFING 






reater , . . 
a business furniture . . . your assurance of highest quality, 
oraie . . 

lowest lifetime cost. 


GF -», 5 iss 
an e fo learn more about the benefits of standardizing on 
1 in . =e . : . 

General Fireproofing furniture and equipment see your 


still in ; 
local GF dealer or factory branch. They'll be more than 


good 
Site happy to show you how to increase worker productivity G | > 1B > RAL 
and cut operating costs while enjoying the best looking, FI R E PROOFI ae 


most efficient equipment made. The General Fireproofing 
Company, Dept. X-73, Youngstown 1, Ohio. 
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GF metal business 
furniture is a 
GOOD investment 






proof 
metal 
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_ SUPER-FILER MECHANIZED FILING EQUIPMENT » TRANSFER CASES + DRAFT-A-MATIC DRAFTING DESKS + ADJUSTABLE STEEL SHELVING + STEEL PARTITIONS 


niture Adjustable aluminum chairs for every office job 


Cafeteria and dining room furniture 
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BUSINESS FORMS 
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fnnis 


keeps you up to date 
in styles ..in service... 
in sales 


There’s never a customer you can’t serve .. 

never a job too big to handle .. never a new form 
you can't supply... when you rely on Ennis. 

Ennis is the foremost producer of business forms 

in America, offering dealers every needed 

form from the newest Snap-A-Part, Register or 
Continuous forms to the full range of everyday forms. 
Service is fast, prices are competitive and 

| the profits are yours . . because Ennis products are 
sold through dealers ..we’re your supplier, 
not your competitor. 





Ennis 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 





Western Factory Eastern Factory 

Paso Robles, Calif. Chatham, Va. 

Branch Offices and Warehouses at 

Houston @ Dallas © Waco ® Birmingham @® Monroe, La. 


Los Angeles © Denver © St. Lovis * Sanford, Fla. ¢ Oklahoma City 


Snap-A-Part Forms Continuous Forms 
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GET OUT OF DATE, TOO 





Ennis Forms are attractively, durably packaged. . 
labeled clearly..the best in the industry! 





Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply imdustry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Blvd., 
Chicago 6, lil. 


The Ten Key Telephone 


Dear Sir: 

The ten key telephone would be a tremendous 
improvement over the finger-pinching dial. It 
would be faster and help to eliminate errors. The 
first three numbers must be on the bottom line 
and the fact of the center line should be different 
in feel (concave or convex), from the feel of the 
top and bottom lines. 

This new instrument should incorporate an im- 
portant feature to help eliminate errors. That is, 
the “‘guide panel” to show the numerals set into 
the instrument before pressing the bar that would 
set the call in motion. This is now used in certain 
ten key calculators, which show the machine op- 
erator whether he has depressed the proper keys 
and in the proper sequence. 

A. Berk 


Export Manager, 
Meilink Steel Safe Company, 
New York 16, N. Y. 


The keyboard telephone suggested by Erik A. 
Ohlsson, president of Facit, Inc., and illustrated 
on page 198 of October OFFICE APPLIANCES, has 
roused considerable interest. Mr. Berk’s additional 
idea seems to have genuine merit. 


Another Vote for a Visible Dial 


Gentlemen: 

Mr. Ohlsson took the words right out of my 
mouth on his “Telephone of Tomorrow.’ How- 
ever, I would go one step farther and have a vis- 
ible dial that will show the numbers punched. 
This would relieve the book pressure that builds 
up when, after dialing and a considerable pause, 
an operator says, “What number did you dial?’ 
By then, of course, the number has completely 
slipped out of your mind and you start all over 
again. 

Don K. Davison 
Wisconsin Typewriter Co., 
Superior, Wis. 


Telephone designers might well heed the advice 
of Messrs. Berk and Davison. 


Conventions Are Costly 


Dear Editor: 

Conventions are still operating on a seller's 
market, especially the large National assemblies. 
On this subject miles and miles of copy couid be 
written. Personally, I believe that eventually a 
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plan will be worked out to hold three or four 
regional conventions instead of the one large and 
fourteen small conventions now scheduled. It may 
well be that the manufacturers’ expense will force 
such a solution. Regional convention costs are 
getting so high that it is necessary to patronize 
American plan hotels. This would rule out most 
urban hotels and necessitate finding resort hotels 
with American plan operation. 
CHarLes W, LUKENS 

Yeo & Lukens Company, 
Philadelphia, Pa. . 

Is Mr. Lukens on the right track? Record your 
opinion in the mext issue. 


Wholesale-Retail Operation 


Dear Editor: 

We lose much volume to the combination 
wholesale and retail stationer or paper house. We 
could point out many instances where the cus- 
tomer, of course a large one, who does a resale 
business buys all his items at a wholesale price 
whether he consumes the item or resells it. For 
instance we have a home office of a department 
store chain here. The buyer purchases his 
buying office all the requirements for his branch 
stores. Now, many items like Gem clips, pins, 
tags, flat papers, folders, pencils and even pres- 
sure sensitive tape are ed in their warehouse. 
These are all consumable items and not for resale, 
yet the wholesaler sells them to him at the same 
price we would pay for them. We found one of 
our very reputable manufacturers selling him at 
factory prices as well. As soon as this was brought 
to the attention of the manufacturer the practice 
was stopped. 

The proper set-up, of course, for a combination 
wholesale-retail business is simple. Let the whole- 
sale division sell the legitimate resaler as well as 
his retail division at wholesale. Then let his retail 
division sell the consumer, using his higher costs 
as a basis for billing. This way both divisions 
would operate independently and yet under one 
set of officers. This would reduce overhead on 
both operations. 

There are laws in Illinois forbidding whole- 
salers to sell retail at wholesale prices. They are 
not any more effective than the management of 
the business wants them to be. I have no idea that 
our national associations can be effective sin con- 
trolling the situation. I do know that I will not 
buy from a manufacturer who will sell direct but 
you cannot always avoid buying from the whole- 
saler. 

HuGu G, REEVES 
Jacquin and Company, 
Peoria, Ill. 


Mr. Reeves has the courage of his convictions. 
Counter opinions are welcome for publication. 
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STAY UP TO DATE 
ON STYLES AND SALES 





with the complete 


Ennis 


line of business forms 


New machines and new methods have greatly 
increased the number and kind of business forms 
in use today. To stay ahead in sales and profits 

.. your forms must stay in step with progress. 

And to sell the complete field, you need 

a complete line. You get both with Ennis . . the most 
complete line, with all the most modern forms. 
That’s because Ennis is the nation’s 

foremost producer of quality forms for business 
in the nation. It’s your most profitable 

line and it’s the line that’s sold through dealers. 


We're your supplier, not your competitor. 





TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory Eastern Factory 


Paso Robles, Calif. Chatham, Va. 

Branch Offices and Warehouses at 

Houston @ Dallas © Waco ®@ Birmingham * Monroe, Lo. 

Los Angeles @ Denver @ St. Lovis ¢ Sanford, Fia. ¢ Oklahoma City 
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OFFICE FURNITURE AND DEMONSIRATIO 
COURTESY OF McCLAIN & HEDMAN 
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This typical office photograph 
illustrates only a few of the profit- 
able Smead items, which a station- 
ery salesman should have in mind 
when he is talking to a customer. 


Every file and desk drawer, 
every desk top and table top is a 
logical place to find some of the 
4,000 items made by Smead for 
the filing supply and expanding 
products field. 
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Vinyl Personal Portfolio 


Smead's Leather-Like Material 
Expanding Wallet 


Smead's Super Pocket 
Smead's Expanding File with Flap 
Expanding Card Index Files 


Smead's Card Index Guides 
and Cards 


Smead's Tell-I-Vision System 
Miscellaneous Folders 


Smead's Two-Pli-Top System 
Folders 


Individual File Pocket 

Smead's Folder Labels Pad Style 

Credit File Binder 

Smead's Cell-U-Weld Follow-up 

Folder 
Smead's Out Guide 
Press Board or Manila Fibre 

15 Smead's Leather-Like Material 
Vertical File 

16 Smead’s Desk File Correspond- 
ence Sorter 

17 = Smead's Proposal Cover 

18 Smead’s File Binder 

19 Smead’s Spi-Roll Folder Labels 

20 = Rite-angle insertable Celluloid 
Tabbed Folders 

21 Smead's VL39 Desk File 

22 Smead’s Red Rope Wallet with 
Elastic Cord 

23  Smead’s Pocket Control Filing 

System 


24 Angle Metal Tab Folders, Legal 
or Letter Size 
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Smead MANUFACTURING COMPANY 
HASTINGS, MINN. LOGAN, OHIO 










This is one in a series of product use office demonstrations. 
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OA Editorials 


A Survey Message of 
Hope and Vigilance 


A Time for Faith, 
Kindness to All 





( 'ULMINATING two years of census study with a survey 
among the dealers themselves, OFFICE APPLIANCES in this 
issue is able to present some important conclusions regarding the 





stationery and office equipment industry. 

A volume of $4.26 billion is forecast for 1958. 

That in itself is important, but there are other important facts 
which the men who sell this industry's products at the retail level 
must consider as they approach 1958. 

Basic to the dealer's planning for the year ahead is the fact 
that he will be combatting a prediction that even with probabl« 
5% increase in volume he can expect his net profit dollars to 
increase but 4 of 1%. 

In other words a dealer in 1958 will find himself in the 
position of doing more business without a commensurate increase 
in profit. It means that the profit in dollars will not rise in pro 
portion to the dollar increase in sales volume. Dealers give the 
reason for this situation as the mounting increase in taxes, the 
cost of labor, competition from the discount houses forcing un- 
realistic mark-ups and the expense of modernization in order to 
do more business. 

In terms of dollars it would be necessary to make a 5% in- 
crease in profit to equal the 5% increase in volume. But this, in 
the words of the dealers, is not likely to happen. Therefore, the 
dealer must be increasingly vigilant in regard to costs. He must 
always be alert to determine whether hidden expense of opera- 
tion is not placing him in the position of just doing more busi- 
ness without the rightful fruit of increased labor which comes 
with expanding volume. 

Speakers at industry meetings have long stressed the im- 
portance of a long, hard look by stationers at their profit picture 
Management cannot afford to view 1958 with any sort of com 
placency. 

The dealers, it is revealed by the OA Research Bureau, pro 
duce $2 out of every $3 of sales volume in the stationery and 
office equipment industry. Stature of the independent merchant 
in the sales picture was never more important. But, with this in 
creased importance there must come a realistic return for energy 
expended. 

That is the challenge to the dealer in 1958. 


O our readers, Orrice APPLIANCES presents good wishes 

for the Christmas and New Year season. It is a time for new 
striving toward “Peace on Earth, Good Will toward Men” while 
‘sputniks” and “muttniks’ range the skies, and a troubled world 
wonders if man is not bound on a mission of self-destruction. 

While 1957 wanes and 1958 beckons, let us all take heart 
in the necessity for man’s kindness toward man and faith in one 
another, the same kind of optimism which leads children to be- 
lieve that Santa lives in the flesh, and the baubles on the Christmas 


tree are as durable as they are colorful 
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Models 28-S, 28-T 


retail, $52.95 


Model 27-L > 


$36.95 


a Model 28-SA 
Executive Chair 
uggeste ) retail $62.95 


Fons CCF 
? 


e Model 28-STA w , ; Model 28-ST 2 
Executive Chair ’ P 2m Junior Executive Chair 
iggested retail, $57. 


This spectacular new model offers all the style and 95 
quality features to make it the top-selling execu 
tive model in the COSCO line. Suggested retail, 


$67.95 .. . Zone 2, $71.95. 
(Zone 2: Texas and 11 western states.) 


Crowned with success... these 
new additions to the COSCO line! 


@ A hit at the show . . . already a hit on the sales floor! stered front and back. A complete selection of finish and 
And they make the “Director” Series really complete . . . upholstery colors, of course. Get in on the ground floor 
three executive chairs, three junior executive chairs, three with these great new Cosco chairs. Order now! 


general chairs, two conference chairs and a secretarial HAMILTON MANUFACTURING CORPORATION - COLUMBUS, INDIANA 


chair in all! De luxe features include dual-contour molded 


foam rubber seats, and foam-cushioned backrests. uphol- 


rare 


¢ 


é 
(8 
8 
Value-packed line of COSCO Office Chairs with round tubing! COSCO Chairs, Settees, Sofas and Occasional Tables! 
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State of the Industry 








Earl Opie Reports on 
Conditions in Africa 

Earl F. Opie, president of the Weber Costello Co., is 
fascinating many of his friends in the industry with the 
“round robin’’ reports of his latest 
journey around the world. 

Most of the time spent on his 1957 
trip was on the continent of Africa. 
Beginning in the Union of South 
Africa and working north through the 
center of the continent to Ethiopia, 
Mr. Opie describes in detail his im- 
pressions of the people, their en- 
vironment, their customs and their 
problems. He writes with “on the 
spot” authority and without the bias that is evident in most 
versions of the mysteries of Africa. 

The stationery and office equipment industry is fortunate 
in having Mr. Opie as its unofficial ambassador of good 
will throughout the world. 





Earl F. Opie 


Census Bureau Reports 
On Typewriter Shipments 

During August of 1957, factory shipments of typewriters 
amounted to 147,105 units valued at $16.8 million f.o.b. 
plant. Domestic sales of typewriters totaled 146,280 units 
valued at $26.0 million at retail value, reports the Bureau 
ef Census, Industry Division, Washington, D.C. 

In the period from January through August the domestic 
sales of typewriters totaled 971,958 units valued at $191,- 
119,000 retail. 

Factory shipments of typewriters in the January-August 
period were divided in this manner: 

Electric—158,435 units. 
Non-electric—345,953 units 
Portables—565,878 units 


Handwriting Instrument 
Variety Is Revealed 

The scope of the mechanical handwriting instrument 
industry is revealed in the new directory of manufacturers 
and products distributed by the Fountain Pen & Mechani- 
cal Pencil Manufacturers Association, Inc 

A total of 35 companies are listed as manufacturers of 
fountain pens while an additional 16 companies assemble 
these writing instruments. Of the 35 manufacturers listed, 
only six of these do not make ball point pens and only five 
assemblers do not produce ball point pens. 

The directory also lists 74 companies as manufacturers 
of ball point pens and another 47 companies which as- 
semble these pens, including the 29 companies which make 
fountain pens and the 11 assemblers which also produce 
both articles. A total of 74 companies manufacture me- 
chanical pencils, while another 23 firms assemble mechani- 
cal pencils. 

Fifty-nine companies manufacture desk pen sets, while 
another 13 firms assemble these items. The makers of ball 
pen cartridges total 44, while there are 9 ball pen ink man- 
ufacturers. Thirteen companies manufacture refill leads and 
seven are engaged in eraser production Six firms make 
writing ink. 


Office Ecipment Sales 

Go Higher in '57 

~ Office equipment stocks have outperformed the market 
dramatically since 1952, reports Standard & Poors in latest 
survey of office equipment. The long-range outlook for 
these issues is excellent, in view of the rapidly-expanding 
market for office equipment, the survey points out. This 
note of caution is added, however: ‘Lagging earnings and 
dividends, and the high levels to which some of the issues 
have been bid, may prevent an equally sterling performance 
in the immediate future.” 

The report makes this analysis: 

“Manufacturers of standard office equipment (type- 
writers, adding machines, desk calculators, postage meters, 
duplicating machines, furniture, etc.) generally experienced 
higher unit sales in 1957. Furthermore, higher selling 
prices on many lines added impetus to sales gains. How- 
ever, year-to-year comparisons for the final quarter may be 
less favorable than in the first nine months of 1957. De- 
mand for standard office equipment is particularly sensi- 
tive to changes in general business activity and prospects. 
In view of recent uncertainties in some areas of American 
business and industry, some potential customers may defer 
purchases of standard office appliances until their own im- 
mediate prospects are more clearly, and favorably, defined.” 


British Typewriter 
‘‘Comes of Age’”’ 

The Empire portable typewriter, product of British 
Typewriters, Ltd., “came of age’”—21 years old last month. 
With this anniversary is noted a struggle to survive despite 
the handicaps imposed by war. 

When World War II broke, one of the first factories 
to be destroyed in the 1940 blitz was that of British Type- 
writers, Ltd. in West Bromwich, England. Some of the 
production machinery was saved. It was transferred to 
temporary premises where the firm began making aircraft 
parts as its contribution to the war effort. 

After the war, the “baby” was reborn in new form 
and with the new name of Empire Aristocraft. But as 
West Bromwich lay in a restricted area great difficulties 
were experienced, The government even put pressure on 
the manufacturer to move to South Wales, but this would 
have meant parting from a skilled labor force built up 
for generations. Finally, permission was granted for a new 
factory specifically designed to build the portable type- 
writer. Nearly half of the output now goes for export. 


Here’s an Idea for 
Lighted Windows 

The November issue of “Postage Stamp’’, publication 
of Globe Mail Agency, Inc., tells about the smart mer- 
chandising of a Wisconsin furniture dealer. 

This shrewd merchant provides a light switch button 
which the passing citizen can push. Just one jab throws 
on the lights in the entire front part of the store. The light 
turns itself off. 

His salesmanship attracts many times as many lookers 
that would ordinarily glance at the average lighted show 
window.—COS 
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DEALERS 
LOOK AT ‘58 








@ Industry sales will top $4.2 billion 
@ Dealer sales will top $2.6 billion 


® Nationwide dollar sales to increase 5% 


© Little change in dealer profit picture 


OA Staff Report 








An billion ($4,268,605,000) industry in 1958! 


That's the forecast of OrriceE APPLIANCES Re- 
search Bureau based on a two-year statistical study of 
the stationery and office equipment industry, plus an 
intensive “grass roots’ survey of current trade condi- 
tions in every state of the union. 

In the OA survey, dealers revealed that in spite of 
storm clouds on the economic horizon they expect 
their sales volume (in terms of dollars) for the prod- 
ucts that go into offices to increase an average of 5% 
in 1958. 

At the same time the dealers compositely forecast 
that because of increased operating costs their net 
profit (also in terms of dollars) will improve but 1% 
over that of 1957. 

As an example: A dealer who had a sales volume 
of $100,000 in 1957 now expects to have $105,000 
in 1958, or an increase of 5%. But at the same time, 
if his net profit in 1957 was an arbitrary 5% or $5,000, 
he expects that his net profit in 1958 will be $5,025. 


An Industry First 

For the first time in the history of this industry, 

through extensive research, OFFICE APPLIANCES is 

able to pinpoint the expected national industry sales 

volume, revealing the $4.26 billion figure in com- 

parison to that of 1957, which was estimated to be 
$4.06 billion ($4,065,338,000). 
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And most significant to the stationery and office 
equipment industry is the prediction that the dealer 
slice of the 1958 sales volume will reach $2.67 billion 
($2,677,791,000). In 1957, it was estimated to be 
$2.55 billion ($2,550,277,000). 

The dealers’ share in the year ahead, therefore, will 
be roughly about two out of every three dollars in the 
national sales volume instead of one out of every two 
dollars as was generally supposed until OFFICE APPLI- 
ANCES made its far-reaching survey. 

Basic statistics which serve as the background for 
these authentic predictions are the result of a project 
undertaken and financed by OFFICE APPLIANCES in 
co-operation with the Bureau of Census and the School 
of Business of Indiana University. The complete report 
of the study will appear exclusively in coming issues. 


1000 Dealers Quizzed 

The recent “grass roots’’ study designed to include 
the latest trends throughout the industry involved a 
random sampling of 1,000 dealers. The response, amaz- 
ingly, from 35% of those polled, is far in excess of 
what is considered adequate in statistical research. 

It is on the basis of these dealers’ estimates of their 
sales volume for the year ahead that OA can predict 
a total industry sales volume of $4,268,605,000 in 
1958. 

This figure gets its original base from the 1954 
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Predicted Dealer Sales Volume and Profit Picture for 1958 


This map, divided into nine Bureau of Census 
districts, portrays the sales volume increase over 
1957 for each district as predicted by dealers. 


industry volume total of $3,049,766,000 determined 
by the OA Research Bureau in a study of 1954 census 
figures. 

Using many sources—including government, indus- 
try and association figures the 1957 volume was 
projected and proved to be $4,065,338,000. To this 
figure was added the dealers’ estimate of 5% increase 
in volume next year. 


At the Dealer Level 

The OA survey was on the dealer level alone, but 
the statistics studied by the OA Research Bureau and 
compiled from the 1954 census show that $2 out of 
every $3 of sales volume in the stationery and office 
equipment industry comes from the independent dealer. 
This means that, generally speaking, any projection of 
dealer sales volume increase will hold up in an indus- 
try-wide projection as well. 

Thus, we are able to show the dealer sales volume 
in 1954, the dealer sales volume in 1958 and the indi- 
vidual census district volume figures for each district 
projected to 1958. Similarly, state projections can also 
be made. 

Polling the stationery and office equipment dealers 
from Maine to Texas and from Florida to Montana 
was decided upon by the OA Research Bureau as a 
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Copyright 1957 OFFICE APPLIANCES Magazine 


It also reveals the profit picture, as compared to 
1957, as dealers see it. Figures are in percent- 
ages based on dollar sales and dollar profits. 


logical follow-up of the census interpretation project 
in co-operation with the Bureau of the Census and the 
School of Business, Indiana University. Received shortly 
before press time of this December issue, the data thus 
secured are an up-to-the-minute critical look by the men 
who are on the “firing line’’ in selling and who have 
intimate knowledge of market potential and costs of 
doing business in their particular areas. 

Why do they expect their volume of sales to increase 
5% in the year ahead? 


Factors Influencing Dealers 
These are the factors which the dealers say influence 


their thinking: 

—Their own store modernization and expansion of 
sales forces will increase business. 

—Local conditions which augur better business — 
development of oil and mineral fields, good corn crops 
and new manufacturing activity. 

—The general population increase in the United 
States which brings more potential customers. 

—Office planning and the “packaged office’, increas- 
ing the demand in enhanced equipment of the “home 
away from home.” 

—Development of the home market for office sup- 

lies. 

: —Increased mechanization of offices, building up 
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High taxes and increasing 
costs cuf away 
dealer’s net profit 


the demand for machines which decrease the office 
personnel. 

On the negative side are noted such factors as de- 
creased governmental defense spending in some areas, 
a poor cotton crop, increased pressure from the dis- 
count houses, lack of confidence in the present admin- 
istration and pessimism over business conditions. 

Turning to the profit side of the picture the dealers 
are almost unanimous in their belief that increased costs 
peril their net return in terms of dollars. The barriers 
to net profit increase are spelled out as: 

1. High taxes. 

2. Increased labor costs that cannot be offset by in- 
creased prices. 

3. Competition from the discount houses forcing un- 
realistic mark-ups. 

4. The costs of modernization and sales force ex- 
pansion in order to do more business. 

The over-all findings of the dealers in this respect 
bear out the predictions being made by many of the 
nation’s analysts, who report a tighter squeeze ahead 
in the profit picture as the costs of doing business 
mount rather than decrease 


Many Are Optimistic 

Even with these factors to be considered, many sta- 
tionery and office equipment dealers are approaching 
1958 with a spirit of optimism. They are trimming 
their cost sails, expanding their territories, moderniz- 
ing their stores, adding new lines and taking historical 
comfort in the fact that business through most of their 
experience has been good and usually gets better, year 
by year. 

In this connection NSOEA President William R. 
Diehl, Jr. of Diehl Office Equipment, Columbus, Ohio, 
says: 

“Business should be generally good in 1958. In Co- 
lumbus, a large purchaser of equipment, the national 
economy affecting aircraft production will hurt local 
conditions.” 

And the former NSOEA president, Leonard B. Wil- 
cox, Roberts Printing & Stationery Co., Hutchinson, 
Kan., philosophically states: 

“We feel that this is one year (1958) when the 
business (volume at a profit) will go to those who 
work extra hard for it and plan for this eventuality. 
Recently, we saw a wall sign which read, “Work 
Smarter—Not Harder.’ This is a good idea, but there 
is a limit to the amount of smart available, so we 
believe it wiser to “Work Smarter—and Harder.’”’ 

The survey of dealers reveals some interesting find- 
ings pinpointed to the nine Bureau of Census areas— 
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New England, Middle Atlantic, East North Central, 
West North Central, South Atlantic, East South Cen- 
tral, West South Central, Mountain States and Pacific 
States. 

In each of these areas, a sales volume increase is 
predicted. The amount varies from a modest 1% in 
New England and East North Central states to the 
sizable 10% forecast for West North Central, South 
Atlantic, West South Central and Pacific States regions. 
The Middle Atlantic and Mountain States dealers are 
agreed that volume will step up 5%. Forecast in the 
East South Central area is 3% in volume increase. 


Profit Picture Varies 

Turning to the net-profit-in-terms-of-dollars part of 
the survey, the dealers show their greatest variance, but 
in no other area is a net profit decrease forecast. 

Those areas holding to the conclusion of no change 
in net profit for 1938 are New England, Middle Atlan- 
tic, East North Central and the Mountain States, a 
large segment of the dealership in the nation. 

Greatest optimism is reflected in the observations 
of the West South Central dealers who sell the station- 
ery and office equipment products in Oklahoma, Louisi- 
ana, Texas and Arkansas. They state that net profit 
should go up 5% over 1957. 

In no other area is a profit increase of more than 1% 
forecast. 

Conditions favorable to rosy thinking by the Okla- 
homa, Louisiana, Texas and Arkansas dealers are 
pointed out as: 

“There are many new buildings planned for con- 
struction next year. Furthermore, our business has been 
increasing as much as 10% over the last 10 years.” 

“We intend to do something about keeping pace 
with increased costs, our mark-ups and service charges.” 

“I look forward to 1958 being a very prosperous 
year in the office machine business.”’ 

“By proper displays my business has been increasing 
very nicely. I see a gain in 1958 business.” 


Californians See Good Year 

In general, Californians share the optimism which 
is expressed by Texans. For example, Claude C. Web- 
ber, owner of the Webber Typewriter Co., Glendale, 
Calif., says, “I can see no reason why 1958 should not 
be a good year in spite of the political or economic 
picture. Good merchandise, the best service and hard 
work will put it over. The writer has just returned from 
and 8,300-mile trip by automobile from coast to coast, 
and it has certainly been a new education for me. I 
return to my own business with a determination to 
render better service and honest values to my customers 
and the net results will take care of themselves.” 

In San Diego, Calif., R. L. Sturgeon of the San 
Diego Office Supply Co., winner of the recent IBSA 
store modernization award at the NSOEA convention, 
is firmly convinced, as are other dealers who have re- 
furbished their stores, that the improvements will be 
worth while. Mr. Sturgeon says: 

“I rather expect over-all business to level off or go 
down a little—even in our industry. However, due to 
remodeling and more aggressive selling, the watching 
of inventory and expenses, I expect and am doing more 
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business, and I hope more profitably. Our industry is a 
growing one, this is a growing community and I hope 
and believe I have a live, growing organization.” 

At Hanford, Calif., Charles E. Chambers of Branch 
& Chambers asserts that he is “convinced that a net 
profit in the neighborhood of 8% is not beyond real- 
ity. That is my goal for 1958.” 

Dealers in New England view the coming year with 
mixed emotions. 

Henry Rosnosky of Boston says, ‘Business in general 
is at a low ebb. However, if we do as well in 1958 
we will be satisfied.” 

Also from Boston comes this comment by Richard 
Brown of M. Brown & Co., ‘Competition will be much 
keener. Most likely, the ‘men will be separated from 
the boys!’ I look for increased experimentation by manu- 
facturers with increasing discount schedules so that the 
dealer can improve his very weak profit picture.” 

From Flake A. Parker of Parker's in Gainsville, Fla., 
comes another view of the manufacturer’s role in pric- 
ing. He says, ‘For our net profit to go up with volume 
it will be necessary for our manufacturers to increase 
prices and pass a little percentage on to the stationer.” 

Charles T. Harbin of Harbin’s in Montgomery, Ala., 
has no fear over the 1958 business picture and says 


Local industry, crop 
conditions show 
effect on sales volume 


flatly, “As we see it from our side, we expect 1958 to 
be our greatest year.” 

An increase “in complete office buying and standardi- 
zation of equipment” is seen by R. M. Pound of Pound 
& Moore Co., Charlotte, N. C. 

There's hope for business, too, in the development 
of missiles to compete with Russia, according to some 
dealers. In this respect Arthur E. Brodie, Allwin Office 
Furniture Co., Inc., New York City, says, “We believe 
Congress will force a huge new outlay in defense or 
missile funds which will spark things up enough so that 
1957 figures will be within reach.” 


Farmers Are Buying 

Although a bad cotton crop is set down as a reason 
for diminished profit in Mississippi, a divergent agricul- 
tural picture is created in Iowa. There, Mrs. Paul R. 
Smith of Smith’s Typewriter Co. in Atlantic points out, 
Located in a farming community, we expect 1958 to 
be better for business than 1957. The corn crops are 
the best the farmers have had for years, and they are 
getting better prices for their milk, eggs and cattle. 
We find a good percentage of our adding machines 
and portable typewriters are sold to farmers and if 
they have a good year our sales are therefore greater.” 
Meanwhile, dealers of the stationery and office equip- 
ment industry appear to be going ahead with indi- 
vidual plans to increase business through expansion of 
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sales territories and improvement of individual depart- 
ments. Scott Summerville of Summerville’s, Inc., Akron, 
Ohio, for example, says, ‘Business generally should be 
up about 5%. Our expected increase should come from 
our doubling the size of our decorating department.” 

James Cohen of Tempo Co., Kansas City, Mo., ob- 
serves, ‘With an expanded sales force we will sell more 
copying machines and this will increase our supply 
business.” 

Taking in new territory the first of the year, P. H. 
Owens, Bissell Office Supply Co., Somerset, Ky., points 
out that this step “should add volume, but the cost of 
operation in the new territory until we are established 
will decrease the net profit.” 

And in Fort Wayne, Ind., A. T. Vogel, Vogel's Of- 
fice Furniture, asserts, “We expect to increase profits 
through package selling of office furniture.” 


Volume Gain Predicted 

In the Middle Atlantic region of New York, New 
Jersey and Pennsylvania lies the greatest industry sales 
volume potential, the projection of census figures and 
the dealers’ expectation of 5%. gain in volume during 
1958 reveal. This area has a $1,251,128,000 sales po- 
tential for next year, broken down into states in this 
manner: 

New York—$858,417,000. 
New Jersey—$151,962,000. 
Pennsylvania—$240, 749,000. 

Next in line for potential is the East North Central 
region embracing Ohio, Indiana, Illinois, Michigan and 
Wisconsin. There, the 1958 sales volume figures, state 
by state, are: 

Ohio—$203,186,000. 

Indiana—$7 3,847,000. 
ILlinois—$367,954,000. 
Michigan—$175,013,000. 
Wisconsin—$62,322,000. ; 

Second to New York in 1958 market possibilitie: 
is the state of California where the projected volume is 
$445,279,000. Illinois would, therefore, rank third in 
the nation by its $367,954,000 figure. Making up the 
remainder of the top 10 high-volume states are: 

Pennsylvania—$240,749,000. 
Ohio—$203, 186,000. 
Texas—$201,905,000. 
Michigan—$175,013,000. 
Massachusetts—$ 157,938,000. 
New Jersey—$151,962,000. 
Missouri—$ 101,593,000. 

With such industry potentials existing, dealers in 
their own words approach 1958 with full realization of 
the market which is theirs to capture while at the same 
time striving to trim their operating costs to the point 
that they can overcome a forecasted small advance in net 
profit dollars. 


For a district by district 
picture of sales 


and profit turn the page... D> 
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Here's what dealers say 
about prospects for 1958 


MIDDLE ATLANTIC 
1958 


Sales Volume—Up 5% 
Net Profit—No Change from 1957 
Dealer Sales—$835,203,000 


Dealers Comment: 


“ROCHESTER, N.Y. “We expect the price level on ma 
chines to remain constant in 1958 (inflationary pressures 
counterbalancing a slight slackening in demand). With 
normal growth percentage and good expense control, we 
expect to be abie to maintain our current profit level.” 
E. A. Glassman, president, City Typewriter, Inc 

BAYSIDE, N.Y. “The future of our business lies in new 
items atid in equipping offices wit! labor and time-saving 
machinery. The high cost of labor happens to help our 
business.” Lawrence Kurtzbe: Kurtzberg’s Commercial 
Stationers. 

NEW YORK CITY. “With the cutback in defense spend 


ing, the tight money policy and a slow-up in construction 
of new office buildings it will be very difficult to meet the 
figures of 1957 but we believe Congress will force a huge 
new outlay in defense or missile funds which will spark 
things up enough so that 1957 figures will be within reach 


Arthur E. Brodie, Allwin Offi Furniture Co., In 

PORT JEFFERSON, ma« 2 present cutback in Long 
Island aircraft industry employment may result in a slight 
local recession. This must be watched.” M. Cooper, Cooper's 
Stationery. 

PITTSBURGH, Pa. It is difficult to predict what busi 
ness will be like in 1958. We will be satisfied if it is as good 
as in 1957.” B. Weinberg, president, McCloy Co 

NORRISTOWN, Pa. “If we can continue to convince our 


customers that our fair-traded machines are worth the price 
because of our excellent service and one-year guarantes 
perhaps the discount houses will eventually disappeat 


That would be helpful.’ Mrs. D. R. Collins, Collins Busi 
ness Machines, Inc 


MEDIA, Pa. “There is every reason to believe that busi 
ness will be good in 1958. There may not be quite as much 
increase in business as in the past few years, but there will 


be increases . This industry, as suppliers to the business 


world, could very well be a baro: 
ture.” I. Frank Lees, Media Office Supply Co 
RED BANK, N.J. “The office equipment market hasn't 


for the business pic 


a dent in it yet. We're selling more typewriters this year 
than last.” Joseph R. Serpico, Serpico’s Office Equipment 
Co. 


MOUNTAIN STATES 
1958 


Sales Volume—Up 5% 
Net Profit—No Change from 1957 
Dealer Sales—$73,004,000 


Dealers Comment: 


GREAT FALLS, Mont. “Savings on overhead, expecting 
more from each employee, more care with credit—even 
with less sales—will produce a profit.” Mailing Shop & 
Office Supply Co 

COLORADO SPRINGS, Colo. “Prospects look good for 
an increased volume in 1958, particularly in typewriter and 
duplicator sales. However, expenses will also increase so 
the net should remain about the same.’ Albert R. Merrett, 
Western Office Equipment Co. 

CORTEZ, Colo. “Our expected increase will be due to 
development of new oil field, new natural gas field and 
pipe lines, and uranium activity. This reflects good business 
locally, but not necessarily good business generally. Charles 
L. Patterson, owner Patterson Office Equipment Co 


WEST SOUTH CENTRAL 
1958 


Sales Volume—Up 10% 
Net Profit—Up 5% over 1957 
Dealer Sales—$203,780,000 


Dealers Comment: 


DURANT, Okla. ‘Viewing the picture of business over 
the last few years I feel there has been a gradual increase 
in volume but because of higher expenses and higher taxes, 
and the fact that the wholesale price has increased more 
than the retailers are able to increase their retail price, the 
picture ahead indicates a larger volume without increase in 
the profit ordingly.” Wilder Thompson, Lytle House 
Book Store 

ENID, Okla. ‘In the past few years our increased volume 
took care of profits $$$ wise, but not percentage-wise, and it 
has caught up with us. We intend to do something about 
keeping pace with increased costs, our mark-ups and service 
charges.’’ Sam Payne, Enid Typewriter Co 

LITTLE ROCK, Ark. “I feel that 1958 will be a better 
year for office furniture if the dealer and salesmen will 
create a desire for their items and not depend on bread 
and butter items only. Think positive!’ Dalton J. Dailey, 
Dailey’s United Supply Co. 

FORT WORTH, Tex. “The reason I believe that net 


proft in terms of dollars will go up 10% along with 10% 


] 
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increase in dollar volume is that there are many new build _ a 
ings planned for construction next year. Furthermore, ou 
business has been increasing as much as 10% over the last 
10 years.’ H. R. Royer, Standard Office Equipment Co 

FREDERICKSBURG, Tex. “I look forward to 1958 being 
a very prosperous year in the office machine business.”’ Russ 
Warner, Russ Warner Typewriter Sales & Service. 

COLLEGE STATION, Tex. “As a new business owner: 
I had a lot to learn, but by proper displays my business has 
been increasing very nicely. I see a gain in 1958 business.’ 
R. L. Davis, Davis Office Equipment Co 

BATON ROUGE, La. “Mail order wholesale houses are 
offering discounts and department stores and jewelry firms 
are buying heavily on dealer line products for offer at dis 





counts. These things are disturbing to the legitimate dealer 


and I believe will rob him of at least 10% or more of 

the 1958 business volume Cash Register & Adding Ma Sales Volume—Up 1% 

chine Exchange Net Profit—No Change from 1957 
PAMPA, Tex. “An increase in dollar volume and net Dealer Sales—$520,027,000 


profit in dollars will probably be shown by us as the 


result of adding dictating equipment and photocopy equip- 
py edit Dealers Comment: 


ment to our line in 1958. They were not a part of our 
sales eftort in ‘57 Lewis B. Hackley, partner, Tri-City MONMOUTH, Ill. “Our market is made up mostly of 
Office Machines Co rural or farming trade. What effects that territory reacts 


on our business and at this time it does not look too good.” 
H. E. Norris, Norris Office Equipment. 

ROCKFORD, IIL “If dealers would sell on a quality basis 
rather than purely price basis, we'd all be better off.” B. 
W. Linn, Linn Business Furniture. 

PEORIA, Ill. “I am quite sure that if you will check 
our books next year at this time you will find that we sold 
more portable typewriters than we did in any previous 
year.’ A. H. Kellstedt, Peoria Typewriter Co. 

PONTIAC, Ill. “If dealers would stop discounting to 
everyone who puts on a little pressure, we would all be 

EAST SOUTH CENTRAL better off!’ John Donnell, Donnell Print Shop. 
1958 MACOMB, Ill. “The trend is the same here as elsewhere 
—profit diminished by freight, taxes and general overhead. 
You have to increase sales 10% or more or go out of busi- 
ness.” Stuart Chapman, Miner Book Store. 

CAMBRIDGE, Ohio. “I expect to watch inventory much 
closer so as to be flexible in case of any regression as might 
happen to business in 1958. Indications lean to such an out- 
look. Jack R. Jones, William Lilienthal & Sons. 

COLUMBUS, Ohio. “Business should be good in 1958. 
In Columbus, a large purchaser of equipment, national 


Sales Volume—Up 3% 


Net Profit—Up ' % over 1957 economy in aircraft production will hurt local conditions.” 
Dealer Sales—$62,393,000 William R. Diehl, Jr., Diehl Office Equipment Co. 
AKRON, Ohio. “We may sell more to break even with 
1957.” C. L. Stinaff, president, Stinaff's, Inc. 
Dealers Comment: . counry , 
BELLEVUE, Ohio. “We are prepared to make every effort 

HARTFORD, Ala. “Although we expect our volume to be to increase our volume but do not anticipate increased 
up slightly, we feel we will be fortunate if we can main- profits—in fact we are prepared for less. I believe that 
tain our net profit. We attribute this fact to the continued the national economic pendulum is swinging in this direc- 
rise in operating costs.’’ Hubert Strickland, Sr., vice-presi tion. We are ready to swing with it.” M. B. Snyder, 
dent Mercantile Paper Co Snyder's. 

MOBILE, Ala. “With new models promised, increased DETROIT, Mich, “We are just starting our 11th year 
prices and better dealer-customer relations 1958 should be and hope for big things.’ George H. Thom, Jr., Ideas, Inc. 
a banner year.”’ Frank R. Wade, Frank R. Wade, Inc. KALAMAZOO, Mich. “A time to be out of debt and to 

MONTGOMERY, Ala. “As we see it from our side, we watch and wait to see which way the dust settles.” Walt 
expect 1958 to be our greatest year.’ Charles T. Harbin, Lyford, Office Supply & Equipment Co. 

Harbin’s FORT WAYNE, Ind. “We feel 1958 will be a more 

SOMERSET, Ky. ‘Our particular case may not be a true stable business year than 1957.” J. T. O'Reilly, O'Reilly 
picture of the industry. We are taking in new territory the Office Supply Co. 
first of the year, which should add volume, but the cost of FORT WAYNE, Ind. “We expect to increase prohts 
operation in the new territory until we are established will through package selling of office furniture.” A. T. Vogel, 
decrease the net profit.” P. H. Owens, Bissell Office Supply Vogel’s Office Furniture. 

Co HAGERSTOWN, Ind. “Red tape and tax burden has 

WINCHESTER, Ky. “Overhead becomes more and more small business snowed under to the point that maintenance 
serious.” William C. Rees, Rees Printing Co. of a profitable operation takes a magician.” Edwin V. 

GRENADA, Miss. “We expect net profit to go down O'Neel, Hagerstown Exponent. 

10% because of higher freight rates, higher salaries, pre- CHICAGO. “We are predicting a smaller increase in 
priced merchandise and bad cotton crops.’ W. W. Garner, net profit because of so many uncertain factors, but the 
W. E. Jackson the Printer. figures could be conservative.” B. H. Hallin, B. H. Hallin 

NASHVILLE, Tenn. “We expect the dollar volume to & Associates, Inc. 
be up, partly because of inflation, and partly due to in- AKRON, Ohio “Business generally should be up about 
creased business. It may be difficult to maintain this year's 5%. Our expected increase should come from our doubling 
profit margin, due to rising costs.’’ Randal E. Brown, Homer the size of our decorating department.’ Scott Summerville, 
B. Brown Co Summerville’s, Inc. 
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DEALERS LOOK AT ‘58 . continued Growing too fast can cause many headaches. Too many of 
: us, in this business, do not make enough money E. W 

Dolby, Dolby Business Machines 

BOSTON, Mass. “Competition will be much keener. Most 
likely, the ‘men will be separated from the boys.’ I look for 
increased experimentation by manufacturers with increasing 
discount schedules so that the dealer can improve his very 
weak profit picture.” Richard Brown, M. Brown & Co 

BOSTON, Mass. “Business in general is at a low ebb 
However, if we do as well in 1958 we will be satished 
Henry Rosnosky 

STAMFORD, Conn. “Stamford has a number of small 
plants working on defense projects, but with the curtailment 
of Government funds it looks like 1958 will not be as 
prosperous as 1957. However, we feel that we can hold our 
own.” Robert Vitale, Summer Typewriter Shop 

NEW BRITAIN, Conn. “Local considerations cause us 


to expect less business than in 1957. Our plants are geared 





to the building, machine tool, autos and aircraft industries 


Sales Volume—Up 10% 


and we expect a decline in all four.’’ Thure Bengston, pres- 
Net Profit—Up '2 % over 1957 ident, Adkins Printing Co. 
Dealer Sales—$264,030,000 PROVIDENCE, R. I. “Due to increased operating and 
materials costs on which the list price cannot be increased 
Dealers Comment: we believe the margin of profit will go down.” New Eng 
TALLAHASSEE, Fla. “Net profit will remain the same land Stationery Co 
because of taxes, increased labor sts, and so forth.” W. ¢ WHITE RIVER JCT., Vermont. “We have just enlarged 
Wyatt, Wyatt's Business Machines and modernized our store and sincerely hope our estimate 
GAINSVILLE, Fla. “For our net profit to go up with of 10% increase in volume will be low.’ Greydon Freeman 
volume it will be necessary for our manufacturers to in Office Supply Center. 


crease prices and pass a little percentage on to the sta 
tioner.”’ Flake A. Parker, Parker's 

TALLAHASSEE, Fla. ‘Higher labor costs cannot be off 
set immediately by higher prices, so profit figures will go 
down percentage wise. Uncertainties and floundering in the 
Eisenhower administration may cause all business to have 











some downturn. However, Florida’s great growth despite 
the national situation will produce higher volume of busi i 
ness in this state for office furniture nry S. Wrenn, WEST. 
president State Office Supply Co 

GASTONIA, N.C. “As w 1958, the business picture 


surpasses 1957, particularly in quality buying. Also there 
will be an increase in complete office buying and standardi 
zation of equipment.” O. G. Penegar, O. G. Penegar Co 
CHARLOTTE, N.C. “We can’t expect dollar volume to 
continue to go up every year. It is best to work for profit 
rather than volume.” R. M. Pound, Pound & Moore Co. 


ANDERSON, S.C. “The squeeze is on for the small 





businessman.” W. W. Acker, Jr., Acker Office Supply Co. Sales Volume—Up 10% 
BALTIMORE, Md. ‘1958 has been a most successful year Net Profit—Up 1% over 1957 
in spite of stiffer competition and price cutting by com Dealer Sales—$163,345,000 
petition. Outlook for the immediate future is even brighter 
E. G. Belz, Baltimore Mimeograph Supply Corp 
DECATUR, Ga. “Larger volume, smaller profit is the Dealers Comment: 
picture.” G. M. Spurlin, DeKalb Office Equipment Co HUTCHINSON, Kan. “We feel this is one year (1958) 


when the business (volume at a profit) will go to those 
who work extra hard for it and plan for this eventuality 
Recently, we saw a wall sign which read, ‘Work Smartet 
Not Harder.’ This is a good idea but there is a limit to 
the amount of smart available, so, we believe it wiser to 
Work Smarter—and Harder.’”’ 

HAYS, Kan. “It looks like 1958 volume will probably 
be higher than that of 1957, but not enough to increase 
profits.” Calvin E. Markwell, manager Markwell Stationery 
Co 

DULUTH, Minn. “This is my firm's second year, so 
volume will go up. Profit will also go up with more ex 
perience in buying, and also in selling.’’ Clark Ilse, Modern 
Supply Co 

KANSAS CITY, Mo. “With an expanded sales force we 


will sell more copying machines and this will increase our 





supply business."’ James Cohen, Tempo Co 
KANSAS CITY, Mo. “We expect to make a close sur- 


Sales Volume—Up | % vey of our expense of doing business. Wherever we can 
Net Profit—No Change from 1957 reduce our operating expense without affecting our sales 
Dealer Sales—$172,450,000 efforts we will do so ... We want to be wisely conserva- 
tive in 1958." John A. Marshall, John A. Marshall Co., 
Dealers Comment: Kansas City, Mo 
ROCKLAND, Mass. “I would be very pleased to continue ATLANTIC, Iowa. ‘Located in a farming community we 


business volume and profit enjoyed the past two years expect 1958 to be better for business than 1957. The’ corn 
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crops are the best the farmers have had for years and they 
are getting better prices for their miik, eggs and cattle 
We find a good percentage of our adding machines and 


. 
portable typewriters are sold to farmers and if they have Estimated 1958 Industry 


a good year our sales are therefore greater."’ Mrs. Paul R 


Smith, Smith’s Typewriter Co n 
Sales Volume in Dollars 








(Compiled by the OA Research Bureau) 
(000) 

United States $4,268,605 

New England . $ 282,152 

Maine 16,218 

New Hampshire 9,391 

Vermont ; 3,415 

Massachusetts 157,938 

Rhode Island 18,355 

Connecticut 76,835 

Middle Atlantic $1,251,128 

New York . 858,417 

New Jersey 151,962 

Pennsylvania . 240,749 

East North Central $ 882,322 

Sales Volume—Up 10% Ohio Sie 203,186 
Net Profit—Up 1% over 1957 Indiana aa 73,847 
Dealer Sales—$383,460,000 Ilinois _..... 367,954 
Michigan _... 175,013 

Wisconsin . 62,322 

Dealers Comment: 

GLENDALE, Calif. ‘I can see no reason why 1958 should West North Central $ 280,448 
not be a good year in spite of the political or economic Minnesota 72,566 
picture. Good merchandise, the best service and hard work lowa . 50,370 
will put it over. The writer has just returned from an 8,300- Missouri 101,593 
mile trip by automobile from coast to coast and it has cer- North Dakota 2,988 
tainly been a new education for me. I return to my own South Dakota 2,988 
business with a determination to render better service and Nebraska .... 22,197 
honest values to my customers and the net results will take Kansas 27,746 
are of themselves.” Claude C. Webber, owner Webber South Atlantic $ 466,558 
Typewriter Co Delaware ....... 9,818 

GLENDALE, Calif. “We anticipate higher dollar volume Maryland ......... 60,187 
in 1958 as in every year due to holding of a large per Dist. of Columbia 90,067 
centage of established accounts, plus natural gain of new Virginia 44,393 
accounts, growth of population, higher quality of products West Virginia . , 18,782 
ind expansion. But, increasing costs will lower the profit North Carolina . 71,286 
margin.’ John W. Fitzpatrick, Record Products Co. Seuth Caroline nn 24,758 

SAN DIEGO, Calif. ‘I rather expect over-all business to Georgia . as 64,456 
level off or go down a little—even in our industry. How- Florida 82,81! 
ever, due to remodeling and more aggressive selling, the 
watching of inventory and expenses, I expect and am doing East South Central . $ 114,825 
more business, and I hope more profitably. Our industry Kentucky . . 24,758 
is a growing one, this is a growing community and I hope Tennessee - a 44,820 
and believe I have a live, growing organization. R. L. Alabama . 35,429 
Sturgeon, San Diego Office Supply Co Mississippi 9,818 

GLENDALE, Calif. “Let's think and talk good business West South Central $ 312,889 

let's not talk ourselves into a recession. Let’s learn to Arkansas . 11,098 
work again.” David T. Ligon, Glendale Typewriter Ex- Louisiana ....... 3 ae 49,943 
changé Oklahoma . jimi - 49,943 

LOS ANGELES, Calif. “I quote Franklin D. Roosevelt, Texas ..... =A _.. 201,905 
We have nothing to fear but fear itself ; 

HOLLYWOOD, Calif. “With an optimistic outlook to- Mountain .........._. ne ~ $ 113,119 
ward the future and judging from past experience, I see Montana emaneees ' , 8,537 

reason why the following year should not continue on Idaho . mares 6,830 
the upward note. I hardly believe the war scare will Wyoming ~— one 2,988 
materialize as too much is at stake for each side. So let's Colorado ; 43,540 
look up. And while so doing, let’s offer just a bit of a New Mexico . 10,672 
prayer.” Ray L. Gruber, Henley Typewriter Co. Arizona 15,794 

SANTA BARBARA, Calif. “Increasing competition and Utah ' 19,209 
some signs of slowing up make us willing to settle for the Nevada . . 5,549 
level with '57 in '58.”” William K. Chick, Office Items. A ele a $ 565,164 

HANFORD, Calif. “Every business man should give Washington . ; 67,017 
letailed study to the ‘Keys to Business Success’ as presented NES PROBS Pe 32,868 
by Paul Burbank at the national convention. I am con- California .... 465,279 
vinced that a net profit in the neighborhood of 8% is not 
beyond reality. That is my goal for 1958.” Charles R Copyright 1957, OFFICE APPLIANCES Magazine 


Chambers, Branch & Chambers 


@ Reprints of this article ave available at 25c PLIANCES Service Bureau, 600 W. Jackson 
each for 1-10 copies; 10-99 copies, 15c each, Blud., Chicago 6, lil. with payment enclosed. 
and 100 or more copies, 10c each. When (Reproduction of any portion of this article 
OA—12/57 sending orders, address them to OFFICE AP- without permission is prohibited.) 





DO IT YOURSELF 





Custom-built 
fixtures 

sell office 
machines 





This Denver dealer invested $500 and 
MUSHROOM" . . 


. revolving table display 
units hold typewriters for customer trial at 
one level and have a top level for display 
of machines. Both table top levels revolve. 


many hours of spare-time labor to 
build his own store fixtures... because 
he wanted them fo ‘‘fit the job.’’ 





$500 outlay in capital and three months of spare 
[ a time work was the entire cost of remodeling the 
new quarters for the Santangelo Typewriter Co. in 
Denver, Colo. 

Owner Joseph Santangelo is one of those dealers who 
feels “it’s difficult to buy fixtures which fit the job.” 
When the opportunity came to lease a larger space, ap- 
proximately 300% larger, he jumped at the chance and 
decided to eliminate all of his traditional fixtures in 
favor of display tables, racks, counters and units which 
he, himself, had designed. 

In designing his new store, he had several prime ob- 
jectives in mind. One of them was to permanently elimi- 
nate the dark and often gloomy atmosphere which is 
all too often associated with a machine store. He 
wanted a much more impressive background for his mer- 
chandise, and he wanted to eliminate many unnecessary 
steps taken in the daily course of business 

To brighten the store interior, Mrs. Santangelo de 
signed a slant-back front with a concrete tier running 
waist high. The window slants back at a 30-degree 
angle to provide better light access and a better view of 
the interior. Inside the window is a display “floor” 
finished in gray-flecked pink paint. This can be moved 


up or down for better display of portables, adding ma- 
chines or other equipment. 

The showroom itself is 35 feet deep with a floor of 
cream vinyl tile, walls painted dusty rose, and fixtures, 
in the most part, finished in flecked gray paint. The 
lighting is fluorescent but handled to make it indirect, 
spreading light evenly over the interior. 

The fixtures are all the work of Mr. Santangelo. He 
first constructed four bin-type units six feet high and 
six feet wide of heavy plywood. These he painted 
flecked-gray to match the color scheme and provide a 
very durable surface. These units accommodate from 
16 to 20 typewriters or machines and are easily altered 
to handle additional shelves if more space is needed. 

In the center of the store and near the front window, 
Mr. Santangelo built an oval-shaped ‘‘test table” which 
is also six feet long. This table was painted dusty rose 
and cream with a hard plastic top installed to afford 
easy cleaning and offer a surface which can take punish- 
ment. 

At one end of this table he built a revolving drum 
which elevates the feature machine of the period. This 
drum revolves slowly by means of a concealed one-quar- 
ter horsepower electric motor. The moving machine at- 
tracts attention of the passers-by. 

Behind the “test table’, Mr. Santangelo has placed 
three ““mushroom’’ revolving tables of steel and wood. 
These he also built himself, using three-inch steel posts 
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INTERIOR VIEW .. . 


and welding the bases together from scrap steel and 
iron. He finished the tables in the same type of heavy 
flecked-gray paint as was used on the bin-type units. 

The revolving discs, constructed of heavy, one-inch 
plywood, turn easily on an oil bearing. These can be 
used, as they are, for display or for demonstrations. 

One thing Mr. Santangelo aimed for in designing 
and building the fixtures was to keep them functional 
and, at the same time, different from those in other 
stores. He also points out that because each was de- 
signed specifically for the purpose in mind, there is no 
problem of waste space, loss of eye-appeal, or complete 
utility. 

To avoid wasted business-hours steps, Mr. Santangelo 
has utilized an elevated mezzanine just behind the show- 
room. He has his own typewriter repair bench mounted 
in this area and from here he can oversee the entire 
store interior without moving from his seat. At times 
when salespeople are busy on the floor or someone is 
away from his desk, Mr. Santangelo can see that a cus- 
tomer needs attention. 

The firm is one of the largest in the Colorado cap- 
ital, although it was founded only 12 years ago in 1945. 
Despite the fact that the company employs four full- 
time repairmen and handles many contracts for govern- 
ment institutions as well as large businesses in the area, 
the service department accounts for only 30 to 35% 
of the total volume. The remainder is contributed by 
the sales department. 
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shows the various display units which were designed and built 
by Joseph Santangelo. Visible are the bin-type units, the oval-shaped test table, 


and the ‘‘mushroom"’ revolving tables. 











THE SANTANGELOS .. . stand beside the special 
revolving-drum display unit which Mr. Santangelo 
built to attract passers-by. The unit revolves constantly, 
displaying a typewriter or business machine. 
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Your Christmas window 





Zac Smith Stationery Co., Birmingham, Ala. 


can 


“Last December was the most 
profitable month in 1956”, says 
Zac Smith Stationery Co., ‘and 
Christmas windows actively ac- 
complished more than any other 


one of our advertising plans.” 
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win a prize...and 


Y now, if you are taking advantage of holiday gift 
business, all of your promotional plans have been 
formulated and you are ready to put them into action. 
Within a short time your Christmas gift windows 
will be put in, and the holiday rush will begin. This 
is why OrFice APPLIANCES reminds you now that you 
will want to remember to have photographs taken so 
that you can enter your windows in the Christmas Win- 
dow Contest. 

Does this kind of extra effort pay off in sales? Any- 
one that asks this question of Doug Russen of Zac 
Smith Stationery Co. in Birmingham, Ala. will get a 
hearty, affirmative answer. 

Last year Zac Smith, a “revitalized” Zac Smith Co. as 
they themselves call it, put forth a complete promo- 
tional effort to sell “Business Gifts for Business Peo- 
ple 2 


The results were summed up in a very short sentence: 
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December—the most profitable month of 1956!" 

Here, in capsule form, is the merchandising program 
followed by the Alabama dealer: 

In September, Christmas cards were advertised. On 
November 15, Christmas promotion was launched. On 
December 3, Christmas sales began. 

The company mailed out 3,000 cards and 3,000 fold- 
ers on business gifts which were obtained from OFFICE 
APPLIANCES in the “Business Gifts for Business Peo- 
ple’’ merchandising kit. Another 5,000 copies of the 
NSOEA Christmas gifts folder was mailed. The firm 
also made up a mailing of 1,500 pieces of its literature. 

Ads were run for 16 days in the daily newspaper. A 
full page ad was taken in the Junior League magazine. 
A full page was taken in the Alabama Purchaser and 
another full page in the Children’s Dental Clinic. 

Some type of radio program was running constantly, 
including a news broadcast, a music program and daily 
minute spots. Six one-minute spots were taken on TV. 
All newspaper and radio ads were co-ordinated to hit 
the same subject. A group of 55 bus card ads were in- 
stalled. 

Store personnel wrapped gifts without cost, and all 
leather goods were stamped free. The store was open 
until 6 P.M. every-other day for about 10 days, and 
then it closed on December 23, 24 and Christmas Day. 
The result—no need for after Christmas sale or a year- 
end clearance! 

“The Christmas windows’’, according to Mr. Russen, 


The Judges 






Nell Lee Litvak 


Ken White 


The judges this year are Nell Lee Litvak, adver- 
sing counsellor and vice-president of Cole, Fischer 


G Rogow, Inc., advertising agency; Ken White, Ken 
White Associates, designers; and Henry Berry, 
Henry Berry Associates, store designers and mer- 
Pine e? 
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“actively accomplished more than any other one of our 
advertising plans.” 

This is why OFrFick APPLIANCES wants to support 
the dealers who take advantage of Christmas gift busi- 
ness. The Christmas Window Contest this year is open 
to all dealers who sell Christmas gifts and use the slo- 
gan “Business Gifts for Business People’ somewhere 
in the window display. 

The rules are simple, the prizes, going to 10 dealers 
this year, are attractive. 

The prizes will be awarded as follows: 


® First place—$100.00. 

® Second place—$50.00. 

© Eight distinctive window awards — $20.00 
each. 


Here are the brief contest rules: 


1. The contest is open to any office furniture, machine or 
supply dealer in the United States or Canada 

2. Window displays entered must be those used during 
the 1957 Christmas selling season. 

3. Merchandise displayed must be office furniture, machines 
or supplies taken from the normal stock of the dealer. 

4. Each entry must be accompanied by a glossy photograph 
(8x10 preferred). 

5. The slogan “Business Gifts for Business People’ must 
be included in the display. 

6. As many entries as desired may be submitted. 

7. All entries must be received by OFFICE APPLIANCES by 
January 15, 1958. (Entry blanks will be made available later, 
although the use of such blanks is not necessary for participa- 
tion so long as contest rules are observed. 


increase your holiday business 





CHRISTMAS WINDOW CONTEST ENTRY BLANK 


OFFICE APPLIANCES 
600 West Jackson Bivd., Chicago 6, Ill. 


Enclosed is my entry (Photograph) in the OFFICE APPLIANCES 


Christmas Window Contest for 1957 


NAME _ POSITION 
FIRM NAME 
ADDRESS | CITY STATE 


NAME OF WINDOW TRIMMER 
© Entries must be received by January 15, 1958 
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Accessories of the 
Selected for Office Appliances by 


[ \ S the first of the year rolls around and 


customers make out their 1958 budget appropriations 
which will be available as of January 1, it is a 
good idea to emphasize accessories and 
furniture which will be suitably incorporated into 
the customer's refurbishing plans for 


the new year. Here are some suggestions for display. 





4. Woven brass ice 

bucket is No. 1712A 

from Rubel & Co. It 
1. This 60-inch floor lamp, style retails at $12.50 
B105, is finished in bright 
Flemish brass with walnut. It 
retails at $71.50, and is perfect 
beside a contemporary lounge 
chair. From Westwood Industries, 





Inc 


2. These ash trays from 
Richards-Morganthau 
prompt suggestive sales 
when selection No. 7 is 
shown. The design is 
reflective of the print 

in the fabric. 





3. Danish contemporary chair 

from John Stuart, Inc. Style No. 
135C is of Bangkok teak and has 

a hand-rubbed oil finish. Retails 
for $100 in muslin fabric 









5. An office or a reception room can be 
built around this bar chest in Bangkok 
teak with a hand-rubbed oil finish. Style 
No. 308 from John Stuart, Inc. 





6. Gemstone masks from The Fan Co. 
are excellent as conversation pieces. Left 
is No. T223A. Center is T222, and right 
| is T223. They retail from $11 to $16.50 
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Month 


y Eugene Barnes 


8. Pulley lamp for contemporary or 
provincial interiors in brown wicker 
and copper is by Richards- 
Morganthau. It is No. 4183, 

retailing at $31.50. 








7. “Festival’’, designed by Mary Dubois 
for Rowen, It is printed on Flanders 
linen. It is 48 inches wide and retails 
r $6 a rd. Available in black and 
white and colors from Rowen, Inc 


me A 
| 





11. Selig Furniture Co. produced 
this contemporary occasional 
chair to supply the need for a 
light occasional piece. No. 14-15 
can be had in various colors 
and finishes. 














12. Cresca Co., Inc. 
ofters “Americana” 
transportation 
apothecary jars of 
candies to add friend- 
ly warmth to office. 
Retail at $2.95. 





9. The “perfect ash tray” 
designed by Parzinger is 

from Vincent Lippe. It is 

No. 215 and retails at $12. 














































10. Magazine holder is simulated 
ostrich-grained leather banded 
with brass. It adds style to any 
area and keeps the room tidy. No. 
1714 from Rubel & Co. Retail 
is $13.50 

















EUGENE BARNES 


Merchandising Advisory Service 
435 E. 73rd St., New York, N.Y. 

























57 Dealers who wish further information about accessory items 


on this page are requested to use inquiry card facing page 74. 











office interiors 
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“ Desks in the installation by Kendall's, 
Inc., Stockton, Calif., for the Warner 
Realty Co. of that city are General Fire- 
proofing in pine frost color with mist 
green linoleum tops. GF Super Filing 
cabinets in pine frost colors match the 
desks. The Steelcase chairs are also in 
pine frost with yellow upholstery and 
green Bedford cord seats. This combina- 
tion, along with a green Tropicraft which 
is used on the windows, provides a dem- 
onstration of modern office attractiveness 
in color. 


q Jens Risom furniture was selected for 
the furnishing of executive office of pres- 
ident of American Hardware Mutual In- 
surance Co. in Minneapolis, Minn. John 
G. Rauma of Thorshov & Cerney did the 
interior design in collaboration with Dale 
H. Sincock of Farnham Stationery & 
School Supply Co. furniture division. 
Draperies are white linen weave from 
Isabel Scott. Lackawanna and Eagle-Ot- 
tawa leather upholstery has alternating 
colors of terra cotta, yellow and leaf 
green in identifying each executive office. 
Executive lounge chairs are covered in 


Jofa fabrics. 
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* The pages of 
this section are 
pe rforated to permit 
casy removal 


for filing. 


the challenge... Even as the modern Pruden- 
tial Building rose on Chicago's laketront to perma- 
nently change the city’s skyline, Mead & Wheeler Co. 
was quick to see the golden opportunities offered for 
outfitting new offices. Working on a “cold canvass- 
ing’ basis, the firm secured names of future tenants. 
Armed with this information, they went about con- 
tacting the prospects. 


One such tenant was Great Lakes Overseas, Inc., 
igents for European steamship lines. In the initial 
approach it was learned that the man in charge of the 
project, Jerry Heyerdahl, had been in this country 
only three years. He was confronted with a unique as- 
signment and approached it with extreme caution. 


Mead & Wheeler found that Mr. Heyerdahl was not 
used to having office furniture salesmen contact him. 
He was not familiar with American office furniture, 
and he required time to study the many ideas put forth 
by Mead & Wheeler. He and his superiors correctly 
chose to check prices and quality before making any 
decision. 

Mead & Wheeler was not the lowest bidder for 
the job, but it didn’t intend to be. It was a matter of 
gaining the customer's confidence. To earn the job, 
the company had to do a clear and precise job of 
planning and explaining the plans. In the final pro- 
posal they had to present the entire project on paper 
to be “‘okayed”. The end result was a complete contract 


with a “free rein’’ because they had earned the custom- 
ers respect. 


An imprinted folder, suitable for retaining 
the Office Planning pages as a continuing 
source of ideas, is available from the Serv- 
ice Bureau of OFFICE APPLIANCES for 


35 cents in coi or stamps. 


THE CHALLENGE 


THE SURVEY 


THE PROPOSAL 


THE FLOOR PLAN 


THE END RESULT 
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OFFICE PLANNING. 


a case history | Mead & Wheeler Co. 


of Chicago installs a complete 


office for Great Lakes Overseas, Inc. 
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in the new Prudential Building. 


the survey ... The present needs of Great 


Lakes Overseas, I: ncluded a reception room 
semi-private office for sales: ( mp! te cler 
ical office, a conferet room and four execu 
tive offices. The entire area had to be designed 
with expansion in The reason was that 
two European steamship lines, the Fyell Lines 
and the Oranje Lines had re incorporated 


to form what is WI Fjell-Oranje 
Lines. 
Mead & Wheeler had to ta the obvious ex 


pansion into cons thout having a 


real basis as to re ments. The firm knew 


that the joining of the two steamship lines 


} } 
4 


meant larger quarters were needed and it was 
known that all furnishings were to be new 
Planning to meet the future expansion was one 
of the problems faced 

A special problem was encountered in the 
general selection of furniture for the executive 
offices. It might be presumed by Americans, 


whose furniture today is influenced by what is 
called the ‘Scandinavia look, that someone 
representing thos« intries would obviously pre 
fer light, modern furniture. However, Mead & 
Wheeler found a reverse situation. The captains 
and owners of steamship companies were used to 
massive furnitur ind hav preference for 
Oriental rugs, heavily paneled walls and_ the 
like. In fact, the company learned that the ma 
jority of their offices 1 in large homes 
converted to suit their business needs 

To furnish an ex tive offi one of Chi 
cago’s most modern buildings this fashion 
would not be doi: Istice the client or the 
office, so, after much discussion, a “happy me 
dium” was selected which had a contemporary 
line and look but | retained much of the 
massive quality preferred by the customer. It 
was wide enough and adaptable to pedestals 
which went down to the floor. It proved satis 
factory to the people who would occupy the 
offices. 

In the initial sur Mead & Wheeler sug- 
gested a mural in the 1 >t room. The cus 


tomer, at first, felt that a collage, depi 
shipping in the European ports ght be 
suited to the office. 

It was no easy task, but Mead & Wheeler 


finally convinced the tenants that a hand-painted 
mural would be the most attractive idea. This 
development of an idea required many session 
etween the dealer, the artist, Robert Katz 
one of Chicagos young contemporary painters 
and the customer. After long discussion, 
customer agreed to the idea. 


The result is a very attractive mural, perhaps 
unique in the building, which depicts the many 
ports visited by the ships. The technique 1s 
stract form, but it is clear enough to be very 
familiar to the many European visitors wh 
constantly visit the Chicago offi 

The entire iob was presented with a cost 
en on an item basis. Mead & Wheeler follows 
this policy in breaking down every office o1 
area by the items needed. Individual prices are 
shown first to give the customer a chance to 
ompare them, and in this case it was necessary 
that the customer have this opportunity. They 
very honestly checked prices with reputabl 
competition and, again, found Mead & Wheeler 
to be the company to best perform the job 


the proposal... In preparing the pro 


posal, it was decided to present top quality 
furniture along with fabrics and ideas, incorpo- 
rating executive and clerical departments to 
form one pleasing area. The Fjell-Oranje house 
colors worked to advantage. The Fjell, or Nor 
wegian line, uses a royal blue. The Oranj y 
Dutch line, uses a brilliant orange. Mead & 
Wheeler combined these colors every where pos 
sible in sufficient amounts to carry out a gen 
eral color theme. The choice of color and the 
furniture style helped the customer feel that the 
dealer would do a satisfactory job 


This entire proposal, including color choices 


renderings, prices and furniture, then had to be 
submitted. The proposal had to | capable of 
selling the idea without the ben of additional 


ya] explanation. The fact that it secured th 


Job was very satisfying to the deal 


OA—12/57 





OA 












































































































































































































































































































































10 P sae he 
Wheeler worked out a a 
additional service. Th B was” 
the co-operation of Mr. Heyerdahl.— 
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@ The original artist's sketch was made for 
the proposal. It is easily noted by comparing 


it with the photograph below that the choice 


of furniture and floor tiles was made in advance. 


Even the mural on the wall was called for 


in the first drawings. 


gal 





OFFICE PLANNING .. . continued 


reception area was designed to 2 
atmosphere of the sea and the 
business The hand painted mural 
right is the work of artist Robert Kat 
Chicago. The floor is Robbins viny] 
tures a white border with compass 1 
harcoal and brass inlays. The desk is b 
I gh, with an oil-finish walnut base 
top. The metal is brass and the pane 
ine. The chairs are also by Lehigh in 
with upholstery in one predominating 
nt, vivid royal blue. The only re 
r is brought out in the mural which 
k-line drawing with sharp blues 
ellows. The table in the corner is als 
Lehigh. The receptionist s chair is by Kno 
Associates. The clock is a p iuct of H 
Miller, and the hanging lamp is from Finland 
House. All walls are of a natural burl 


by Angelo Testa in the sat 


Th material is oyster linen boucle 
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@ Art Metal Construction Co. desks in canyon 
tan with beige formica tops are used through 


ut the general office area. The chairs, by 
Sturgis Posture Chair Co., are also canyon tan 
covered in a combination of Knoll persimmon 


fabric and persimmon versilan. The walls are 
pale gold to match Hauserman partitions and 
also bright orange. The flooring is Robbins 


vinyl tile in persimmon and brown on white 


> In the secretarial area, the desks are all wal- 
nut with walnut Formica tops by Executive 
Furniture Co. The chairs are by Sikes Chair 
Co. with walnut and upholstered in Lackawan- 
na aquamarine leather. The walls are pale blue 
to match the Hauserman partitions, and the 
accessories on the desks are finished in Lacka- 
wanna aquamarine leather tone. The flooring 
is Robbins rubber tile in a white and black 


arbleized pattern 


1eral office areas 
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& President Harold Holden's office is domi 
nated by an Executive Furniture Co. desk 
with an oversized top finished in walnut. The 
chairs are by Sikes Chair C with walnut 
finishes enhanced by Lackawanna rust leather 
upholstery. The circular table is also in walnut 
by Lehigh Furniture Co. The draperies are a 
Christian Mueller creation called ‘Butterflies’. 
The color scheme is st and black on white 
sheer. The walls are finished in rust grass 
cloth and the floor covering is Bigelow’s tread 
weave in gray moresat The desk accessories 
are by Gift Craft Le: r Co., finished in rust 
leather. The ash tray re by Heath 


q This executive office features a desk by 
Executive Furniture Co. in the “Inca” finish 
The chairs are by Sikes Chair Co., finished in 
the “Inca’’ color with Lackawanna turquoise 
leather upholstery. The drapes are by Raphael 
and called “Spring Song They are natural 
linen with turquoise and brown p rns. The 
walls are natural grass cloth and the carpeting 
is by Bigelow in tread weave, a gray moresque 
The pictures are called ‘Early Chicago Scenes 
and are custom-framed to pick up turquoise 
and natural accents Ihe desk accessories by 
Gift Craft Leather Co. also feature turquoise 
leather. The ash tray is by Heath. A sofa, not 
visible, is a product of Lehigh Furniture Co., 
upholstered in brown tweed 








4 A frosted walnut desk by Executive Fur- 
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1 
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ture Co. sets the pace in this executive of- 


[he chairs, by the Sikes Chair Co., as 


as the tables are finished in frosted 
it. To pick up a green color scheme 
ghout, the chairs are upholstered in 
<awanna pine green leather. The drap- 

by Raphael are named ‘‘Planters 





Green” and have yellow and black leaf 
patterns on white linen. The walls were 
painted sage green, and the carpeting is 
again Bigelow’s tread weave in gray mores- 
The desk accessories are by Gift Craft 


que 
Leather Co. featuring pine green leather. 
The picture was secured from the New 


York Graphic Society. 


q Another change of 
this executive office 





nut. The two 


Chair Co., 


the floor covering 


carpet and fade to 


cessories are 


Brach-Allen design 


they approach the ceiling 
finished 
Gift Craft Leather Co., 


pace can be seen in 
which carries out a 


blue and white color scheme. The desk, by 
Executive Furniture Co., 
armchairs in 
white leather upholstery are by the Sikes 
as is the swivel chait 
upholstered in Lackawanna middy blue. The 
sofa, by Lehigh Furniture Co., 
blue upholstery. The draperies, designed by 
Angelo Testa, are white linen boucle and 


is finished in wal- 
walnut with 


which is 


Knoll 


has 


Theodore Johnson 


custom carpeting in deep blue. The walls 
have been painted deep blue to match the 


faint blue as 
The desk ac- 
in middy blue by 
and the lamp is a 


very 
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& Walnut finished in ebony sets the casional tables produ ed by the Lehigh 
theme for this attractive conference Furniture Co., are ebony with travertine 
: : + room. The conference table, by Execu- tops. The draperies are black on white 
tre COTE tive Furniture Co. has the ebony finish, linen with a “Ship Models” design by 
as do the chairs and occasional tables Louis Bowen. The carpeting is Theo- 
The chairs are by Sikes Chair Co. and dore Johnson in deep blue and black 
have Eagle Ottawa leather upholstery The walls are burlap-finished, two in 
in Peruvian orange. The sofas are by bone white and two in blue. The lamp 
Arch Gordon and are covered by Knoll is by Brach-Allen and the ash trays are 
fabric in hand-woven orange. The oc- by Heath. 


the end result... After Mead & Wheeler 
proved to the customer that the mutual choices of 


furniture and wall coverings would be in con- 
formity with their business, all personnel of Great 
Lakes Overseas Inc. granted the dealer a free rein 
in their choice of floor tiles and coverings, as well 
as draperies, pictures and accessories. This confi- 
dence extended to the point where the dealer 
worked directly with the building management 
supervising the smallest details, even to the 
choice of stainless steel letters which appear at 
the entrance to the office. 
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RE sales meetings worth while for the office 
A supplies and equipment dealer with a relatively 
small organization? Definitely, yes! But there are a 
few details that must be watched closely. 

1. The dealer must avoid turning the sales meet- 


Cond ucting ings into nothing more than long discussions based 


on, ‘“This is how I want things done,” or even worse, 

sales meetings “Now I'll tell you about my own experiences.” Both 

these matters deserve attention in moderate and well- 

spaced doses but neither should be expected to carry 

for a small staff much weight or enthusiasm when used alone for a 
meeting lasting an hour or two. 

2. Spreading the facts can be the backbone of 
many effective meetings. No one salesman, sales 
clerk, or other employee knows all about the office 
supplies and equipment field. Yet their combined 
knowledge can be quite amazing. After deciding on 
the point for discussion, ideas from every worker 
should be requested even if it means urging the more 
timid ones to speak. Then the dealer himself may fill 
in any missing details to round out the discussion. 

3. Small organizations are likely to get the feeling 
that suppliers would not be interested in helping 
with sales meetings. However, they are eager to 
answer specific questions about merchandising their 
lines. They will furnish printed advertising or 
sales material for group study. It is true that sup- 
pliers might not be able to send a representative long 
distances to attend these sales meetings, but this can 
be overcome by the dealer's learning when these men 
will be in the territory and scheduling the sales meet- 
ings accordingly. 

4. If there’s difficulty in getting a meeting under 
way, reference to a specific article or even a single 



































suggestion in one of the trade magazines will stir up 
enough agr ement or disagreement to start a dis- 
cussion. From that point the dealer himself may tact- 
fully direct matters in the proper channels. 

5. Each sales meeting should cover one topic or 
product thoroughly enough that every person present 
will believe he has gained specific help through at- 





F tendance. 

Can a dealer with a small 6. Secure respect for the sales meetings by first 
organization conduct a successful proving your own respect for their importance. Begin 
: ‘ them on time! If you allow minor interruptions to 
sales meeting ? Yes ... if he can delay them, the employees will follow your lead. Be 
keep it interesting and ready to demonstrate that you have put some actual 
, ‘ . effort into planning your part so they will be en- 

informative. Here are some ideas coustigd to dis Wihatee: 
worth considering. 7. Announce topics for coming meetings well in 


advance. Most workers need time to think over the 
facts and arguments they wish to present. 

8. Studying any good book on salesmanship a 
chapter at a time will bring a sense of unity to the 
meetings. So will scheduling meetings to fall soon 
after the arrival of your new issue of OrFice ApP- 
PLIANCES as this is a sure way to have current ma- 
terial available which bears directly on office supply 
and equipment problems. 


by GEORGE DODSON 


special writer 
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155,191 View More Than 380 
Exhibits; Management Center 
Panel Answers Questions of 
Visitors as a New Feature 


New York City 
@ The New York Coliseum, world’s largest exhibition hall, cov- 
ering five acres of floor space, was again the scene of the National 
Business Show. The show, sponsored by the Office Executives 
Association of New York, local chapter of the Na- 
tional Office Management Association, covered two 
floors and the mezzanine in the Coliseum. The five- 
day show was staged October 28-November 1, repre 
senting an industry of office furniture, machines 








equipment and supplies doing some four billion dol 
lar business annually. 

Tape-cutting ceremonies were conducted by Frederick H. Muel 
ler, Assistant Secretary of Commerce of the United States, who 
officiated with Rudolph Lang, managing director of the show 
marking the official opening of the week-long show 

Spaciousness, large variety of exhibits, and color everywhere 
entranced 155,191 visitors through the week. Beginning with 
11,892 executives, office managers and their personnel who at- 
tended on Monday, it increased by leaps and bounds until Friday 
when the daily attendance reached its peak of over 47,255 visitors 
who inspected some 500 products from paper clips to giant 


computers. 
Visitors Pour in Daily 
Visiting hours were from 1:00 P.M. to 10:00 P.M. daily and 
from the time the doors were officially opened, a steady stream 


of visitors poured in to see the newest in offerings of office 
equipment featured in more than 380 exhibits of leading manu 
facturers of office furniture, machines, equipment, systems and 
techniques. 

Interested business people came from various countries in 
Europe, Asia and South America as well as Canada and many 
states of the Union. Included were government representatives 
of the United States and foreign nations. Trends displayed were 
for everything needed to equip and maintain the modern office, 
including labor saving devices, space saving layouts, increased 
production capacity, efficiency and comfort 

Through the combined efforts of show management; under the 
able direction of Mr. Lang and exhibitors, the displays were again 
placed in the dramatically modern integrated semi-billboard 
settings permitting an easy flow of traffic in all directions 

Pastel colors were again stressed this year, setting off individual 
products and demonstrations against a colorful over-all decora 





aa 


Waiting for the Doors to Open... Crowds ready to pour into the New York Coliseum for the 54th National Business Show 


Five-Day National Business Show 
Features Electronic Application 


tive scheme. Physical layout of the spacious Coliseum permitted 
unlimited visibility in all directions 

The concentration of makers and users of office machines and 
equipment under one roof during a week-long exhibition, im- 
pressed all industry with progress made in developing new and 

ore efficient office work tools to speed and control the flow 
of the country’s productive enterprises 

This year’s show featured more new office procedures utilizing 
the latest techniques of automation and electronic application de- 
vices which increase human output and efficiency in the modern 
office. Equipment was also shown which reduces fatigue and eye 
strain, corrects posture, and increases the efficiency and earning 
potential of the office worker 


Questions Answered by Experts 

Aside from the display of products, exhibitors had on hand 
hundreds of skilled technicians to answer visitors’ questions and 
to offer suggestions and ideas for streamlining office procedure 
so as to effect savings in time, money, and material 

A new feature at the show, to be an annual event, was a ‘Man 
agement Center” in the middle of exhibits on the second floor 
Visitors submitted written questions on data processing, methods 
and procedures, machines, interior design and layout and many 
other phases of office management to secretaries in reception 
booths 

The questions were then submitted to a panel of volunteer 
executives seated on a raised dais in the ‘Center’. The executives, 
each of whom was an expert on some phase of office management, 
answered each question through a public address system 

The panel, which was changed daily during the show, in- 
cluded officials from more than 100 companies in the office equip- 
ment and furnishings field. The “Management Center” area was 
designed by Itkin-Affrime-Becker Design Associates, Inc. and 
equipped by exhibitors in the show 


Exhibits Attract Attention 


A feature at the Royal McBee Corp. exhibit which attracted 
considerable attention was a Phonomimic performance staged on a 
five-foot-high circular platform. Visitors were provided with 
earphones to hear an interesting sales message while two girls 
rendered a pantomime performance, gracefully gesturing in 
keeping with the message. Tiny radio receivers in their ears 
picked up a broadcast from nearby, making it possible for them 
to give a silent talking demonstration in timing with the sales 
message 

Here, the new Royal electric tape-typewriter, which automati- 
cally records, reads and reproduces at high speed in a six-code 
tape, was first introduced. Other items demonstrated were the new 
automatic Formswriter which permits one typist to do two jobs 
at once fill-in addresses on master keyboard and duplication 
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on the envelopes by the second typewriter The new Keysort 
tabulating punch and new office typewriter with Twin-Pak ribbon 
were also shown 

Marchant Calculators, Inc. dispiayed a scale model of new 
vorld headquarters and main factory a spacious new building 
nearing completion in Oakland, Calif. Demonstrated here was the 
Deci-Magic calculator which sets decimals automatically in the 
keyboard and all dials. By touching just one key one time, it 
guarantees ect ‘pointing off” from start of any kind of prob 


en 
Another new adding machine with the ‘“‘lightest touch’ is a 
achine that is alive and alert to the lightest touch of finger 
tips. All keys are eagerly responsive bringing new speed and ease 


in operation 


Mosler Has Unique Exhibit 


At the Mosler Safe Co. exhibit was to be seen a working 
scale model of the world’s largest safe protecting our nation’s 
three most treasured documents: “The Declaration of Independ 
ence,” The ‘Constitution’ and the “Bill of Rights”. Also shown 
were the company’s line of safes and Revo-File rotary card filing 
equipment 

At the Smith-Corona exhibit a display of Kleinschmidt Tele 
printed Communications equipment, which provides fast, accurate 
interchange of information in printed words, was to be seen 
Also shown was the world’s first electric portable typewriter, also 
adding machines with new color styling and their custom cash 
register with new color styling. On display was the 7,000,000 
typewriter made by Smith-Corona, an electric portable, which 
came off the production line just in time for the show 

[he Clary Corp. showed a new electronic computing device 
for department stores. It adds and machine-prints a sales check, 
eliminating sales books and handwritten receipts. The machine 
records a customer transaction in as little as ten seconds and prox 
esses data at the rate of 225 digits a second 

Underwood Corp. showed its new phone-size, seven-and-a-half 
pound Add-Mate, an all-electric adding machine that adds, subtracts 
multiplies, repeats, corrects and totals figures, and finally sub- 
totals, all electrically 

Other machines shown were the Golden Touch portable, the 
new Diplomat portable, electric business computer which combines 

ymputing, analyzing, reporting and recording functions into a 
single highly automatic operation, the Underwood master-control 
Data-Flo integrated data processing systems and the new printing 
alculator with more automatic features. 

Itkin Bros., Inc. featured one of the most comprehensive dis 
plays of office furniture and allied products including furniture 

ft specific use in a series of actual office functions such as execu 
tive, secretarial and clerical. Each piece of furniture and equip 
ment for these offices was carefully selected from the viewpoint of 
helping the user perform at maximum efficiency. The display 
featured the latest in wood and metal furniture, also Arnot Parti 
tion-ettes and Oftfice-ettes 


Show Portabie Machine 


SoundScriber Corp. demonstrated its new six pound, battery 
portable 200B dictating machine, ideal for salesmen 
held engineers, claims adjustors, professional men and traveling 
executives for on-the-job recording 
Powered by ordinary flashlight batteries, operating costs are 
said to be only five cents an hour. Completely self-contained with 
icrophone, batteries, supply of discs are carried within the cas 


perated 


ing, no carrying case necessary. Light and compact it can be 
arried like era or tucked in a briefcase 

Bohn Duplicator Corp. displayed the new 10-key Persona! Ca!- 
culator that adds, subtracts, multiplies and divides. Called the 
B.D.C. Contex’’, it weighs only six pounds, is manually operated 
but has n indle in the ordinary sense. Its actuating bar is 
similar to the motor bar on electric machines. It is depressed with 
the palm of the hand, without removing the fingers from the key 
board. The over-all size is 10” x 7” x 3-14” and can be readily 
arried in a briefcase for field work, business trips or for home 
work 

Rex-Rotary Distributing Corp. demonstrated new inkless Fordi 
graph 100 duplicator in two-tone color combination, with well 


designed handle which makes it easy to carry this 26-1 pound 
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Opening Ceremony . . . Howard Sloane (second from left), 
managing director of the New York Coliseum, presents ‘“VIP*’ 
award of the Coliseum, a foot-long cigaret lighter, to Assistant 
Secretary of Commerce Frederick H. Mueller at the opening of 
the 1957 National Business Show. Looking on are Rudolph 
Lang (right), managing director of the National Business 
Show, and Arthur Smadbeck, president of the New York 
Coliseum Corp. 


machine from one department to another or between classrooms 

Olivetti Corp. of America displayed three new machines the 
Audit 302 automatic accounting machine with typewriting dual 
registers, instantaneous program shift and automatic pickup audit; 
the Multisumma popular priced automatic multiplier which also 
adds and subtracts and can combine these operations to eliminate 
re-entries; and the Divisumma 24, a new high-speed printing 
calculator with rotary printing and memory 

Comptometer Corp. demonstrated the Coronet portable dictat 
ing machine designed for on-the-go executives and professional 
people. It measures 8¥g inches x 64% inches x 1% inches, and 
weighs only four pounds including microphone. 


Dictaphone Shows Portable 


Dictaphone Corp. exhibited a portable Dictet Recorder for exec 
utive traveling, sales reports and many other uses. Dimensions 
are 2 x 4-1/4 inches x 6-5/16 inches and weight 2 pounds, 11 
ounces (weight in carrying case is 3 pounds, 14 ounces includ- 
ing spare set of batteries). 

A. B. C. Sound Engineering Co. exhibited a new portable 
Minifon-P 55s termed the world’s smallest and lightest push- 
button portable pocket recorder. It measures 1¥% x 3% x 6% 
inches and weighs only 28 ounces. 

Steelmaster Seating Corp., a division of Art Steel Co., Inc., 
displayed a large and versatile collection of Luxura ensemblettes 
These are luxurious seating sectionals styled in the newest thin- 
line cushioning effect to enhance seating centers with an atmos- 
phere of dignity and prestige. Seat-side tables in various styles 
and sizes to match were also shown. 

Print-Punch marking machines were featured in an exhibit of 
industrial and retail marking equipment by Dennison Mfg. Co 
The machine simultaneously marks price tickets in both visual 
and machine language, to provide basic originating media for 
automatic data processing. Other marking equipment demon- 
strated included Dennison Dial-Set and pinning machines 
These serve both industry and the retailer by imprinting price 
tickets, inventory tags, identification labels and tags, and a 
host of versatile systems tags 


New Spirit Process Shown 


Columbia Ribbon & Carbon Mfg. Co. introduced its completely 
new spirit duplicating process, termed Transograph. The com- 
pany claims that through this process all common fears of hec- 
tograph dyes and stains have been eliminated. A localized 
chemical reaction is relied upon to form a clean, substantially 
lightfast and waterfast production 

Many other products too numerous to mention were on display 

numerous photocopy machines, intercom machines, water cool- 
ers, electric stapling machines, coffee vending machines, bag 
sealers and package tying machines, cash registers, office furni- 
ture, time clocks, collating machines, copyholders, duplicating ma- 


(Turn to Page 159, Please) 
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New Products 





PLATE EMBOSSING MACHINE 





Addressograph-Multigraph Corp. 

1200 Babbitt Rd. 

Cleveland, Ohio 

The “Graphotype Class 350” pictured 
here is one of two new machines intro- 
duced by the company. It is a portable 
addressograph plate embossing machine 
created especially for small volume re- 
quirements. The other machine, the ‘’Ad- 
dressograph Class 200”, is designed 
for fast, error-free repetitive writing in 
clerical operations of every description 
The embossing machine makes it pos- 
sible for small firms to maintain their 
own plate files. It is not much larger than 
a standard office typewriter, yet it can 
supply conventional, repetitive data plates, 
short message-writing plates, identifica- 
tion tags or plastic credit cards. (Inquiry 
Card No. 41) 


DATA TRANSMITTER-RECEIVER 





Friden Calculating Machine Co., Inc. 

1 Leighton Ave. 

Rochester 2, N.Y. 

Friden has developed a machine for 
sending, receiving and checking data 
encoded in more than five channels 
of punched paper tape over existing 
wire services. The machine is the 
Friden “’ Teledata’”’, and it is capable 
of transmitting and receiving five, 
six, seven and eight-channe! tape 
(Inquiry Card No. 44) 


INTERVIEW BOOTH 





Arnot-Jamestown Div. 
Aetna Steel Products Corp. 
730 Sth Ave. 

New York 19, N.Y. 


A “packaged” interview booth, 
partially open at both ends and 
specially designed for use by 
small loan firms, hospitals, in- 
surance offices and other similar 
business operations, is now being 
sold by the company. The unit 
has a steel ‘’Partitionette’’ 68 
inches high and 48 inches wide 
on each side. A narrow panel at 
each end increases privacy and 
still permits easy entrance and 
exit. A narrow desk top is fas- 
tened to the wall to provide 
writing surface. A drawer is op- 
tional. (Inquiry Card No. 28) 





DoMore Chair Co. 

Elkhart, Ind. 

This typical ‘’1400 grouping of office 
furniture, showing contemporary styling 
and modular characteristics, is among the 
offerings of the company now engaged in 
the field. The desk offers a flush top, pic- 
ture-framing molding, and double-tapered 
legs. (Inquiry Card No. 38) 


INDEXES 
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G. J. Aigner Co. 

426 S$. Clinton 

Chicago 7, Iil. 

A new line of Aico “‘‘Rip-Proof’’ 
indexes and buff division sheets 
with the binding edges reinforced 
with Dupont’s ‘‘Mylar’’ poly- 
ester film, was introduced re- 
cently. According to tests, the 
new indexes required 28 to 34 
pounds of pressure before the 
holes gave way when pulled 
from aé_ standard ring binder. 
This is said to be two to five 
times greater strength than any 
other type of reinforcement on 
the market today. The use of 
“Mylar” also affords a durable 
index and a thinner, less bulky 
reinforcement. (Inquiry Card No. 
46) 


COPY SETS 
\ 








Gowdy Office Materials 

115 Ontario St. 

Toledo 2, Ohio 

The new ‘’Kolated’’ copy set offers 
positive separation without glue or 
perforation. It consists of two sheets, 
one a one-time sheet of carbon paper 
and the other a ‘“‘second’’ sheet for 
the carbon copy. (Inquiry Card No. 
18) 


For More Information Use Inquiry Card Facing Page 74 
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Penco Metal Products Div. 
Alan Wood Steel Co. 

200 Brower Ave. 

Oaks, Pa. 


A new line of cabinets for use in offices, 
schools, hospitals, clubs and _ industrial 
plants has been announced by the com- 
pany. Storage cabinets, wardrobes, com- 
binations, desk-high efficiency cabinets, 
counter-high utility cabinets and _ tool 
room cabinets are in the group. All fea- 
ture streamlined exteriors, chrome door 
handles, built-in, grooved key locks and 
flush hinges. Baked on enamel finishes 
are available in gray and green. (Inquiry 


Card No. 21) 


VINYL PLASTIC BINDERS 
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C. E. Sheppard Co. 

44-01 21st St. 

Long Island City 1, N.Y. 

New “’Cesco” vinyl loose leaf ring 
binder has a 100% transparent viny! 
covering electronically fused over the 
front cover. Sales messages, photos 
or printed sheets can be permanently 
sealed in under the cover. Same clear 
covering is also over the backbone 
and lettering or other material can be 
permanently sealed in. Takes stand- 
ard sheets and has standard ring 
book punching. Stiff covers only. (In- 
quiry Card No. 45) 








PAPER CUTTER 





Michael Lith, Inc. 
145 W. 45th St. 
New York 36, N.Y. 


New “office green’’ color has 
been added to the ‘Michael’ 
manual office paper cutter to 
keep it in harmony with other 
business machines now in use in 
the office. The color is standard 
for the three sizes offered. All 
of the 1958 models are of heavy 
steel construction. They can cut 
approximately 5,000 sheets in 
10 to 15 minutes, and all are 
automatically locked with a safe- 
ty latch when the cutter is open 
All have back tables equipped 
with a permanent rule and mov- 
able guides for easy setting. (In- 
quiry Card No. 33) 


PAPER STENCIL 


Regent Press 

29 Howard St. 

New York 13, N.Y. 

New custom-made, pre-printed paper 
stencil for spirit duplicator use has 
been introduced to the trade. The 
Regent-Master’’ is pre-printed with 
basic information, and the additional 
material needed, such as for a menu, 
for advertising or radio continuity, 
or for a large business which requires 
many copies of invoices or the like 
The ‘‘Regent-Master’’ is custom made 
to suit the customers specifications 
or they may be had blank. Style and 
size are up to the customer. (Inquiry 


Card No. 47) 


NEW PRODUCTS (ovtinued 


SHOP DESK 





Neubaver Mfg. Co. 

521 Lowry Ave., N.£. 

Minneapolis 18, Minn. 

This combination work bench and 
desk is made for repair, test and light 
assembly jobs that require both paper 
work and mechanical operations. Has 
a metal-edged masonite top and two 
shallow drawers, a narrow one for 
paper and a wide drawer, subdivided 
into 24 compartments, for parts and 
small tools. Two extra-large file 
drawers below accommodate blue 
prints and the like. Two open storage 
shelves hold bulky fixtures, test 
equipment or extra supplies. Knee- 
hole position is reversible by insert- 
ing drawers in rear of desk. (Inquiry 


Card No. 39) 


FOLDING MACHINE 





Print-O-Matic Co., Inc. 

724 W. Washington Bivd. 

Chicago 6, Ill. 

Company has added a conveyor at- 
tachment that stacks finished work 
for easy pick-up and an envelope 
sealing attachment on its new elec- 
tric desk model ‘’Fold-O-Matic.’’ The 
new FH-5C model is said to be able 
to turn out from 15 to 25 times 
more work than an experienced hand 
worker. The sealer can handle up to 
100 envelopes per minute. (Inquiry 
Card No. 23) 
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More than any other manufacturer, 


Standard has helped shape the 
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pearance and character of to- 
ay’s business office 

Standard pioneered in the use of 
new forms and materials that have 
helped make the ‘cluttered look’ a 


thing of the past 
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Ampto, inc. 

Newton, N.J. 

A continuous printing and processing pho- 
tocopying unit, the Ampto “9 is now 
being offered by the firm at a retail price 
of $189. The unit is portable, with carry 
ing handle, and in an unbreakable case. It 
is designed for use with extremely slow 
transfer papers in the office or engineer- 
ing departments. In addition to straight 
photocopying, the unit will prepare posi- 
tives for offset plate making, visual pro 
jection transparencies and diazo print 
positives. (Inquiry Card No. 37) 


CHALK-BULLETIN BOARD 





Son-Nel Products Co. 

900 19th Ave. 

Oakland 6, Calif. 

The “‘Duet’’ is a combination chalk- 
board and cork bulletin board unit 
for use in offices, homes, stores, fac- 
tories and institutions. It comes com- 
plete with extruded aluminum fram 
ing and chalk tray. Chalkboards are 
available in blue, mauve brown, 
spruce green, sage green or coral 
The cork colors are tan or gray. Re- 
tail is $12.95. (Inquiry Card No. 20) 








DESK SET 





Leatherlines, Inc. 

230 Sth Ave. 

New York 10, N.Y. 
Company’s new desk set 
features three pens mounted 
on a swivel-action base. The 
red pen writes red, the 
green pen writes green, and 
the blue pen writes blue. 
Bases are black, red, green, 
and blue. The pens feature 
floating ballpoint action 
and a silvertip point. (In- 
quiry Card No. 34) 


TRANSPARENT PHOTO 
CORNERS 


Dennison Mfg. Co. 

Framingham, Mass. 

A new line of transparent photo 
corners, featuring a fold-over tab 
which allows the corner to be firmly 
attached to the photo before it is 
affixed to the page, has been intro- 
duced by the company. They are 
packaged in a clear polyethylene bag 
and in blue-and-yellow boxes. Both 
containers hold 100 corners and re- 
tail for 15 cents. (Inquiry Card No. 
50) 





NEW PRODUCTS (0vtinued 


OFFICE PARTITIONS 





Yawman and Erbe Mfg. Co. 

1015 Jay St. 

Rochester 3, N.Y. 

A new line of movable metal office par- 
titions has been added to the company’s 
line. ‘“Met-Ell-Wall’’ is the name of the 
new units which are now available in 
three heights, 42, 54, and 66 inches: 
There are 11 different lengths and the 
line includes gates, book-shelves and a 
special drafting unit. Panel inserts include 
clear glass, textured glass, insulated steel, 
acoustical steel, cork, chalkboard, and 
pegboard. All parts are interchangeable. 
Colors are driftwood tan, surf green and 
neutra-tone gray. (Inquiry Card No. 30) 


STORE FIXTURE 





Streater Industries, Inc. 

Spring Park, Minn. 

The company’s latest group of fix- 
tures, the “‘Flexorama 600,” is avail- 
able in both wood and metal. The 
wall cases feature three-foot per- 
forated shelves for instant binning 
and a limitless variety of shelf ar- 
rangements. There is a choice of six 
decorator colors for the back panel 
as well as the shelves. (Inquiry Card 
No. 19) 
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“| There’s a new Tempo in the office 
ond . 
- ... and it means a new Tempo 
of sales for Harter Dealers 
Here are chairs with authentic contem- 
porary styling—the true decorator flair. 
. And, with this they have the fine quality 
—_ 


and comfort so traditional with Harter. 
The Tempo series gives Harter dealers a 
new avenue to profit. Promoted by beau- 
tiful four-color national advertising and 
literature, the Tempo series completes a 
profit picture that’s brightest with a 


valuable Harter franchise. 


If there’s no Harter dealer in your area, 


drop us a line for complete information. 
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HARTER CORPORATION + 1225 PRAIRIE STREET + STURGIS, MICHIGAN 
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OFFICE FURNITURE 


9 8 





Herman Miller Furniture Co. 

Zeeland, Mich. 

This secretarial desk is one of a large 
group of components comprising the new 
M.M.G. collection by Herman Miller. The 
new units are designed by George Nelson 


and combine color with wood, plastics 
and metal. The desk shown here is M3202 
single pedestal with a screen of grass cloth 


on a rigid backing. Colors in the new line 
include tangerine, mustard, turquoise, 
sandstone, olive, and charcoal. (Inquiry 


Card No. 16) 


MEMO PADS 





Mayer Mfg. Corp. 

3130-40 W. S!Ist St. 

Chicago 32, Ill. 

Company has two new memo pads, the 
“Classic’’ (shown at right) and the ‘’Clip- 
note.’ The ‘’Classic’’ No. 693 is 3 inches 
wide and 5% inches high. It has a Ja- 
maica sand finish and takes 234 by 4 
inch paper. The ‘’Clipnote’’ No. 627 is 
4% inches wide and 7% inches high, 
taking 4 by 6-inch paper pads. It has a 
grained gray finish. (Inquiry Card No. 24) 





DIRECT PROCESS 
DUPLICATOR 





Ditto, Inc. 
6800 McCormick Rd. 
Chicago 45, Ill. 


Company has introduced the 
18D-60 hand-operated direct 
(liquid) process duplicator which 
is completely new. It has all of 
the advanced features of the 
electric models except for the 
electric drive and controls per- 
taining to electric operations. 
Machine has an 18-inch drum 
capable of handling paper size 
up to 18 by 14 inches and still 
taking care of 3 by 5-inch 
sheets with ease. Will feed a 
full 500 sheets of paper auto- 
matically at a speed of 120 
copies a minute. (Inquiry Card 
No. 29) 


FABRIC LINE 


Landers Corp. 
Toledo, Ohio 
A new vinyl-coated fabric line called 


Vaquero”’’ has been introduced by » 


the firm. It is designed especially for 
furniture and has a hide-like ap- 
pearance and is in a weight class to 
be applicable to all types of furniture, 
including deep-spring. Features a 
tough vinyl coating, fused per- 
manently to a stretchable knit fabric 
backing. (Inquiry Card No. 49) 


NEW PRODUCTS  0vtinued 


PHOTOCOPY MACHINE 





Copycat Corp. 

41 Union Square, West 

New York, New York 

A new, completely automatic, low-cost 
and lightweight photocopy machine has 
been introduced by the firm. It is called 
the Copycat ‘99’, and is priced to sell na- 
tionally at $199. It produces black and 
white copies of any printed, typed or writ- 
ten document, regardless of color or ink, 
under normal office lighting conditions. 
Speed and exposure controls are on a sin- 
gle, calibrated dial. The machine is only 
20 inches wide and weighs 18 Ibs. (In- 
quiry Card No. 43) 


DICTATING MICROPHONE 





Pierce Dictation Systems 

5900 Northwest Highway 

Chicago 31, Ill. 

Company has announced the ‘’Satel- 
lite VP’ executive, desk-type micro- 
phone which is completely foot-con- 
trolled. The new unit looks nothing 
like a@ microphone and sits on the 
desk freeing the hands of the dic- 
tator. The left side of the foot control 
begins the machine for dictation and 
the right side offers instant review. 
Re-dictation results in simultaneous 
wipe-out of unwanted words. (Inquiry 


Card No. 26) 
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IN._CANADA: Regna Cash Registers of Canada Ltd., 704 Notre Dame St. W., 
Montreal, Que., and Business Equipment Machines, 489- R King St. W., Toronto, Ont. 


OUTSIDE CONTINENTAL JU. S.: Jorgen S. Lien, Box 507, Bergen, Norway. 
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easy to operate—easier to sell... 


the new ALL- ELECTRIC 


A ADDING MACHINE 


Fingertips literally float over the moulded keys... everyone who tries 

this sturdy and dependable REGNA becomes a “high speed” operator ... 
everyone who sees it admires the streamlined styling, the legible 

keys and listing, the clear curved window for maximum visibility. REGNA 
rugged Universal Electrolux Motor does all the work—chases fatigue— 
increases daily employee productivity! 


Swedish steel, Swiss precision counters; 
different capacities from 6 total 7 up; 
fully automatic safety keyboard; rear 
rubber rollers for portability; in 

light grey and ivory. 

Also—low-priced hand 

operated models. 


mean 





Please send more information on the new Electric Regna 
Adding Machine and outline advantages of becoming a Regna 
Dealer. 
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Merry Christmas 
and 

A Happy and 
Prosperous 
New Year 


to 


All Our Friends 
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FOOT WARMER 
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Radiant Products, Inc. 

P.O. Box 517 

Monroe, N.C. 

The “‘Kozy”’ radiant heating pad 
for use under the desk requires 
only an outlet to operate. It is 
made of tempered Masonite and 
contains an insulated element 
designed to produce radiant 
heat. While it is designed for 
office use, it can also be used 
by those who stand on cold 
floors at various jobs during the 
day, such as box office workers 
in theaters, or factory workers. 


(Inquiry Card No. 27) 


CORRECTION FLUID 

Milo Harding Co. 

500 Monterey Pass Rd. 

Monterey Park, Calif. 

Tempo correction fluid is now being 
distributed in a square, spill-proof 
glass bottle topped off with a large, 


easy-grip cap. Nested in the bottle’s 
neck is a specially designed insert 
which prevents accidental spilling and 
helps stop evaporation. An all-new 
nylon brush has been selected for 
use with the fluid. (Inquiry Card No. 
52) 


PLASTIC PAPER CLIP 

Fred Baumgarten 

1000 Virginia Ave. 

Atlanta 6, Ga. 

Firm has just taken over national 


distribution of a new plastic paper 
clip which is light, comes in various 
colors which can be used in coding 


r systems, never changes appearance 
or rust and is flexible and hold 
shape. (Inquiry Card No. 51) 





CARD SECRETARY 





Bull's Eye Products Corp. 

56 W. 45th St. 

New York 36, N.Y. 

New desk-top accessory called 
the ‘’Secretariat’’ holds up to 
500 standard size business cards 
in alphabetical order. Box is mid- 
night black tooled in 14 kt. gold, 
lined with red velour, paneled in 
gold-grained Korina mahogany 
with a hinge of polished brass. 
It is packed in a black and gold 
gift box. List price is $6.95. 
(Inquiry Card No. 32) 


LEATHER 
PRESERVATIVE 


4 


Agno.io'’s 





Arnold Leather Products Co. 
Box 133 

Cleveland 21, Ohio 
Company is now packaging 
its ‘‘Re-Tan-Er”’ in 16-ounce 
Aerosol! containers retailing 
at $5. This product prevents 
hardening, cracking, mil - 
dew, rotting, loss of color 
and lustre. With the new 
container, it need only be 
sprayed on leather once a 
year to afford protection. 
(Inquiry Card No. 31) 


NEW PRODUCTS ‘ovtinued 


STEEL OFFICE FURNITURE 





Orna Metal, Inc. 

2412 S. 7th St. 

St. Lowis 4, Mo. 

Company’s new “Citation” line offers oa 
combination of steel with walnut Formica 
tops. This inexpensive line includes desks, 
modular units and tables. “Citation” is 
offered in a palette of colors and units can 
match, contrast or complement each other 
in color. (Inquiry Card No. 17) 


WATER DISPENSER 





Ebco Mfg. Co. 

265 N. Hamilton Rd. 

Columbus 13, Ohio 

Designed for the coffee break as 
well as the cooler needs, the new 
‘Oasis’ hot and cold (Model BR- 
HC) water cooler furnishes piping 
hot water for instant beverages 
and cool water for drinking. It 
has a refrigerated compartment 
for storage of bottled drinks, 
lunches or anything of that na- 
ture, and it will hold and freeze 
two full trays of ice cubes. The 
model shown can be equipped 
with cup and beverage dispen- 
sers. (Inquiry Card No. 42) 
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MOBILE DISTRIBUTING 
CASE 





Cam-Pro Corp. 

Fond du Lac, Wis. 

Company has developed a new 
mobile distributing case which is 
divided into 26 equal spaces by 
large, legal-size, metal-tabbed 
index file partitions. It can be 
divided into as many varied 
spaces as the user requires. !t is 
15 inches wide at the top and 
14 inches wide at the bottom, 
fitting between desks or other 
office furniture. The unit moves 
on two front swivel wheels and 
two fixed rubber wheels on the 
rear. The case itself is plastic- 
coated Vylan and can be 
washed. (Inquiry Card No. 36) 


FOOT SUPPORT 





Standard Foundry Products 

412 Laurel St. 

Reading, Pa. 

This adjustable foot support is de 
signed to give comfort to people re- 
quired to work with seating units toc 
high from the floor. It also eliminates 
contact with cold floors and drafts 
Unit has a top surface area of 14 by 
16 inches. It is made of heavy ply- 
wood covered with marblized linole- 
um and metal trim. It stands 12 
inches high on the handles but has 
a height adjustment from one to six 
inches. (Inquiry Card No. 35) 


__ NEW PRODUCTS continued 


BINDERS 





Homer B. Brown Co. 

1718 Church St. 

Nashville, Tenn. 

Company now offers its line of bind- 
ers bound in Fabrikoid by DuPont in 
a new and exclusive mist green color 
The new mist green color will be 
available in the firm’s complete line 
of ring and post binders. The aim is 
to offer binders to fit into modern 
office decor. (Inquiry Card No. 53) 





Western Mfg. Co. 

536 N. Highland Ave. 

Avrora, Ill. 

This new ‘Executive Suite’’ Model 4073 
desk in the 4000 line of steel. office furni- 
ture produced by the company. It features 
a 78 by 39-inch free-form conference top, 
a perforated back panel, solid aluminum 
hardware, tapered island bases and two 
full-suspension letter drawers with cross 
file trays. The matching credenza is Model 
4081, also has a perforated panel and 
contains two storage cabinets with locking 
doors. The telephone stand is a companion 
model, No. 4083. (Inquiry Card No. 25) 


SPIRIT DUPLICATING PROCESS 
Old Town Corp. 

750 Pacific St. 

Brooklyn 38, N. Y. 

Firm offers a new spirit duplicating 
process with master units and fluid 
The “’C.B.P."’ master unit sets for 
duplicating are said to be clean to 
use, to type, to correct, to file, and 
to re-run. The fluid, an optional part 
of the process, can also be used for 
the duplication of spirit-type masters 
previously used and from which addi- 
tional copies are required. No special 
machines or paper are required. (In- 
quiry Card No. 54) 


CABINET SAFE 





John D. Brush & Co., Inc. 

545 West Ave. 

Rochester 11, N.Y. 

Company has announced the _ intro- 
duction of its 1958 line of ‘’Sentry’’ 
safes. The new models feature a 
number of mechanical advancements 
and modern styling. In addition, all 
“Sentry’’ floor safes now carry the 
UL label indicating successful endur- 
ances of one hour at 1700 degrees 
Fahrenheit and a Class D explosion 
hazard test. Several new features are 
available on the safes, and the cab- 
inet lines have finishes of grained 
African mahogany which may be ob- 
tained in walnut or blond finish. 
(Inquiry Card No. 40) 


BALL POINT PENS 





Ferber Corp. 
Englewood, N.J. 


“‘Neetline’’ is a new group of 11 
ball point pens expressly de- 
signed for office and industrial 
use. There are six styles with 
medium-fine points listing at 29 
cents, and five styles with extra- 
fine points listing at 35 cents. 
The medium-fine group includes 
blue-black, red, green, jet black, 
photocopy black and black laun- 
dry ink. The extra-fine series has 
blue-black, red, green, jet black, 
and photocopy black. (Inquiry 
Card No. 22) 
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WILSON & CO., ‘hicago, Ill. fo) 


Help your customers clean up their record storage rooms by demonstrating 
the exclusive construction and built-in conveniences of STAXONSTEEL, 
the most popular and finest transfer file on the market. 


The above STAXONSTEEL installations offer dramatic proof of how some 
of the many STAX users have assured a neat, orderly, efficient record 
storage program ... at an economical price. 


Show your customers how the sturdiness of STAXONSTEEL—the high-test 
corrugated fibre-board files with an all-steel framework that permits stack- 
ing to any height . . . saves valuable floor space. For double strength, units 
interlock side by side with bolts through steel sideplates. Handsome metal 
drawer pulls hold slide-in identification card, and fade-proof Bankers Gray 
finish give an attractive appearance. STAXONSTEEL is shipped flat — 
stores easily and is always ready for quick set-up. The sales clincher is the 
economy of STAXONSTEEL. All these exculsive, proven features are 
available at a reasonable price . . . and it’s money maker for you! 

Five stock sizes: legal, letter, check, tab card and freight bill. 


Write for Dealer Packet including Price and Promotional Plans 


= = 
ae en, 2 
BANKERS BOX COMPANY i, ee 
Manufacturers of Record Storage Equipment Since 1918 = — 


2607 NORTH 25th AVENUE 
FRANKLIN PARK, ILL. (Suburb of Chicago) 
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Specialty Uses 


Recommend standard STAX 
files to solve many special storage 
problems such as storing artwork, 
home use for winter and summer 
clothing, toys, etc. 
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Cel-U-Dex Corp., 23 McArthur 
Ave., New Windsor, Newburgh, 
N.Y.—now has a compact, top- 
of-counter selling and display 
unit for use with “‘Crown Tip” 
index tabs. It is also supplied 
with signs for the promotion of 
“Hol-Dex’”’ or ‘Bind-X’’ trans 
parent label holders. The unit 
displays two dozen _ five-foot 
packages, eight of each size 
The eight colors available are 
shown by actual samples. (In- 
quiry Card No. 103) 





American Ribbon & Carbon 
Co., Inc., Box 1212 
Rochester 3, N.Y. is now 
packaging ‘‘Eagle’’ brand 
ribbons in a vacuum packed 
and heat sealed transparent 
vinyl plastic bubble on a 3 
by 5-inch card. The card 
offers all necessary informa 
tion about the ribbon. (In- 
quiry Card No. 102) 


Garrett Tubular Products, Inc., Gar- 
rett, Ind. — now has a new dealer 
mat service featuring the Harco 
“Hyd-A-Way” table. The service is 
free to dealers. The kit contains mats 
featuring modern ad layouts, ad 
proofs, glossy prints and other sales 
material. (Inquiry Card No. 108) 





Bankers Box Co., 2607 N. 25th 
Ave., Franklin Park, IIl.—offers 
a compact three-way display 
unit. It features a bright, four- 
color display card that rests on 
top of four ‘’StaxOnSteel’’ units. 
All four sides of the display are 
utilized to point up key features 
of the products. A special pocket 
in front holds brochures. The 
display is priced at $15 as a 
complete package. (Inquiry Card 
No. 101) 


Yawman and Erbe Mfg. Co., 1099 
Jay St., Rochester 3, N. Y. — has 
prepared a color co-ordination folder 
No. 4035, which presents on paper 
the ““Y and E” steel finishes and desk 
top coverings. Three premium finishes 
are shown along with the standard 
steel finishes. These are available 
on special order. (Inquiry Card No. 
111) 


Peerless Steel Equipment Co., 6604 
Hasbrook Ave., Philadelphia 11, Pa. 
— announced the availability of new 
literature that demonstrates visual 
evidence that the firm’s files give 
25% more filing capacity without 
increasing present file room square 
foot area. Acetate pull-out feature 
shows how this can be done. This is 
Brochure No. 131. (Inquiry Card No. 
107) 


Cole Steel Equipment Co., 415 Madi- 
son Ave., New York 17, N. Y. — 
offers a full-color booklet featuring 
many new items in the line which the 
dealer can purchase and have im- 
printed. The booklet offers a special 
customer discount on chairs which the 
company in turn gives to the dealer 


(Inquiry Card No. 109) 





Clauss Cutlery Co., Freemont, Ohio— 
now has a special stationers’ assort- 
ment of shears which includes a free 
counter display cabinet of blond- 
finish oak equipped with glass front 
and metal legs. The unit has a stor- 
age space in the rear for reserve 
stock. The unit is termed Assortment 
SD-12, and includes 24 shears. (In- 
quiry Card No. 105) 





Office Products, Inc., 26029 
W. Eight Mile Rd, Detroit 
40, Mich.—has a new 
package for “‘OPI Premier’ 
label holders. The new 
packages now contain two 
six-inch strips of the clear, 
vinylite plastic label hold- 
ers. The new packages 
make it possible for dealefs 
to offer one foot of material 
for the price of six inches. 
(Inquiry Card No. 104) 


Deluxe Metal Furniture Co., Warren, 
Pa. — announced the availability of 
a new brochure which outlines the 
advantages of “‘‘Verti-File’’ filing 
units. The three-color brochure out- 
lines how 60% of valuable office 
and record storage space can be saved 
by use of the units. (Inquiry Card 
No. 110) 
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THANKS, Mr. Dealer, for the 


biggest and best Royal Portable 


sales year ever! 
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You've helped us establish an all-new, all-time record 
in Royal Portable sales. 

But the best is yet to come . . . because we’ ve cooked 
up the kind of program that will make your cash 
registers jingle merrily from now to the end of your 
Christmas selling season. 

First off, there’s “‘Sally,’’ Royal’s super-salesgirl. 
She’s promoting Royal Portables as Christmas gifts 
on the hit TV show, Sunday nights, NBC-TV Net- 
work, 7:30 p.m., New York time. 


Then, there’s continuous national advertising in 
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Scholastic and Scholastic Roto ...read by your best 
prospects, the students in your community. 


And to top it all, Royal provides you with all the 
display and promotion materials you need for your 
own advertising and point of sale. Ask your Royal 
Portable District Representative about it. 


Everything is in your favor for more profits this 
Christmas...advertising, promotion and a top-quality 
product—the world’s most wanted portable! 


Thanks again, Mr. Dealer for your help—May you 
have a happy Royal Christmas! 


G YAL portables Products of Royal McBee Corporation, world’s largest manufacturer of typewriters 
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New Catalogs 








Moe Light Diy., Thomas In- 
dustries, Inc., Dept. PR, 410 
S. Third St., Louisville 2, 
Ky.—now offers a Moe 
Light catalog covering com- 
mercial applications. It is 
profusely illustrated with 
full-color _ lighting idea 
sketches’ to help the de- 
signer plan distinctive in- 
stallations. This catalog 
heralds the company’s entry 
into the high style commer- 
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DoMore Chair Co., Inc., Eberhard Faber Pencil Co., Crest- Neiman Steel Equipment 
Elkhart, !Ind.—has recently wood, Wilkes-Barre, Pa.—has Co., Inc., Balfour and Ve- 
released its new 48-page sent out four-color art materials nango Sts., Philadelphia 34, 
catalog which contains a catalogs to dealers who in turn Pa.—announces publication 
complete picture and word can supply them to customers of their new 24-page cata- 
description of every chair in for their use. The covers are of log No. 50 covering the 
the company line. The cata- hard, glossy stock featuring bril- firm’s entire line of con- 


log is 8% by 11 inches in 
size and can be used by 
dealers in helping customer 
make a selection of a spe- 
cific chair for his require- 


liant 


trated. 


borders 
and colored pencil 
materials are described and illus- 
(Inquiry Card No. 


of 





cial lighting field. (Inquiry ments. (Inquiry Card No. 
Card No. 124) 122) 

Leathercraft, Inc., Customer Service mn 
Div., 2320 S. Western Ave., Chicago LUXC0 

8, Ill—will issue its 1958-59 edition STANDS 


of its catalog of business cases short- 
ly after the first of next year. It 
presents the complete line of prod- 
ucts and gives full information and 
illustrations. It will be ready after 
February 1. (Inquiry Card No. 133) 


C. Howard Hunt Pen Co., Camden | 
N.J.—will send copies of its new 24 
page catalog describing the complete 
line of products carried by the firm 
It is called Catalog No. 30. It con 
tains actual-size views of each ‘’Bos- 


ton’’ pencil sharpener model and 
trade information. (Inquiry Card No. 
131) 


Stempel Mfg. Co., 2830 Roberta St 
Dallas 3, Tex.—offers a new 24-page 
“Office Accessories Catalog 57°’ and 
a separate price list to dealers. The 
catalog. describes, illustrates, and 
gives complete specifications for the 
entire line of ‘Stempco’’ products 
including several new items. (Inquiry 


Card No. 134) 


by BADGER, inc. 


Pl 


ts = 


go 


Badger, Inc., LaCrosse, Wis 
—has published a colorful, 
new catalog No. 1512, de- 
scribing the complete line of 


hee 
© (LU NOO Seams fer trey Mothers 


“‘Luxco”’ stands for type- 
writers and business ma- 
chines. (Inquiry Card No. 
125) 


Gift Craft Leather Co., 10] Wooster 
St., New York 12, N.Y.—has pre- 
pared a catalog and detachable price 
list which covers its line of desk pads, 
accessories and lamps. The catalog 
includes full color swatches of leath- 
ers available. (Inquiry Card No. 127) 


color 
tips. 


samples 
All art 


vertible steel shelving. The 
catalog is fully illustrated in 
color and presents informa- 


123) tion on the flexibility of the 
equipment. (Inquiry Card 
No. 121) 
Quartet Mfg. Co., 1613 Walnut, 
Chicago 12, IIl_—has a new catalog 


sheet available covering its black and 
green, budget-priced chalkboards. 
Sizes and prices are listed for all 
boards. (Inquiry Card No. 128) 


Metal Specialties Mfg. Co., 1975 N. 
Cornell Ave., Melrose Park, IIl.—has 
a catalog sheet in four-color illustra- 
tion and copy presentation which de- 


scribes its line of ‘’Presto’’ paper 
punches. (Inquiry Card No. 129) 

Haskell, Inc., 303 E. Carson St., 
Pittsburgh 19, Pa.—has prepared a 
catalog introducing ‘‘Gateway’’, the 


company's latest line of steel office 
furniture designed by Ken White As- 


sociates. The catalog has a separate 
price list, full-color illustrations and 
descriptions of units. (Inquiry Card 
No. 130) 

Dolin Metal Products, Inc., 315 Lex- 
ington Ave., Brooklyn 16, N.Y.— 


offers a literature kit describing three 
lines of steel transfer files available 
for safekeeping of inactive records, 
and at the same time the kit tells of 
mobile storage system of space sav- 
ing and increased storage capacities. 
(Inquiry Card No. 126) 


For More Information Use Inquiry Card Facing Page 74 
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ARE YOU WISELY 
SELLING WELLS? 





Only Wells offers so 
much, yet modestly priced. in 


fine office seating. 


THE ARISTOCRAT "DEBONAIR” 
POSTURE CHAIR NO. 372 


Ouly $6G22 


*So is my boss! 


You expect more from Wells and you get it! 


exclusive dealerships are avail- wieli« 


Write Miss Betty Miller. 














CHAIR CORPORATION 
Michigan City, Indiana 
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The Olivetti Divisumma 24 is a new 
high-speed automatic calculator. I. fits 
together the separate parts of a business 
figurework problem, combining them 
into a single continuing calculation. 
This eliminates re-entries, a frequent 
source of error, and saves considerable 
time. The machine, with its single 10- 
key keyboard and unique automatic 
constant and memory, is quite easy to 
operate. And, since no business compu- 
tation is complete until it’s on.paper, it 
prints the full record of all calculations. 


The Divisumma 24 is but one of 17 
Olivetti office machines now sold in the 
U.S.A. by profit-minded dealers. An 
Olivetti franchised dealership may be 
open in your area. Write Olivetti Cor- 
poration of America, 580 Fifth Avenue, 


New York 36, N. Y 


olivetti 
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in Other Lands 





Stationer Capitalizes 
On Name ‘Admirable’ 


By S. E. Rhodes Lancashire Press Agency 


277 Corn Exchange Buildings, Fennel Street, Manchester 4, England 


Manchester, November | 

What's a name worth? Quite a lot, of course. Certain names 
have become synonymous with quality and with a product 
which the public asks for automatically. 

But there’s another aspect of this question of a name. For 
instance, if you happen to possess a name which becomes 
topical. 

Years ago, James M. Barrie, that whimsical Scottish play- 
wright, wrote a play, “The Admirable Crichton.” Most serious 
theater-goers know the play but the public by and large maybe 
had never heard of it; until it was made into a film. Then, 
“The Admirable Crichton” became widely known. 

And George Crichton, of Crichton’s (Stationers) Ltd., Man- 
chester, a well-known retailer of stationery and office equip- 
ment, saw an opportunity. 

First of all, he arranged to tie up with the film’s publicity 
people and stills and advance notices of the film when it was 
due to show in the city, appeared in George Crichton’s win- 
dow. 

But Crichton had another idea. He announced that he was 
starting his own brand line Of stationery—under the name 
“Admirable.” And so the “Admirable” shorthand note-books, 
loose-leaf files, ring binders and so on started to make their 
appearance 

Crichton, with a magnificent news sense did not discourage 
folk when they ribbed him in coffee houses and luncheon 
clubs by referring to him as “The Admirable.” 

One dear old lady who had obviously misheard not so long 
ago and didn’t quite know the full circumstances is understood 
to have asked, “Dear me! And is that young man really a full 
Admiral?” 

* ok cd 

And apropos of Crichton’s, I asked him if he had ever re- 
gretted establishing what was said to be the first self-selection 
Stationer’s shop in Manchester, and which was referred to at 
the time in OFFICE APPLIANCES. 

“Results have justified—fully justified—my expectations,” 
he said. 

“And I must say that the ‘see-through’ type of window is 
one which does bring in business. People can see right into 
the shop from outside, and of course it really means that the 
whole of your shop interior is really your shop window.” 

Looking round the northern shops of late, I have been 
struck by the great number of stationers with “see-through” 
windows. These vary considerably when it comes to display. 
For instance, some have a short “back” to the window, about 
three feet high; others have no baseboard to the window at 
all—it’s just a window which enables you to see everything 
inside. Others have a baseboard and some attractive flower- 
ing plants and greenery as an attraction, with no attempt to 
display products for sale at all! 

However one window which struck me as unusual the 
other day also belonged to a Manchester retailer. The shop 
was Simpoles, on Blackfriars St., Manchester 3. The impression 
given to one was of spaciousness and comfort and warmth. 

It should be emphasized that the firm of Simpoles is well 
known for metal furniture and for furnishing office interiors at 
company director level. 
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The window in question was comparatively small, furnished 
as a typical comfortable office. of a managing director—not 
unduly comfortable but distinct from the type of office one 
would expect to house a score or so of typists. 

There was a curtained window, the blinds drawn, and the 
impression given of an office after darkness had fallen—dquite 
an attractive window in any case on a cold autumn night. 

At the back of the window was an open door. Inside (in 
reality, at the back of the first window) was a second “room” 
and one could see a bookcase, with several bright-backed 
novels inside, one or two chairs, a desk—in other words, an 
inner office. 

Beyond this “inner” office was yet a third “office” and again 
a different type of furniture. 

Of course this sort of window requires a great depth of 
background and not all shops are fortunate enough to have 
the space which they can devote to this purpose. 

But it is a novel approach to the ‘see through’ window, 
insofar as each “room” is really a tableau. 

+ * * 

Retailers in Britain are ready to co-operate in pushing sales 
of typewriters if and when the suggested slogan is adopted and 
pushed on circulars for retail distribution. 

The slogan? 

“It’s clearly better to type your letter.” 

From the writer’s personal viewpoint, an improvement 
would have been effected had the slogan read: 

“To type that letter 

Is ‘clearly’ better!” 

However, I understand the slogan has been accepted and at 
the time of writing it is up to the manufacturers to implement 
the decision. The retail trade is certainly willing—and eager— 
to exploit the slogan. Some enterprising retailers I have spoken 
to are considering window stickers with the slogan. Others are 
urging a “Typewriter Week”—and so it goes on. 

oe * He 

A recently-opened new showroom of a well-known firm of 
office equipment retailers, was that of Dowdeswells (1930), 
Ltd. The new showrooms actually are situated at Upper High 
St., Guildford. 

Fred Dowdeswell is the current president of the National 
Association of Manufacturers & Distributors of Office Equip- 
ment. 

At the opening, the Mayor of Guildford, who performed the 
opening ceremony, referred to Dowdeswells as “the little 
shop with the big stock.” 

The showroom was designed by Brownrigg and Turner, of 
Parliament St., London, and High St., Guildford. 

A contemporary background has been provided, and a large 
variety of lines shown to great advantage. 

This has been done by treating the space by dividing up (into 
a series of lightly constructed frames which each carry) display 
shelves, faced with white Formica plastic, through which may 
be seen views and angles of the displays set out in exhibition 
manner, An exciting use of color is also utilized, with blacks 
and whites, splashes of soft yellow, persimmon and sky blue. 
Blended concealed and spot lighting enables the effect to be 
attained. 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 


make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blyd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 
same desire to serve. 





Industry Meetings 
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NORTHWEST AREA OFFICE FURNITURE DEALERS GATHER FOR TACOMA CONFERENCE 


NOFA Northwest Area Conference 
Attended by 65 Dealers, Salesmen 


The Northwest Area Conference, comprising the states of 
Oregon and Washington, was host to a large and enthusiastic 
group of office furniture dealers at the Top of the Ocean 
Restaurant on Puget Sound. Al Osborn of Tacoma Office 
Supply was chairman. 

The conference heard one of the country’s leading color 
consultants explain how colors and textures could express an 
office’s personality. Ralph Noble of Chatham’s in Denver dis- 
cussed more effective use of these intangibles that speak out 
so strongly in an office. 

Workshop groups were headed up by Jim Young, Trow- 
bridge Desk Co., freight; Jack Hunt, Hunt’s Office Supply, 
warehousing and inventory; Jim Wilhelmi, Stationers, Inc., 
managing an office furniture business; and Harold Halvorson, 
Bank & Office Equipment Co., salesmen’s compensation. 

Speakers on wood, metal, leather, the NOFA sales schools 
and business loans rounded out the program. Reaction to the 
area conference program was so good that another one is 
planned for early 1958. 


Newell A. Augur Heads 
Lead Pencil Manufacturers 


Newell A. Augur, president of the Wallace Pencil Co., St. 
Louis, Mo., has been elected president of the Lead Pencil 
Manufacturers Associ- 
ation, Inc. Mr. Augur 
succeeds Alfred H. 
Best, president of the 
Richard Best Pencil 
Co., Springfield, N. J. 

Frank G. Atkinson, 
president of the Jo- 
seph Dixon Crucible 
Co., Jersey City, N.J., 


was elected vice-presi 





Retiring president of Lead Pencil dent. 
Mfrs. Assn., Alfred H. Best (left Other officers 


greets his successor, Newell A. Augur. elected include Oscar 
E. Weissenborn, Presi- 


dent, General Pencil Co., Jersey City, N. J., secretary-treas- 
urer, and Clyde T. Nissen, New York City, executive vice 
president. 


Named as directors were W. C. Rucker, president, Common- 
wealth Cedar Co., Shelbyville, Tenn.; William E. Danjczek, 
president, L. & S. Hardtmuth Co., Bloomsbury, N. J.; R. J 
Thal, vice-president and general manager, Eagle Pencil Co., 
New York; A. H. Best, president, Richard Best Pencil Co.., 
Springfield, N. J.; L. M. Brown, president, Eberhard Faber 
Co., Wilkes Barre, Pa.; Merrill Hassenfeld, vice-president, 
Empire Pencil Co., Shelbyville, Tenn.; Richard Lewisohn, Jr., 
president, American Pencil Co., Lewisburg, Tenn., and Law- 
rence Levine, president, Reliance Pencil Co., Mount Vernon, 
ef 
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Wholesale Stationers Prepare 
For 42nd Annual Convention 


An enthusiastic approach is being made by the Wholesale 
Stationers Association in its planning for 42nd Annual 
Convention and 1958 International Merchandise Exhibit to be 
held March 2-5 at the New Yorker Hotel and the New York 
Trade Show Building nearby. 

This assemblage will climax a series of one-day sessions 
throughout the United States and Canada at which common 
industry problems were discussed by more than 1,000 service 
wholesalers and manufacturers of stationers’ products, says 
Donald S. Frey, secretary-treasurer. 

Ninety-six rooms on the third and fourth floors of the New 
York Trade Show Building will contain displays. Personal 
demonstrations will be given by each of the 96 exhibitors to 
wholesalers’ salesmen at scheduled times, showing how to ex- 
plain and promote products to retailers and how to help re- 
tailers merchandise team. 

[hese exhibits will be open during the following hours: 

Sunday, March 2—1 P.M. to 6 P.M. 
Monday, March 3—2 P.M. to 9 P.M. 
Tuesday, March 4—2 P.M. to 7 P.M. 
Wednesday, March 5—1 P.M. to 5 P.M. 

A new feature of the convention this year will be the lay- 
men’s interfaith worship service to be held at 10:30 A.M. at 
the New Yorker Hotel on Sunday, March 2. Arrangements 
committee is composed of Walter Lennartson, OFFICE AP- 
PLIANCES; Herbert Held, Blackwell Wielandy Co.; Leo 
Stein, Stein Bros. Mfg. Co., and E. James Bradley, Higgins 
Ink Co. 

Other events for the opening day include board of control 
luncheon at noon, opening of the exhibits at 1 P.M. and Man- 
ufacturers’ and Wholesalers’ mixer and buffet supper that 
evening at 7 P.M. in the New Yorker Hotel. 

Monday’s program will include breakfast meetings of WSA 
industry committees, general convention session saluting WSA 
President M. H. Chute, Bainbridge, Kimpton & Haupt, and 
WSA board Chairman H. W. Jacobsen, Associated Stationers 
Supply Co., and six round table problem-solving conferences. 
A general convention luncheon is to be held at noon. 

On Tuesday’s program are breakfast meetings of executive 
committees, general convention session, divisional conferences 
and annual luncheon of stationers’ products salesmen. 

Wednesday’s program will feature joint round table con- 
ferences, business session, luncheon meeting and annual con- 
vention banquet. 

Exhibits will be open on the afternoons of each of these 
convention days. 





Elect New Officers of Delaware Firm 


Following the death of George D. Hanby on September 30, 
the board of directors of George D. Hanby Co., Inc., Wilming- 
ton, Del., elected the following officers: 

President, Gertrude A. Hanby; vice-presidents, Donald G. 
Hanby, Joseph R. Truitt and J. Leslie Elliott; treasurer, Max- 
ine T. Barratt, and secretary, John J. deLuca. 
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Of course we don’t always inspect every sheet—but the a 
quality and value of any R-B office paper does welcome Spotseald® Adding Mo- 
scrutiny: And any item in the complete R-B line is its chine & Other Rolls * Desk 


Blotters, Embossed & Plain ® 

File Folders, Manila * Note- 
, books, Eye-Tint® & White 
Pads, Plain & Ruled 
Printed “COPY” Second 
Sheets * Bond & Sulphite 
Papers * Duplicating Papers 


own best selling story. 

Your most discriminating customers, too, are 
quick to recognize R-B’s outstanding superiority. 
That’s why reorder-minded dealers, who like their 
customers on a long-term basis, choose R-B. 













* Mimeo Papers * Manifold 
Papers * Manila Second 
Sheets. 








Catalog, price list and 

ne ee Rockwell-Barnes Company 
samples available to qualified 
dealers, upon request. Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE © CHICAGO 1, ILLInOots 


OA—12/57 67 









exclusive 
new products like 







make a GLOBE-WERNICKE 
FRANCHISE valuable 





This is Sec-Tray, 











Globe-Wernicke’s new 
stationery tray for 


typewriter desks. 


Sec-Tray’s amazing convenience and efficiency are building quick sales and remember success depends I 


G | 
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may lead to an entirely revitalized business for you. *Reg. U.S. Trade Mark. INCINNATI 1 a 


profits for G/W dealers all over the country . . . just one of the many important On Heme ptrengt 
of your line 


advantages of being a Globe-Wernicke Franchised Dealer. Why not investigate 






all the other advantages—powerful national advertising, newspaper 






ad mats, animated local TV films, point-of-sale displays, sales training aids 





and many more. Write today for complete information. A postcard 







” YEARS, MANUFACTURERS OF THE WORLD'S FINEST BUSINESS [eInaEam 





& Mrs. Harold Jacobson, Associated Stationers Supply 
Chicago; John G. Kolb, C. Howard Hunt Pen Co. 
2. Harry Yager, David Kahn, Inc.; Mrs. & Mr. Richard Osur, 
Rochester Staty. Co., Rochester, N.Y.; Mrs. & Mr. Robert 
S. Libauer, Stenso Lettering Co. 
Mr. & Mrs. Robert S. Libauer, Stenso Letter Co.; Mr. & 
Mrs. Joseph F. Jaret, Tuttle Press; Mrs. & Mr. Martin M 
Adler, Plymouth Rubber Co. 
Donald Macintyre; Mr. & Mrs. Ezra Macintyre, Defiance 
Calendar Div.; Mrs. & Mr. Louis Oelwang, Scrantom’s 
Book & Staty. Co., Rochester, N.Y 
Mrs. Sally Pike, E. W. Pike & Co.; Joseph Strauss, Con- 
solidated Stamp Co.; Marion Kunz, E. W. Pike & Co 
Mr. & Mrs. Howard Shoemaker, Eberhard Faber Pencil 
Co.; Mrs. & Mr. Richard Osur, Rochester Staty. Co., 
Rochester, N.Y. 
Mrs. John E. Long, Mrs. Ralph Maish, Sally & Elizabeth 
Maish, Ralph Maish, Dennison Mfg. Co 
Mark Hanna, All Rite Pen Co.; Mr. & Mrs. E. J. Bonney 
and Mr. & Mrs. Harold G. Rice, Apsco, Inc. 
Mr. & Mrs. James Gilmartin, Higgins Ink Co.; Mr. & Mrs 


Wholesale Stationers 


Delaware Water Gap, Pa 
@ Fred Waring’s lovely Shawnee Inn at Delaware Water Gap, 
Pa.. was the scene of the Wholesale Stationers Association’s 

Mid Atlantic Conference October 18-20. 

OA More than 100 wholesalers, manufacturers and 
salesmen, along with their wives, turned out to 

Staff | : : 
enjoy the beautiful surroundings and very fine 

Sam facilities of Shawnee Inn, in addition to holding 
one of the most successful meetings in the history 
of the Eastern District. 

The business end of the conference was held in the best 
American traditions with the respective speakers saying ex- 
cu what was on their minds. Excerpts from the talks are as 
ollows 


M. H. Chute, Bainbridge, Kimpton & Haupt, Inc. and Presi- 
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C. R. Chamberlin, Cel-U-Dex Corp.; Mr. & Mrs. William 
M, McNeill, Union Carbon & Carbide. 

. Mr. & Mrs. Donald S. Frey, Wholesale Stationers Assn.; 
Henry H. Henley, McKesson & Robbins Co.; Mrs. & Mr. 
Herbert C. Hooks, Moore Push Pin Co. 

. Mr. & Mrs. Irwin Kessel, guests; Mr. & Mrs. Max A. 
Dreyer, Colortype Pub. Co.; Dr. & Mrs. Jack M. Greenbau, 
guests. 

. Harry A. Yager, David Kahn, Inc.; R. T. Gemmel, Binney 
& Smith; J. P. Moriarity, E. Morrison Paper Co.; Mr. & 
Mrs. William Murphy, Paper Mate Co.; David McMillin, 
Joseph Dixon Crucible Co.; John G. Kolb, C. Howard Hunt 
Pen Co. 

. Mr. & Mrs. Ralph Soulby, Eberhard Faber Pencil Co.; 
Mortimer H. Chute, Bainbridge, Kimpton & Haupt, New 
York City; Mrs. & Mr. James Costello, Bainbridge-Mary- 
land. 

. Mr. & Mrs. Al Strumlauf, guests; Mr. & Mrs. Henry Levy, 
Silver Staty. Co., New York City; Mr. & Mrs. Arthur 
Rogers, Jr., Exclusive Envelope Corp.; Harry Yager, David 
Kahn, Inc. 


Meet at Shawnee Inn 


dent of W.S.A. — “The wholesaler is coming into his own 
Today more and more retailers than ever before are aware of 
the functions of the service wholesaler. Wholesaling has as- 
sumed a vital role in the American economy and can, as a 
matter of fact, be the difference between the success or failure 
of a manufacturer. He can help lower the cost of distribution 
and assure greater volume.” 

Henry H. Henley, vice-president of McKesson & Robbins 
Co., New York, on the subject of “Planned Promotion” — 
“To help our salesmen make the most of the average of eight 
minutes of actual selling time which they have in each of the 
stores they call on, the firm makes available to their salesmen 
monthly newsletters with current data on just what items offer 
ihe most profit potential that month and should be concen- 

(Turn to Page 100, Please) 








At the head table . . . were, left to 
right, Woody Moffitt, Westland Sta- 
tionery Co., Silver Spring, Md., pres- 
ident of Washington Stationers Asso- 
ciation; Paul E. Burbank, executive 
vice-president of NSOEA; C. R 
Trautfelter, Griffith-Koch Co., Balti- 
more, Md., president of Baltimore 
Stationers; Joseph W. Wardman, 
Bates Mfg. Co., chairman of the 
sales rally; Edward F. St. George, 
Oakville Co., president of Penn-Mar- 
Va club; Elmer G. Rahe, Globe- 
Wernicke Co.; and John A. Busch, 
Baltimore Stationery Co., Baltimore, 
governor of NSOEA Region 3 


| 
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Penn-Mar-Va Travelers Hold Sales Rally 





- award went to Robert Poetzman, right, 
of Andrews Office Supply & Equipment Co., Washington, D. C. 
He receives his gifts from Edward F. St. George, Penn-Mar-Va 
president. 


“Dealer Salesman” . . 


A STAFF REPORT 





A crowd of 260 attended the first annual sales rally spon- 
sored by the Penn-Mar-Va Travelers Club at Almas Masonic 
Temple in Washington, D.C. in September. The rally, which 
drew stationers from the Baltimore, Richmond and Washington 
Stationers associations, was termed an outstanding success. 

Highlight of the evening was the presentation of the “Dealer 
Salesman of the Year” award to Robert Poetzman, Andrews 
Officer Supply and Equipment Co., Washington, D.C. For his 
achievement, Mr. Poetzman received a handsome onyx clock 
and a gold watch. 

Gold cup awards went to the runners-up group which in- 
cluded Raymond Cooper, Lucas Brothers, Inc., Baltimore, 
Md.; Earl Maitland, Virginia Stationery Co., Richmond, Va.; 
William Lee, Charles G. Stott & Co., Washington, D.C.; and 
Virginia “Sis” Fox, Fox & Jones Co., Washington, D.C. 

Featured speakers of the evening included Joseph Ward- 
man, Bates Mfg. Co., who was chairman; Edward F. St. 
George, Oakville Co., president of the Penn-Mar-Va club; El- 
mer Rahe, The Globe-Wernicke Co., vice-president of the 
manufacturers division of NSOEA; and Paul Burbank, 
executive vice-president of the NSOEA. 

Mr. Wardman welcomed the group and expressed his pleas- 
ure at the attendance. Mr. St. George also offered a word of 
welcome on behalf of the Travelers and thanked Mr. Wardman 
and the committee. 

Mr. Rahe asked the assembled dealer salesmen if they 
realized how important they were to the selling profession. 
He pointed out that the manufacturers are now producing 
all the goods that people can consume and the salesmen are 
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responsible for keeping these goods moving. 

He continued by saying that during the next few years there 
are going to be fewer young men available to do the biggest 
selling job of all, and he added that it is the responsibility of 
management to induce more young men into the field by 
showing them the advantages of the profession. 

Mr. Burbank pointed out that the economic future of Amer- 
ica is in the hands of the salesmen. The power of salesman- 
ship is the guiding force behind many of the outstanding 
contributions made to better living, he added. All of the sales- 
men who contribute to the good have five characteristics in 
common—they are industrious, informed, have initiative, are 
irrepressible and inspired. 

Chairman Wardman also presented a silver cigarette humidor 
to each of the three local association presidents from the 
Travelers. 

Those honored were C. R. Trautfelter, Griffith-Koch Co., 
Baltimore, Md., president of the Baltimore Stationers Associa- 
tion; Woody Moffitt, Westland Stationery Co., Silver Spring, 
Md., president of the Washington Stationers Association; and 
Landon B. Edwards, Stationers Inc., Richmond, Va., president 
of the Richmond Stationers Association. 

The sales rally committee included Mr. Wardman, Mark 
Kenna, Venus Pen & Pencil Corp.; Robert Hanover, Invincible 
Metal Furniture Co.; Roy Schachte, Carter’s Ink Co.; Edward 
Kilfeather, Boorum & Pease Co.; and Maxton Lee, Eagle 
Pencil Co. 





Honored Salesman . . . at the rally included gold cup winners, 
left to right, Florence A. Jones who accepted cup for Earl 
Maitland of Virginia Stationery Co., Richmond, Va.; Raymond 
Cooper, Lucas Brothers, Inc., Baltimore, Md.; Virginia ‘‘Sis”’ 
Fox, Fox-Jones Co., Washington, D. C.; Charles C. Sanborn 
who accepted cup for William Lee of Charles G. Stott & Co., 
Washington; and winner Robert Poetzman, named ‘‘Dealer 
Salesman of the Year.”’ 
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Cole’s Modular Steel Desks... 
With good office spac 
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Trophy Winners and Donors . . . at Stationers Golf Association 
of New York season windup tournament and annual meeting. 
Pictured are Robert B. Sainberg, Sainberg & Co., Inc.; Herbert 
E. Muskat and Joseph Cohen, Alpha Office Supply Co.; John 
B. Kemp, Jr., Ever Ready Calendar Mfg. Co.; Robert Mandel, 


New York Stationers Golf Association 
Re-Elects J. B. Kemp, Jr. President 

The Stationers Golf Association of New York held its 4lst 
annual meeting and final golf tournament of the 1957 season 
on October 8 at the Hackensack Golf Club, Oradell, N.J. 

As the rains stopped and clearing skies set in, more golfers 
continued to arrive and by dinner time, the attendance had 
passed the 90 mark. 

Welcome was extended to members and guests by President 
J. B. Kemp, Jr., Ever Ready Calendar Manufacturing Co.; 
Host R. E. Weissenborn, National Pencil Co., and Co-Host L. 
H. Tavernier, Jr., Pix-Fix Corp., chairman of the board. 

Re-elected were: president, John B. Kemp, Jr., Ever Ready 
Calendar Mfg. Co.; vice-president, R. J. Urmston, J. S. 
Staectler, Inc., and treasurer, Henry Levy, Silver Stationery 
Co. For the post of secretary, Edward O. Kallmann, The Sta 
tioners & Publishers Board of Trade, Inc., was named to suc- 
ceed Max A. Dreyer, American Colortype Co. 

Other officers named are: corresponding secretary, Mrs. 
Mary Tullock, The Stationers & Publishers Board of Trade, 
Inc., and chairman of the board, Louis H. Travernier, Jr., 
Pix-Fix Corp. 

Winners of the season’s trophies which were presented by 
the donors were: 

Louis Tavernier Cup to winner of Class A, John J. Cor- 
coran, Joseph Dixon Crucible Co.; John B. Kemp, Jr. Cup to 
winner of Class B, Robert Mandel, Jayem Sales Corp.; R. J. 
Urmston Cup to runner-up in Class A, Henry Levy, Silver 
Stationery Co.; Harry Levy Memorial Cup to runner-up in 
Class B, Joseph Cohen, Alpha Office Supply Co.; Robert B. 
Sainberg Cup to second runner-up in Class A, Herbert E. 
Muskat, Alpha Office Supply Co.; Julius M. Kahn Cup to 
second runner-up in Class B, Douglas Buehler, Milton Bradley 
Co., and Max A. Dreyer Award for nearest to hole-in-one, to 
Don Endo, Nigro-Kuester Associates. 

Winners of awards for the final tournament were: 

Class A, Joseph Schlanger, West Shore Envelope 
Samuel Kahn, David Kahn, Inc.; and Irving Orans. 

Class B, James Gilmartin, Higgins Ink Co.; Robert Polon, 
Robel Press; Nevin Smiley, American Writing Paper Co., and 
Max A. Dreyer, American Colortype Co. 


Ce. 


Announce Winners of Port-a-Wall Partitions 

Hemisphere Steel Products announces that the following 
dealers were winners of Port-a-Wall partitions at the recent 
NSOEA convention: 

Buxton & Skinner, St. Louis, Mr. Lowe, manager; Salt Lake 
Desk Exchange, Salt Lake City, Utah, Mr. Hall, vice-president; 
Parron-Hall Corp., San Diego, Calif., C. G. Hall; National 
Business Supply, Mt. Clemens, Mich., Mr. Driscoll; Harbins, 
Inc., Columbia, S. C., Mr. Harbin 
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Jayem Sales Corp.; Douglas Buehler, Milton Bradley Co.; 
Julius M. Kahn, David Kahn, Inc.; John J. Corcoran, Joseph 
Dixon Crucible Co.; Louis H. Tavernier, Jr., Pix-Fix Corp.; 
R. E. Weissenborn, National Pencil Co., and Henry Levy, Silver 
Stationery Co 


DeJur ‘Triumphs’ at OMDA Meeting 

Members of the Office Machine Dealers Association of New 
York were wined, dined and introduced to the DeJur-Triumph 
line of typewriters at the Roof Garden of the Hotel Pierre on 7 
October 15 in conjunction with the regular monthly meeting. 

President Samuel Stein, Quality Office Machines, New York, 7 
introduced the delegation from DeJur-Amsco Corp. which in-7 
cluded President Ralph DeJur, General Sales Manager Ernest 
Gross, Milton Stevenson, sales manager of typewriter division, 
and Lee Friend, Friend-Reiss Advertising. 

Following the opening remarks of Mr. DeJur regarding the 
firm’s entrance into the typewriter market and his desire to 


pie 





‘Typewriter Wired for Sound’ . . . star of the new DeJur-Tri- 
umph line, is examined by (left to right) Samuel Stein, presi- 
dent of New York OMDA; M. S. Stevenson, sales manager of 
the typewriter division, DeJur-Amsco Corp., and Ralph DeJur, 
president of DeJur-Amsco. The new model with plug-in facil- 
ities for Stenorette dictating machine, was demonstrated at the 
meeting of the New York OMDA. 


help make the line a profitable one for dealers, Mr. Stevenson 
was called on to talk about the new machines which were on 
display. 

The construction and sales features of the portable, standard 
and electric typewriters, which comprise the new line, were 
explained to the group. Mr. Stevenson pointed out that a 
dealer would have a complete line of typewriters made avail- 
able to him. He called particular attention to the standard 
and electric models which were wired for sound to be used 
with the DeJur Stenorette dictating machine. 

The problem of franchises and good dealer relationships 
was discussed and questions concerning these were brought 
up and answered by Mr. Stevenson. 
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Fritz-Cross design experts have found features chair 














buyers want. And — you'll find these features in every THE FRITZ-CROQS CO 
Fritz-Cross chair you sell! Lasting beauty, sturdy con- 300 EAST FOURTH STREET 
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Luncheon . . . meeting of Stationers’ 
Guild of America at Conrad Hilton Ho- 
tel, Chicago. 


Stationers Guild of America Is Host 

Representative members of the Stationers’ Guild of America 
were guests of the organization at a luncheon held at the Con- 
rad Hilton Hotel during the NSOEA convention. 

Special recognition was given to William R. Diehl, newly- 
elected president of NSOEA and a director of the Guild. 
General Manager J. W. McCormick, Jr. presented the good 
wishes of the members for a successful term of office. 

Mr. McCormick reported to the group that a healthy growth 
of membership and expanding lines of exclusively-packaged 
products will make 1957 one of the most successful years in 
Guild’s 35 years of existence. 

Peerless Steel Equipment Co. 
Receives Presidential Citation 

Thursday, September 26, marked a memorable occasion for 
the Peerless Steel Equipment Co. At the regular monthly 
luncheon meeting of the Northeast Philadelphia Chamber of 
Commerce the company received the “Presidential Citation 
for Meritorious Service”. 

This citation is issued to those concerns who make an effort 
to hire the handicapped. The only other company who re- 
ceived a citation at the same time as Peerless received its was 
the Sears, Roebuck and Co. 

The citation was received by Albert Rosenberger, Vice- 
president in charge of production, who accepted it on behalf 





Albert Rosenberger . . . vice-president in charge of production 
for Peerless Steel Equipment Co., receives the Presidential Ci- 
tation at Chamber of Commerce meeting. 


of the company and officers. The award did not come entirely 
as a surprise to the company because it has made an extended 
effort to hire handicapped, wherever they could be utilized for 
their own good and the good of management. The company 
feels that hiring the handicapped should be on the basis that 
these workers have peculiar skills and abilities and on proper 
utilization of these particular skills can become proud mem 
bers of the community. 

Peerless Steel Equipment Co. fabricates a complete line of 
steel office furniture including filing cabinets, desks, tables and 
steel specialty items. Ty fabricate these items the company uses 
all kinds of metal working machinery including presses, brakes, 
polishing operations, also bench and clerical work. The handi- 
capped are employed with the idea in mind they must be given 
productive work but work they can safely handle. 
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Steelcase Sales Meeting Told 
Of Inland Steel Office Layout 


How a major industrial firm employing some 13,000 people 
plans its offices for maximum efficiency and minimum upkeep 
was the topic of an address made by 
William I. Soh! of Inland Steel Co. at 
the recent national sales meeting of 
Steelcase Inc., Grand Rapids makers of 
metal office furniture. 

Mr. Sohl, a methods engineer in the 
business procedures department of the 
giant steel company, has spent the past 
two years planning the interior layout 
and equipment for Inland Steel’s new 
19-story administration building now un- 
der construction in Chicago’s loop. 

He stated that office layout—the sci- 
entific engineering of available floor space for the peak of 
work performance in each area—has become a profession in 
itself, in this day of automation when every foot of building 
space counts, and office worker salaries come high. It is a 
science so new, he said, that no universities are yet giving 
courses in it; and there are only a few books on the subject. 
Yet today, even in large plants turning out materials on a pro- 
duction line basis, as much as 50% of the work is paper work 
—the work of administrators, bookkeepers, secretaries, sten- 
ographers and clerks. 





William Sohl 





Tells Need of Flexible Units 


Mr. Sohl pointed out that in the matter of desks, those who 
have researched this area of office management have found 
that the “decorative” type of desk is fine in reception rooms— 
but in general work areas, the ideal desk is a standard type, 
sturdily constructed, with a flexible arrangement of the in- 
terior to suit each worker’s particular needs. These are aug- 
mented by equally flexible units such as filing cabinets, book 
shelves, work tables and the like, designed to team with the 
desk to form complete, highly functional units. He called 
Steelcase a leader in the designing and production of this type 
of desk and convertible unit. 

With such an arrangement of work surfaces and work or- 
ganizers, the personnel do not have to move from area to 
area to perform routine tasks; and all needed materials and 
equipment are within easy reach. Steelcase desks and con- 
vertible units (accessory pieces that can be combined with 
Steelcase desks to form larger units) fill this need perfectly, 
he stated. 


Use 90°/, Glass Construction 


The new Inland Steel Co. administration headquarters, 
scheduled for completion early next year, is said to be the 
only office building of its kind in the world. It is constructed 
of 90% glass and 10% stainless steel. The interior, with a 
gross area of 315,000 square feet, is completely column-free, 
all supporting columns being on the outside. All service fa- 
cilities, including mail distribution system, electrical and phone 
equipment, and men’s and women’s lounges, are housed in a 
25-story tower. 
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New Secretarial Design 
Offers New Selling Features 
at No Extra Cost! 





: ®@ New Center Drawer Locking Mechanism * ®@ New island base design for easier attachment 
, The only device with the new Select-A-Drawer feature that 
locks all drawers or any combination of drawers—as desired ® New island base protectors 
* New spring-action dictation slide ® New satin-finish chrome hardware 
® New pencil tray design with business card : ; ; ; : 
P Y g ® New satin-finish anodized aluminum molding 
compartment 
® New sloping stationery trays and upright dividers © Firm typewrite: base support and others 
of high impact styrene *Potont Pending 
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\ Catalog, Colorful * STEEL DESKS © TABLES * CABINETS © ACCESSORIES 
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Herman Miller Dealers See 
New MMG Furniture Line 


(An illustration appears in the New Products section of this 
issue.) 

To introduce its new “Modern Management Group” furni- 
ture in a dramatic and informative way the Herman Miller 
Furniture Co., Zeeland, Mich., invited its franchised dealers 
to Grand Rapids for a premier showing of the new line on 
October 1, 2 and 3. From most of the major trading areas of 
the country, these dealers (including interior designers and 
salesmen) assembled in the Pantlind Hotel to preview the 
George Nelson-designed line. 

With members of the Herman Miller sales and executive 
staffs acting as hosts, the nearly 100 dealers met for breakfast 
at 8:00 o’clock Wednesday morning, and an hour later gath- 
ered in ballroom of the Pantlind Hotel for the MMG presenta- 
tion. 

Soft background music, short addresses made in a darkened 
room with the speakers spotlighted, and free-form screens hid- 
ing the new furniture combined to build up an eagerness 
among the dealers. When the screens were whisked away and 
the MMG line was revealed ‘on revolving platforms, the audi- 
ence was, literally, fascinated. 

For closer inspection, and to see the new line in room 
settings, the dealers went to the Herman Miller showrooms in 
the Exhibitors’ Building. Small groups were escorted by sales- 
men, who explained and demonstrated the new line of high 
styled office furniture made of combinations of wood, metal 
and plastic. 

Luncheon at the Pantlind Hotel was followed by detailed 
discussions of the new line itself and the advertising and sales 
promotion programs that have been developed to more MMG 
furniture into users’ offices. The rest of the afternoon was used 
for individual conferences between Herman Miller personnel 
and dealers in attendance. 

After a group dinner in the Kent Room of the Pantlind 
Hotel, O. J. DePree, president of the Herman Miller Furniture 
Co., and George Nelson, designer, addressed the dealers. Mr. 
DePree explained the business philosophy of the company 
and Mr. Nelson traced the development of the Miller furniture 
designs. 

Many dealers stayed over until Thursday morning to visit 
the Herman Miller plant in Zeeland. Observation of the manu- 
facturing processes provided them with special information for 
use in local sales work. 


NOFA Ohio-Western Pennsylvania 
Area Conference Huge Success 


In a two-day meeting which included a banquet, the Ohio- 
Western Pennsylvania Area held its first fall NOFA Area 
Conference in the Carter Hotel in Cleveland. Robert Rose of 
S. Rose & Company, Cleveland, was chairman. 

Speakers on leather, vinyls, interiors, wood, metal, as well 
as the economic outlook and interior decorating presented a 
program that abounded in productive ideas and product in- 
formation. 

At the banquet the group was entertained by the famous 
sports writer of the Cleveland area, Ed Bangs. The ladies as 
well as the gentlemen enjoyed Mr. Bangs’ sports report of 
famous athletes and their antics through the years 
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Bankers Box . . . sales meeting scene 
at new plant in Franklin Park, Ill. 


Bankers Box Holds Annual Sales Meeting 


Bankers Box Co. held its annual sales meeting at the new 
plant in Franklin Park, Ill. recently. The afternoon, dinner 
and evening meeting is held yearly several days in advance of 
the NSOEA convention. 

All Bankers Box Co. officers, sales representatives and office 
personnel were in attendance. Topic for discussion was the 
enthusiastic reception given the new R-Kive file plus new 
marketing approaches for Liberty record storage boxes, Stax- 
OnSteel transfer files, Libetry record binders and the other 
Bankers Box products in the record storage field. 

In attendance were: 

Front row (left to right): Jack Cooper, southeastern rep.; 
Frank Rising, west coast rep.; Folger Fellowes, president; H. 
L. Fellowes, chairman of the board; John R. Fellowes, vice- 
president; Walter Nickel, secretary-treasurer; and Robert Straf- 
ford III, southwestern rep. 

Rear row (left to right): Arthur Frey, Sth District rep.; John 
Dwyer, New England rep.; Ray Williams, eastern rep.; Dan 
Brisk, New York State rep.; Hienie Sengbusch, Midwest rep.; 
Walter Podlin, home office sales; Paul Kelley, southeastern 
rep., and Tom Gulledge, southwestern rep. 

Previous commitments prevented Willis Clark, Charles 
Dwyer, Heron Frey, Merrill Hasty and Jim W. Cooper, Jr. 
from attending. 





NOFA Provides Preview of 
‘58 Convention, Exhibit 


A full-color “preview” of the way the 12th annual conven- 
tion-exhibit of the National Office Furniture Association will 
look to visitors in Philadelphia’s Convention Hall next March 
28-31 is being mailed to potential exhibitors. 

The “Boulevard of Style” theme, with a typical boulevard 
planting between two lamp-lighted convention “street corners,” 
appears on the cover of the 8-page NOFA brochure. Lighted 
colored stars hanging over exhibits to highlight new products 
are also depicted. 

Another full-color illustration shows a perspective view of 
how the entire exhibit floor will look, with its special displays 
integrated with the convention-trade show “Boulevard of 
Style” theme. The brochure points out: 

“The glitter of Broadway, the glamour of Peach Tree 
Street, the excitement of the Sunset Strip are all wrapped up in 
this new kind of street—the Boulevard of Style. 

“Here you'll be able to get together with America’s office 
furniture dealers. Here you'll find all the newest styles, the 
hottest items, the largest group of office furniture ever to be 
assembled. Every manufacturer can afford a booth on the 
Boulevard of Style with low-cost custom designed dis- 
plays.” 

The brochure provides a complete floor plan with numbered 
displey booth locations and application forms for space reser- 
vations. Display-space prices range from $265 to $325. 


Clary Names Franchise Dealers 

Appointment of two new franchise dealers to handle the 
complete line of Clary adding machines and cash registers has 
been announced by Clary Corp. 

The new dealers are Basin Typewriter Co., Durango, Colo., 
and Goldsboro Office Supply Co., Goldsboro, N. C. 
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THE JASPER DESK COMPANY, JASPER, INDIANA 
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Eastern OMDA Told 
of New Program in 
Offing From IBM 


New Officers . . 





. of Eastern Office Machine Dealers Association are presented. From 
left: Samuel Stein, Quality Office Equip. Corp., New York City; director, Thomas A 


Nolan, American Typewriter Co., Washington, D.C.; director, Herbert C. Toussaint, 
Central Duplicator & Typewriter Co., Camden, N.J.; director and NOMDA president, 
Harold E. Steinke, Upper Darby, Pa.; president, James E. O'Neill, Argus Business 
Machine Co., Boston, Mass., and secretary, Jack Todd. 


Training in Electrics Offered Dealers 


A Staff Report 





New York City 
@e MORE THAN 70 office machine dealers gathered on Oc 
tober 31 in a special meeting room of the Coliseum in New 
York City for the annual meeting of the Eastern Office Ma- 
chine Dealers Association. 

The group was welcomed by Herbert C. Toussaint, president 
of the regional group. The one-day session featured several 
prominent speakers who provided a wealth of practical in- 
formation. 

Without doubt the outstanding presentation of the morning 
session was that of H. B. Williams, Used Equipment Manager, 
International Business Machines Co. His announcement that 
IBM is in the process of starting a dealer training program 
for servicemen brought enthusiastic applause from his audi- 
ence. 

The plan is being set up to be operated by the National 
Office Machine Dealers Association. Various chapters will or- 
ganize schools for the dealers in their areas and will handle 
entire administration of the program. IBM will furnish the in- 
structors and the service manuals. Dealer servicemen will at- 
tend the sessions for a total of 40 hours. The dealer will pay 
a nominal charge of $50 for this instruction. 


See Potential in Electrics 
The servicing of electric typewriters by machine dealers was 
a subject of tremendous interest. It is anticipated that within 
five years half of the typewriters sold will be electrics. This 
means a great number of trade-ins as well as new machines 
will be handled by dealers. Mr. Williams pointed out that 
dealers must learn how to merchandise electric typewriters 
now before this tremendous growth takes place. Those who 
do so will undoubtedly make money from their electric type 
writer department. 
Mr. Williams also urged dealers to instruct their salesmen 
to teach their customers’ secretaries how to use electric type- 


writers. He stressed that this is the most important single 
aspect of a successful sale. If proper instruction is not given 
in advance, there will be many call-backs which can eat up 


part or all of the profit from the sale 


He also mentioned the possibility that IBM would be taking 
more vigorous steps to merchandise the used electrics which 
their branches take in as trade-ins in the future. This might 
mean an increase in merchandising these used machines direct 
to the dealer and through additional wholesale channels 
Several dealers commented that this would enable them to 
increase their efforts with electric typewriters. The lack of 
good machines in the past has restrained their interest in elec 
trics. 

After a recess for lunch, the afternoon session got under 
way with H. W. Barnes, Director of Sales Education, Reming- 
ton Rand Dealer Sales, as the principal speaker. Well-known 
for his sales training work throughout the industry, Mr. 


Barnes instructed the machine dealers in the use of his firm’s 
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H. E. Steinke (left), NOMDA president, ad- 


In Action 
dresses his fellow dealers; H. C. Toussaint, chairman of the re- 
gional meeting and retiring president of Eastern OMDA, opens 
the sessions 


Victor Machine Record System. This is a simple, visibly filed 
record of all office machines in a dealer’s stock. 

The system combines inventory records, trial, loan, rental 
and sale transaction. The forms can be used for all typewriters, 
adding machines, bookkeeping machines, dictating machines, 
and other equipment which may be used for demonstration 
in trial purposes. If the records are correctly maintained, they 
also become a very important source of sales information. 

Mr. Barnes’ presentation was followed with a short address 
by Harold E. Steinke, president of NOMDA. Mr. Steinke, who 
operates a successful office machine firm in Upper Darby, 
Pa., advised the group to improve their management tech- 
niques in order to guard against the shrinking net profit figure 
which is facing so many business men today. 


To Grossinger's in '58 

Concluding the afternoon’s session was a short business 
meeting. Important decisions were reached in regard to the 
regional convention in 1958. The majority favored a three- 
day regional to be held at Grossinger’s on the weekend prior 
to opening of the National Business Show. 

Business was concluded with the election of officers. Voted 
into office were: President, James E. O’Neill, Argus Business 
Machine Co., Boston, Mass.; vice-president, Kell Reimann, 
Kell’s Typewriter Service, Arlington, Va.; secretary, Jack 
Todd; and treasurer, Samuel Stein, Quality Office Equipment 
Co., New York City. Directors of the organization again will 
be presidents of the local OMDA’s in the eastern area. 

President-elect O’Neill in a brief message forecast increasing 
growth of the organization particularly as the regional con- 
ventions become more useful to the members. He intimated 
that there would be a great deal of promotion put forth to 
publicize the 1958 regional meeting. 
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GETTING READY FOR 
THE ANNUAL TRANSFER 
ot OF RECORDS? 


Herring e Hall e Marvin Rigid-Stak 


Steel Transfer Files are the modern 
substitute for old-fashioned wood 
and fiber containers. They keep 
records clean, safe from vermin and 
mold, reduce fire hazards. They 
Save valuable space because no 
shelving needed. They lock to- 
gether securely—top to bottom, 


side to side, back to back 
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HERRING - HALL - MARVIN 


FIRE-TESTED AND CERTIFIED 


SAFE RECORD FILES 








Available in 2, 3 and 4 
drawer models—letter 
and legal sizes 





Cross tray files are available for 
all drawers. Trays for 3” x 5”, 
4” x 6” and 5” x 8” cards may 
be used 






















FIRE PROTECTION DOUBLE CERTIFIED. Certified for fire resistance, also drop or 
impact, by the Underwriters’ Laboratories and the Safe Mfrs. Nat'l Assn. All models 
carry Class ‘‘C’’ (one-hour) Insulated Record Container labels. 


DURABILITY. Extra-heavy progressive ball bearing and rolier mechanism. In recent 
tests with 80 Ib. load, drawer opened and closed smoothly after 50,000 cycles. 


CONVENIENCE. Vital records safely kept at point of use—no need to carry back and 
forth. Automatic boltwork has fingertip control. New plunger-type lock on one drawer 
ganglocks all drawers (combination lock available at extra cost). 


CHOICE OF COLORS. Ali models are available in a choice of three decorator colors 
to match the decor of the modern office—Mist Green, French Gray, Stylite Tan. Special 
finishes at small extra charge. 


Catalog and prices on request. 


HERRING - HALL->MARVIN SAFE CO. 


HAMILTON, OHIO 


BUILDERS OF THE U. S. SILVER STORAGE VAULTS AT WEST POINT 

















3,100 Register at Successful Eastern 





Stationers Association of New York, 
Metropolitan Travelers Club Sponsor 
Event Attended by 1,700 Dealers 


New York City 


@ Co-sponsored by the Stationers Association of New York 
and the Metropolitan Travelers Club, the four-day Eastern 
Commercial Stationery Show October 26-29 attracted a regis 
tration total of 3,100 including 1,700 dealers, 1,000 exhibitors 
and 400 visitors, as estimated by the executive secretary. 

The dealers descended on the two-floor exhibition from 
Florida to Maine, including all the New England states, Vir- 
ginia, Pennsylvania, New Jersey, Maryland and 
New York State as well as Michigan and as far 
west as Los Angeles, Calif. 

Visitors were registered from Japan, Puerto 
Rico, Switzerland, Paris, France, and other far-off 
places. They jammed the aisles, giving visual evi- 
dence of a healthy interest in the large variety of offerings of 
commercial stationery products, office furniture, equipment 
and machines. They found many new models and additions to 
lines. 

Thirty-three exhibit hours were available on the air-con- 
ditioned second and third floors of the New York Trade Show 
Building, directly opposite the Hotel New Yorker. 

Newest offerings of office equipment and supplies, from the 
industry’s leading manufacturers, were featured in more than 
110 exhibits, tastefully displayed in some 130 booths on the 
second floor and in rooms on the third floor 

Bright colorings on every hand, plus excellent lighting ar- 
rangements, set off individual product displays to good advan- 
tage. Physical layout of both booths and rooms permitted 
good visibility and easy access. 

Trends displayed were for everything needed to equip and 
maintain the modern office with equipment designed for 
space-saving and increased production capacity, efficiency and 
comfort. Aside from the display of products, exhibitors had 
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Me itor 


1. Al Cole, C. J. McCarthy, E. Medler, Vic Baggot, H. 
Fensterheim, William McCully and Milton Sturm, all of 
S. E. & M. Vernon, Inc.; A. Uslaner, Paterson, N.J. 

2. John J. Murray, Patrick Aheran, Millie Miskel, Fred J. 
Recio and W. L. Pierson, all of Stock Forms Co. 

3. Marianne Ehrlich, Stationers Assn. of N.Y.; Robert Reich- 
man, Mooney’s, New York City; Sophia K. Ehrlich, Sta- 
tioners Assn. of N.Y.; George Reichman and David Reich- 
man, Mooney’s. 

4. James J. Grecco, James J. Grecco, Jr.; Mr. & Mrs. Joseph 
Santo and Anthony Santo, all of James J. Grecco, S. Nor- 
walk, Conn. 

5. F. S. Gluck and Lester Brooks, Stein Bros.; Mrs. & Mr. M 
Dubrow, Dubrow Bros., Woodmere, N.Y.; R. Oberli, Jr., 
Stein Bros.; H. Sunshine, Sunshine Ptg. & Staty. Co., 
Newark, NJ 

6. Daniel Rosenberg, Olivetti Corp.; Sheldon M. Leisawitz, 
Sheldon Office Supply Co., Pottsville, Pa.; John Conti, 
Olivetti Corp. 

7. Robert Wall, Abel Mello, James F. Mantz, William Lin- 
denberger, Al Quinn, Les Weber, George E. Harscheid and 
Jack Staubach, all of National Blank Book Co 

8. Ben M. Blatt, Modern Steelcraft, Inc.; Mrs. C. Blacker and 
S. Blacker, Holland Staty. Co., New York City; E. B. 
Gunzburg, Modern Steelcraft, Inc.; Cy Monchick, The 
Dart Shop, Inc., Wallingford, Conn 

9. Keith Candor, Bates Mfg. Co.; Robert Reichman, Moon- 
ey’s, New York; Carl C. Judkoff, Cantigny Ptg. & Staty. 
Co., New York City; Al Miller, Bates Mfg. Co.; William 
Gumbs, South Shore Office Equip. Co., Hempstead, N.Y. 

10. Mr. & Mrs. Sam Brunrer, Anglers Co.; George Nicklaus, 
Silver Staty. Co.; Gerson Strassberg, Anglers Co 

11. Edward A. Shaw, Weldon Roberts Rubber Co.; Hal B 
Sharrow and John J. Stoff, National Staty. Co., Baltimore, 
Md.; Garrett Roberts, Jr., Weldon Roberts Rubber Co 

12. Sidney Rosenberg, Office Covers Co.; Harry Berman, Lib- 
erty Stationers, Philadelphia; Manuel Davidson, Perfect 
Rubber Seat Cushion Co.; M. M. Gropper, Liberty Sta- 
tioners 

on hand a goodly number of sales representatives to answer 
visitors’ questions and to offer helpful suggestions for stream- 
lining office procedure. 

Many products too numerous to mention, were on display 

—aluminum costumers, desk lamps, expanding envelopes, 


(Turn to Page 122, Please) 
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Commercial Stationery Show 


> 


Jerry Kremsdorf, George Meltzer, Charles Lefkowitz, 
Julian Kremsdorf, Ralph Yanowitz, !. Biederman and Leo 


Kirstel Guide System & Supply Co.; H. Bauman, Allan 
Bauman Co. New York City. 

Edward Dooley, E. Whittemore and Lester Madans, all of 
Wilson nes Co.; Louis F. Caracci, The Nor-Wood Co., 
New Y City and Hempstead, L. |.; C. D. Thomas, Wil- 

n Jones C 

Elden Dixon and Arthur Harris, Allen & Co.; Richard 
Davila, mfrs. rep., Puerto Rico. 

William Finger, Simax Stationery Co., New York City 


Herbert Robinson 
New York City 


Joseph Bandes, Julius Bandes & Co.; 
and Martin Chanes, Simax Stationery Co., 


Harold G. Rice, Apsco Products, Inc.; M. Copley, Columbus 
Stationers, New York City; E. J. Bonney, Apsco Products, 
Inc.; S. Alpert and J. M. Slackman, Radio Center Sta- 
tionery C New York City 

A. Z. Bailine, Roth Bros., Philadelphia; George Karten, 
3e0orge C. Kandres and Harry Lubitz, Joshua Meier Co.;: 
T. A. Ruegg, Ruegg Naegeli & Cie., Zurich, Switzerland 
Kurt W berg, Joshua Meier Co. 


H. Slupow, Joseph Leonard Stationery Co., Perth Amboy, 

N.J.; G. T. Griffiths, Jr., Noesting Pin Ticket Co.; Cole 

Schuster seph Leonard Stationery Co.; William Catter- 
n, Noesting Pin Ticket Co. 

S. S. Rosendorf, Jr., Southern Stamp & Stationery Co., 


Richmond, Va.; Gerard D. White, Acco Products; M 


Krantzow, Champion Stationery Co., New York City; 
Samuel M. Levine, Acco Products; |. Mitnick, Lerman 
Bros Inc Long Island City, N.Y.; Carl Spitzberg, At- 


lantic Stationery & Printing Co., Brooklyn; Miss Maureen 
Mitnick 

Norman Cohen and Ben Schumsky, Perry Printing & 
Staty., New York City; R. C. Smith, Smith Office Equip 
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Co., New Bedford, Mass.; Samuel Turitz, Palmland Staty., 
Inc., Miami, Fla.; Ozzie Krug, Cole Steel Equip. Co. 


10. Bob Jacob, Oxford Filing Supply Co.; Mr. & Mrs. Samuel 


11. 


Frager, Monroe Stationers & Printers, Inc.; William A. 
Ross, Oxford Filing Supply Co. 

Saul Chapman, Cole Steel Equip. Co.;. 1. Gross, Standard 
Office Equip. Co., New York City; Victor Scheinman, Cole 
Steel Equip. Co.; Frank Pilraar and Stanley Soltz, Appollo 
Staty. Co., New York City. 


12. Jerome Fleishman, Redi-Record Products Co.; Dan Simon, 


S. N. A. Staty. Co., Bronx, N.Y.; Mr. & Mrs. Milton 
(Doc) Doctor, Bernard Klein, Redi-Record Products Co.; 
Seymour Simon and Saul Gruebel, S. N. A. Staty. Co., 
Bronx, N.Y.; Irving Gross, Standard Office Equip. Co., 
Bronx, N.Y. 


13. Sophia Ehrlich, executive secretary, Stationers Assn. of 


N.Y.; Al Pickar, Acme Staty. & Ptg. Co., Newark; F. C. 
Roscher, F. C. Roscher, Inc., Mt. Vernon, N.Y.; Ben M. 
Blatt and Ben Sheinman, Beaver Furniture Co. 


14. Philip Weintraub, Art Steel Co.; Jacob Frankel, Admiral 


Ptg. & Staty. Co., New York City; Irving M. Levy, Art 
Steel Co.; Samuel Magazine, Samuel Magazine & Co., 
Boston; Samuel Katz, Art Steel Co 


15. M. J. Herskowitz, Marnay Sales & Mfg. Co.; Miss Edith 


Stark and J. M. Stark, J. M. Stark & Co., Baltimore, Md. 


16. Albert Gorlin, Dolin Metal Products, Inc.; Julian C. 


Shoor, Burton F. Harrow and J. Brett, Plimptons, Hart- 
ford, Conn.; Ted Picon, Dolin Metal Products, Inc. 


17. Samuel Newman, Stone-Newman Associates; John Van 


Lent and Bob Goss, H-O-N Co.; C. K. Johnson and J. M. 
Stork, Julius M. Stark Co., Baltimore, Md. 


18. Abe Feinzig and Leonard Feinzig, Hammond Staty. Co., 


Inc., Boston; Tom Dunn, Cook’s, Inc.; Sid Feinzig, Ham- 
mond Staty. Co. 
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IN 

LETTER 
LEGAL 
INVOICE 
X-RAY 
LO-FOLDERS 
Sizes 


GUIDE SYSTEM & SUPPLY CO. 


. NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 


335 CANAL STREET 





























“Would you be interested in cutting your filing and finding costs as much 
as 30%?’ Suppose you insisted on your clerks asking that question of 
everyone who came into your store — and insisted on your outside sales- 
men asking that question everywhere they called. Try it and you will find 
a livelier bunch of sales prospects for Guide-O-folder than you ever im- 


agined possible. 


So easy, accurate and fast is filing and finding with Guide-O-folders that 
their value is recognized immediately. With their metal adjustable tabs, 
they are readily adapted to every filing system. And Guide-O-folders glide 
along on the metal frames with finger tip ease, eliminating all the exasper- 


ating tedious tugging and hauling of ordinary folders. 


You've never sold anything more easily in your life. Put this idea to work 
for you for the coming transfer time. If you aren’t selling Guide-O-folders 


wire or write for complete information today. 
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YOUR CUST 
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OMERS CAN CUT 
lndeteemnaes COSTS 30% 


,4/ THE HANGING FOLDER 
Ps WITH ADJUSTABLE METAL TAB 



















Pat. Pending 
— ®) 
WITH SLID-O-MATIC "7 
DISAPPEARING TOP 
' A personal file, desk high, where information may be kept in- 


stantly available. The Slid-O-Matic top completely disappears at 
a slight push of the finger. It slides back into place with equal 
ease. Gray or green finish. Sturdy all steel construction. Mounted 
on rollers, the Guide-O-file can be moved about as required. 


The Guide-O-file is equipped with 25 Guide-O-folders complete 
with adjustable metal tabs and an assortment of inserts for tab 
headings. Guide-O-file is also available without the stand. 


Filing Supplies 

GUSSCO dealers fill more than 95% of their custom- 
ers’ requirements right from stock reducing the 
amount of “specials” to the minimum. But when 
“specials” are needed, GUSSCO is geared to do a 
real job. The GUSSCO Line, item by item, is sound, 
quality merchandise. You can pay more but you can’t 
buy more value. Priced to meet all competition and 
still permit you a good square profit. The GUSSCO 
Line is a sales and profit combination you just don’t 
beat. And, GUSSCO is sold thru dealers only. Now 
is the time to order your stock for the transfer period 


OPEN SHELF 
FOLDERS & GUIDES 
are now available 





just ahead. 
an 
STEEL ran FIBRE BOARD TRANSFER FILES 
Your customers know that all the records they make are necessary 


and ital to their operations. They also know that all records 
wuld be housed to keep them at their finger tips. That’s why the 
T "RANSFILE low cost method of keeping semi-active and inactive 
I rds grows steadily in popularity. Because all the weight of the 

awers and their contents is supported on steel, TRANSFILE 
Files can be stacked as high and as wide as desired. Shipped flat, 

y fold together easily without screws, bolts or tools. This trans- 
time is the time to really give them a play. 


3 stvies @ 1 3 sizes 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13. N. Y 
A OLey-O 3 an 4 a Dee CLO OO RY -V  A|) | CR  A A ROO), ee eee Oe 1 C) 0 
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Industry News 





Stationers Inc., Observes 
Its Silver Jubilee Year 


Stationers Inc., of Indianapolis, Ind., recently observed its 
25th anniversary year. The silver jubilee called attention to 
the fact that during the past quarter century this firm has 
become one of Indianapolis’ leading businesses as well as one 
of the largest office supply and steel office furniture and equip- 
ment houses in the Midwest. 

During the past year the store interior at 36 N. Pennsyl- 
vania St., now known as the Ober Building, has been en- 
larged and completely redecorated as well as remodeled. A 
new modern type ceiling with recessed fluorescent light was 
installed, making possible a bright shadowless display floor. 
The new display fixtures include some self-service type shelves. 

A new modern store front and display windows were in- 
stalled. 

The store occupies more than 7,500 square feet of street 
floor space and 2,000 square feet of display space on its sec- 
ond floor devoted entirely to showing of Art Metal Construc- 
tion Co.’s steel office furniture. 

More than 15,000 square feet of basement space is utilized 
for departmental stockrooms, as well as various service depart- 
ments. 

Merritt L. Ober is president of the firm and Ceril S. “Cy” 
Ober its secretary. 

Stationers Inc. specializes in loose leaf accounting forms 
and bookkeeping equipment manufactured by the National 
Blank Book Co. and the McMillan Book Co. A large variety 
of forms and trays are available for the larger firms having 
machine posting equipment. Postindex Co.’s visible records are 
recommended for sales records, production, inventory, credit 
and collection records. 

In addition to the large office supply department a broad 
line of filing supplies by Oxford is maintained. 

Stationers offers a complete office planning service for re- 
vision of present layouts or organization of new ones; efficient 
use of working time and working space; desk, chairs, filex and 
modular work stations. 


Start Promotion of Pencil Week 

Lead pencil manu- 
facturers kicked off 
promotion for the 
first Lead Pencil 
Week next February 
by distributing hand- 
bills to visitors at the 
National Stationery 
& Office Equipment 
Association conven- 
tion in Chicago. The 
handbills featured a 
personified cartoon 
drawing of “Mr. Pen- 
cil,” who urged deal- 
ers to “cash in on 
profits from pencils” 





ANDO NOW THEY VE 
EVEN NAMEO A WEFL 
AFTER ME / 






during the first industry-wide sales push 

As part of an expanding promotional program started three 
years ago, the Lead Pencil Manufacturers Association decided 
to conduct a Pencil Week during the last week in February 
each year, beginning in 1958. Banner & Greif, New York 
public relations firm, was retained in September, 1953, to con- 
duct a consumer publicity program and will also conduct the 
special week. 

Pencil Week activities will be concentrated around dealer 
marketing and sales aids, plus publicity material aimed at the 
press, radio and television. Newspaper advertising mats, count- 
er displays, window streamers, direct mail pieces and how-to- 
use charts will be made available to dealers. 
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Queen Elizabeth - invests John S. Coleman with rank of 
honorary Knight Commander. 


Coleman 
Knighted 
By Queen 





John S. Coleman. . . inspects 
decoration bestowed upon him 
by the Queen 


John S. Coleman of Detroit, president of the Burroughs 
Corporation and chairman of the board, Chamber of Com- 
merce of the United States, was appointed by Queen Elizabeth 
If as an honorary Knight Commander of the Civil Division, 
Most Excellent Order of the British Empire, in an investiture 
ceremony at the British Embassy in Washington, D.C. on 
October 19. 

rhe honorary title of Knight of the British Empire was 
granted in recognition of Mr. Coleman’s “outstanding services 
in the cause of Anglo-American friendship and understanding,” 
according to the citation, principally in the sphere of British- 
U.S. trade relations and international trade generally. 





O’Neill Heads Columbia Steel Advertising 

Walter J. O'Neill, formerly assistant advertising manager of 
C. H. Wheeler Manufacturing Co., Philadelphia, has joined 
Columbia Steel Equipment Co. as advertising manager. 

Frank Puckett, sales manager, said that Mr. O’Neill’s duties 
will consist chiefly of co-ordinating Columbia’s external adver- 
tising, direct mail, catalogs, special literature, dealer helps and 
general promotion with the company’s energetic sales program. 
Mr. O'Neill will work closely with Bub Advertising, Inc., 
Columbia’s agency. 
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Recessed Front... 
of the building is set 
off by bronze stainless 
steel. The facade is 
composed of large 
plate glass window 
panels extending tc 
the roof and divided 
by stainless stee! 
beams. On wires is 
suspended the distinc- 
tive Addo-x logo. 





Addo-x Opens Striking 
Building in New York 


A unique contribution to the new look of things around 
New York’s Park Ave. . . . a dramatic exponent of modern 
architecture with Swedish overtones . . . was unveiled on Octo- 
ber 23 by Addo-x Inc. when it opened its new building at 
Park Ave. and E. 49th St. 

George Agrell, board chairman of Addo-x Inc., the Ameri- 
can branch of the Swedish office machine manufacturer, AB 
Addo, presided at a series of events, including a reception for 
newspaper and magazine editors and the appearance of Swed- 
ish diplomatic, consular and trade representatives. 

“We are very happy at the reception America has given 
us,” Mr. Agrell stated, “and we want to say ‘thank you’ at 
this Swedish-type party. Due to an aggressive expansion pro- 
gram at the Swedish plants, matched by equally ambitious 
sales and organizational efforts on the part of our American 
staff, we have managed in a few years to build a devoted 
distribution network which spans the entire United States, and 
we now have sales in the neighborhood of $5 million. 


Have Faith in America 


“The fact that we have been able to build our own head- 
quarters, with room for expansion, is the best testimony of 
our faith in the ever-expanding American economy.” 

The distinctive new Addo building was designed by the 
Swedish architect, Hans Lindblom, and his associate, Oscar 
Nitzchke. It will serve as both the showroom and general 
offices of Addo-x Inc. 

Addo-x Inc., headed by N. Gosta Arnheim, president, is 
a subsidiary of the Addo Machine Co., Inc., which acts ex- 
clusively as sole United States importer, and is in turn a sub- 
sidiary of the Swedish calculating machine manufacturer, AB 
Addo of Sweden, which operates six plants in Sweden, one 
in England, one in Brazil, and has branches, agents and sales 
representatives in a hundred countries throughout the world. 

Established in the United States right after the end of World 
War II, Addo Machine Co. sarted out on a rather modest scale 
owing to limited production in Sweden of the Addo-x 10-key 
adding machine, which had to be equitably allocated among 
its many export customers, some of which had a 30-year 
seniority over the American newcomer. 


George Agrell Guides Firm 


The spectacular success of the Swedish “Addo-x” adding ma- 
chine in the United States is largely the work of an imaginative 
young member of the controlling Agrell family who came to 
this country seven years ago, George Agrell. 

It was not until 1949 that George Agrell decided that the 
largest and most challenging export market for the Addo-x 
adding machine was the United States. As a result of his 
decision to tackle this market, ht .me here in 1950 to estab- 
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Entire Floor . . . is of 
light, rose-colored 
tile. Emphasis is 
placed on use of light 
and clean, flowing 
lines of stairway and 
displays for a striking 
appearance 


Plexiglass Stands .. . 
display products of 
the company. To fur- 
ther enhance the dis- 
play, these stands are 
positioned over light 
boxes set in the floor 
and are further high- 
lighted by spotlights 
located on the under 
side of the balcony. 
The illusion that the 
machines are floating 
in air is thus a- 
chieved 





lish a permanent home for his family and to set up business 
headquarters. 

Realizing the truth of the slogan, “Service before Sales”, he 
arranged first for Swedish mechanics, thoroughly familiar with 
the Addo equipment, to join his organization, and to set up 
amply equipped service facilities and spare parts inventory in 
Manhattan. 

Only then was he ready to start building a strong distribu 
tor organization for the sale of his Addo-x 10-key adding 
machine, and during the next few years of extensive traveling 
to all parts of the country, set up a network of expert repre- 
sentatives. 

From this nucleus, George Agrell has built an organization 
which today consists of over 1,000 distributors and dealers. 
Besides the new Addo-x headquarters in New York, the Addo 
Machine Co. has two other subsidiaries in the United States: 
Addo-x Sales Corp., Chicago, headed by John Berg, president; 
and Western Addo Machine Co., Inc., headed by Ernie 
Thornton, president. 





Quality Park Promotes Christianson 

In addition to his responsibilities as head of the advertising 
and public relations department, John N. Christianson has 
been named vice-president and general 
sales manager of the Quality Park En- 
velope Co. 

Mr. Christianson, with a B.A. degree 
from the University of Minnesota and 
an LL.B. from the University of Wis- 
consin, served as a member of the legal 
staff of the Minnesota Supreme Court 
and was later associated with Brown & 
Bigelow in sales promotion work in Chi- 
cago, Detroit, Columbus and Kansas 

J. N. Christianson City. He joined Quality Park Envelope 
Co. in 1952. 
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“We buy all i 
office supplies... 
even typewriters and 
adding machines... 
from our 


PENDAFLEX man.” 


pees PenpaFLex filing systems bring dealers 
immediate high returns. In many cases, dealers find 
their PENDAFLEX customers become constant sources of 
sales, because they tend to purchase all office and filing 
supplies from their Oxford dealer. This extends to 
typewriters, office furniture, and other high-profit items 
as well, 

To help you sell more sales-building PENDAFLEX sys- 
tems, Oxford offers a strong program of dealer support. 
National advertising carries the PENDAFLEX story to all 
levels of office management. Special dealer sales-training 
program orients you and your salesmen for most effective 
PENDAFLEX presentation. 

And remember! Every PENDAFLEX system is dealer sold! 
For full facts on Oxford Penpartex filing systems and 
complete line of filing supplies, write or phone today! 
Oxford Filing Supply Company, Inc., 110 Clinton Road, 
Garden City, New York. 


Oxford 


FIRST NAME IN FILING 


AA pt he sf a By 


OXFORD FILING SUPPLY CO., INC. 


Garden City - NewYork + St.Lovis + Chicago - Los Angeles 
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Stationery 


The stationery department of 
newly-remodeled San Diego 
Office Supply & Equipment Cc 
store, San Diego, Calif. A fea- 
ture is the lighted ceiling which 
gives a diffused, almost day- 
light effect. 


San Diego Firm 
Keys Remodeling 
To Three Rules 


To those who plan to remodel, the San Diego Office Supply 
& Equipment Co., San Diego, Calif., makes three suggestions: 

@ Keep your fixtures (all of them) down to eye level... 
have the shelves slope . . . use a neutral color. 

@ Don’t spare money on lighting . . . have it more than 
adequate. 

@ Modernize your front . . . keep it simple, but distinctive. 

That this is no idle advice can be appreciated from the fact 
that R. L. Sturgeon of this firm stepped forward at the recent 
NSOEA convention banquet to receive the IBSA award for the 
best modernization job completed in the past year by a mem 
ber.store. 


Objectives Are Met 

Here, in brief is what the firm accomplished in its remodel- 
ing: 

FRONT—Complete remodeling including installation of 
floor-to-ceiling glass the full width of 85 feet, gradually slop- 
ing inward from each end to accommodate a pair of four-foot 
glass doors. This left two upright supports outside the enclosed 
area. These were furred to equal size and covered with gray 
and blue terrazzo, as was the entrance to the door. 

COLORS—tThe inside color scheme is Indian red, canary 
yellow and warm light gray. All fixtures are painted gray. 

FIXTURES—tThe loose leaf department was moved under 
the office balcony and housed in adjustable six-foot shelves. 
Greeting cards and gifts were moved near the front of the 
store. While many new fixtures with slanting adjustable shelves 
were added, all of the former adjustable shelf counters were 
utilized by adding a six-shelf adjustable unit to the top of each. 
All were equipped with glass partitions and aluminum label 
holders. 


Fixtures Kept Low 
A San Diego fixture company helped design fixtures for 
fountain pen desk sets, typewriters, blotter pads and typewriter 
stands as one goal was to keep all fixtures low (not over 54 
inches high) so there would be good visibility all ovcr the store. 
FURNITURE DISPLAY—The executive furniture show- 
room was kept a part of the whole picture, yet separated by 
specially-made woven hangings and screens. With the addition 
of plants, heavy carpeting, wood paneling and burlap walls, 
this area has received many favorable comments. 
LIGHTING—In remodeling the high ceiling, it was painted 
a glossy white. Long fluorescent tubes were hung from the 
ceiling and double translucent panels and acoustic tiles (which 
are removable) were installed. This gives a diffused, almost day- 
light, effect. At night because of the high front windows, the 
whole ceiling lights up with a brilliance which*can be seen 
from a half a block away. 











Office Furniture 











tS 
aa 


& « 
R. Lester Sturgeon, president and general manager, is seated 
in one of the furniture display rooms where plants, heavy 


carpeting, wood paneling and burlap walls create a pleasant 
atmosphere. 


Office Machines 





-. 


Close-up view of the duplicating machine department where 
colorful pegboard panels show each process right beside the 
piece of equipment on display. (Pictures courtesy of The Pa- 
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I’m glad I work at TIDEWATER OIL COMPANY 


i { 


Modern coloring and functional 
design. That was the specifications 
listed by Tidewater Oil Company for 
office equipment for their Middle 
Atlantic District Marketing Head- 
quarters, Suburban Station Building, 
Philadelphia. 


As pictured, specifications were not 
only equaled but surpassed. Beige is 
the smart equipment color scheme 
and the equipment is functionally 


\ ... we selected PEERLESS OFFICE FURNITURE 


correct . . . for the equipment is by 
Peerless. In addition, floors are beige 
and gray, walls are beige, too, with 
just a touch of decorator green and 
red. 


Sell functional design and your 
best bet is to sell Peerless. Sell 
Peerless and you can sell a wide range 
of contemporary colors. Sell color and 
you'll sell big installations like this. 


it may be that the valuable Peerless 
Franchise is still open in your 
territory. Ask for the facts. We'll be 





PEERLESS 


glad to talk it over. 


STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK CHICAGO HOUSTON LOS ANGELES 





a metal desk, file or table for every office need —— 


SRB FAR RPeean 
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Literalor 75 


Automatic feed * Hand brush 
inking * Post card to legal size 
$99.50 Tax and counter extra 


Bulletins, office forms, direct mail, 
house organs, catalogs . . . there is 
no limit to the versatility of precision- 
built Speed-0-Print stencil duplicators. 
Anyone can produce sharp, clear, 
professional-quality copies—from ten 
to ten thousand, and in color, if 
desired—quickly and economically. 





Speed-O0-Catinet 


Duplicator base and handy util- 

ity cabinet. Top provides over 

5 sq. ft. of working surface . 
$77.50 


Nebuxe Scopre 


Illuminated drawing 
board for hand work on 
stencils. Adjustable to 
any position . . . $49.50 


f-—-—-—-———--—_- 





SPEED-O-PRINT, STENCIL DUPLICATORS 


7) od 1 1 © el ee Old 





Simplicity of operation, dependable 
performance, sturdy construction, 
long life . . . these are some of the 
extra-value factors that have made 
Speed-0-Print known the world over 
as “The World’s Finest Duplicators 
at the World’s Lowest Prices.” 


Send today for 
ILLUSTRATED CATALOG 
describing the complete Speed-0-Print 

line of stencil duplicators 
and accessories. 





‘ Duplicator . 
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Liberator 50 


Feature-packed Post Card-Menu 
. . $44.50 plus tax 














Hite Catinet 


Accommodates 400 sten- 
cils or offset plates. Max- 
imum protection, easy 
storage .. . $49.50 





CUT COSTS 








hiterator 400 


Automatic roller release * Any 
weight paper to post card stock 
Automatic brush inking...$149.50 
Tax and counter extra 





biterator 3200 


Electric operation 
Closed cylinder * Two 
speeds * Up to 6000 
copies per hour * Auto- 
matic brush inking .. , 
$399.50 Tax and counter 
extra 





biterator 200 


5000 copies per hour ¢ Hairline 
registration * Perfect for multi- 
ple color work . . . $199.50 Tax 
and counter extra 


SPEED-O-PRINT CORPORATION 


1801 W. Larchmont Ave 


in Canada 





Chicago 13, Ill 


SPEED-O-PRINT (CANADA) LTD. 


641 CRAIG ST WEST 
MONTREAL, QUE., CANADA 
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— DELIVERY TRUCK IN FRONT OF STORE SYMBOLIZES NEWARK FIRM’S EXPANDING OPERATION | 
New Jersey Firm Set for Volume Operation | 
Newark, N. J 


@ A streamlined commercial stationery and printing opera- 
tion, ready for ever-increasing volume business, was on 
exhibition in the two-day open house of the New Jersey Office 

Supply Co., 401 Frelinghuysen Ave., Newark, 


OA N. J recently. 





staff [The occasion marked the opening of newly 
decorated and enlarged showrooms, ) 
report \ tour of inspection revealed the orderly ar 


rangement of row after row of open steel shelving 
for storage of stationery products in the stockroom. From 
there, on through the order filling and packing department 
to an efficient shipping room, the emphasis is on speedy transi- 
tion of the customer’s order to delivery. Seven trucks are op- 
erated over a range of some 30 miles. 

Next to be seen was an important unit of this hard-hitting 
organization — a modern, fully-equipped printing department 
containing offset, letter press and rotary snap-out machines, a 
large camera for plate-making operations, and a bindery. This 
department is capable of handling all forms of commercial 
printing under the management of Allen P. Glass. 

Partners Arthur Wishengrad and Gerald Weiner, together 
with Al W. Gurner, executive in charge of purchasing, plan- 
ning and sales, decided on the program of modernization and 
showroom expansion in order to show office furniture, equip- 
ment, office machines and supplies, and stationery products in 
orderly groupings. 

Emphasis is thus better placed on the products of such firms 
as DeJur-Amsco Corp., Gestetner Duplicator Corp., Ditto, 
Inc., Copycat Corp., Security Steel Equipment Corp., Columbia 
Steel Equipment Co., Cole Steel Equipment Co., Art Steel Co., 
Hillside Metal Products, Inc., Victor Safe & Equipment Co., 
Lyon Metal Products, Hamilton Mfg. Co., Royal Metal Mfg. 
Co., and many others. 





Steel Office Furniture .. . is attractively displayed in New 
Jersey Office Supply Co. refurbished showrooms. 








DUPL ATING 
PRINTEO (COR 








Warehousing .. . is done efficiently by the Newark firm. Re- 
Machines Division . . . emphasizes duplicators, dictating ma cently-added to the facilities is an adjoining building of 
chines and other tools of the modern office 10,000 square feet of floor space for bulk warehousing. 
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Jerry Nelson . . . of St. Paul Book & Stationery Co. works the 
controls for drapes, light, television, radio, phone and tempera- 
ture in the Stow & Davis Sigmacon Mark II office. Note strik- 
ing panel of prints available from Executive Furniture Guild 
dealer members. 











Werren Long . . of Sperry Office Furniture Co. is seated at a 
General Fireproofing Co. desk in autumn haze color. Chairs by 
Weston-Nielsen Co. have tapered legs in executive type. Lamps 
are from Laurel. 





. of St. Paul Book & Stationery Co. in the 
Steelcase display office of his firm. This is a convertible unit 
designed to give the executive plenty of working and confer- 
ence space. 


Howard Mason . 





G. Hadley Miller . . . of Farnham’s Book & Stationery, St. Paul 
store, appears in model office display of Art Meta! 1800 line 
furniture with tan Hammertone finish of executive overhang 
desk and matching credenza. Chairs are Art Metal also. The 


office is partitioned by Art Metal L-unit panels 


92 












Thomas E. Carpenter . . . president of Sperry Office Furniture 
Co., is seated at Alma desk of European cherry and American 
walnut in his firm’s exhibit. Looking on at left is William Back 
of W. H. Gunlocke Chair Co. The chairs are Gunlocke Momen- 
tum in solid walnut with Scotch mill leathers. Arnot walnut 
partitioning is used. Lamps are from Stiffel and Laurel 


‘Better Offices’ 


St. Paul, Minn. 


@ Six St. Paul (Minn.) office furniture and equipment dealers 
joined in an impressive showing of “better offices” in the 
Bremer Arcade October 14-18. 

This was a display of the latest in business and professional 
office furnishings with emphasis on office design, color and 
efficiency. 

Showing two offices each—one with wood and 
OA one with steel as the motif—were Farnham’s, 
staff Curtis 1000, Inc., Sperry Office Furniture Co., 
McClain & Hedman Co., Leslie Schuldt Co., and 
report St. Paul Book & Stationery. 
In addition, a directors’ room was set up with 
a directors’ table and chairs of different models furnished by 
participating dealers. 

Of interest, too, was the department which featured various 
office machines, supplementary furniture, and equipment to 
demonstrate the different methods available for filing. 

Participants in the auxiliary displays and the over-all exhibit 








Farnham’s . . . wood office uses Standard Furniture Co. Forma- 
tional line as designed by Bill Sullivan in white steel frame 
and white Formica top. Chairs in the Formational line are 
colorful in Indra red with white frames and walnut arm rests. 
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shows the Work-Organizer feature of a Shaw 
Chairs are by Harter in U.S. Naugahyde 
and green Mansfield fabric upholstery. Treasurer’s Fire File is 
ible 80 file system. Soundex partitions are 
rom G. & R. Products. Round wire 100% wool tweed carpet 
by Philadelphia Carpet Co. Note sunburst design of unlined 


jlas jraper 


Sterley Jerue 
Walker stee Je 


equipped with 


Shown in St. Paul 


besides the six dealers were American National Bank, Holm 
& Olson (florist), Northern States Power Co., Northwestern 
Bell Telephone Co., International Business Machines Corp., 
Burroughs Corp., National Cash Register Co., Olsen Photo- 
graphic Supplies, Inc., and Thermo-Fax Sales Corp. 

Whole-hearted co-operation was evident among the dealers. 
Bob Jerue of McClain & Hedman appeared in a radio inter- 
view, recorded by a St. Paul station and giving the show good 
publicity 

The mayor of St. Paul issued a proclamation setting forth 
the advantages of “Better Offices St. Paul Week.” 

Gracious hospitality of the dealers and the attractiveness oi 
the displays made a lasting impression on the visitors. Each 
guest was met by a hostess and offered a program. Salesmen 
escorted the guests around the exhibit and described the im- 
portance of lighting, seating and office environment in a way 
which was unselfish and non-competitive. 

Out of the experiment will probably come an annual co- 
operative effort in promotion of the businessman’s home away 
from home—the office. 





Floyd Kongsvik . . . appears in Curtis 1000 model office feo- 
turing Profile group by Imperial Desk Co. with chartone walnut 
finish. Executive desk, credenza and secretarial desk are fea- 
tured. Chairs of quarter-grained walnut are in beige Nauga- 
yde and charcoal brown 
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sits at Document suite desk by the Leopold Co 
in McClain & Hedman display. Shown are movable walls by G 
& R. Products. Chairs are B. L. Marble’s newest design. The 
clock is the new G. E. Sunburst model. 


Bob Jerue ... 





Jasper Office Furniture Co. . desk dominates this Leslie 
Schuldt Co. model office. Milwaukee Chair Co. seating is used 
in the attractive walnut wood setting. 








Leslie Schuldt . . of Leslie Schuldt Co. stands beside a Bentson 
desk. Chairs are by Sturgis. A gold tone background adds to 
the attractiveness of this office in steel 





Bruce Richards . . . of Federal Stationery Co. finds comfortable 
working stance in the Globe-Wernicke desks exhibited by Curtis 
1000, part of the complete setting of Globe-Wernicke execu- 
tive Techniplan 
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The “addo-x” adding machine is a product of the 
famous Addo Company, serving businessmen through- 
out the world. Produced by skilled Swedish hands, 
precision engineered and manufactured, the ‘‘addo-x”’ 
is backed by years of research and manufacturing 
experience. ‘‘addo-x” is backed by the West European 
quality seal, a symbol guaranteeing dependability. 
“‘addo-x"’ is backed by intensive promotion, designed 
to give dealers the utmost sales assistance. For 
more sales per demonstration and more profitable 
repeat sales, you should handle “addo-x”’, the adding 
machine with many extras. For further information 
and details regarding open territories, write today to: 
“‘addo-x inc’’-—300 Park Avenue, New York 22, NY 



















0 West turopeon 


quality product 
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Adler proudly adds the new “Electric” typewriter to 
its world-famous line of dependable typewriters. Like 
other Adler machines the “Electric” is precision en 
gineered by West German craftsmen for absolute 
dependability. Many exclusive features include: 6 ex- 
tra characters on the standard keyboard. Three way 
touch control, facilitating change-over from manual 
operation. Interchangeable carriages. Wide selection 
of type sizes and styles. Automatic dotting, under 
scoring and backspacing. Now even greater oppor 
tunity to increase sales and profits with Adler “Elec 
tric’. For further information and details write to: 
‘“‘addo-x inc’’—300 Park Avenue, New York 22, NY 





0 West turopean 


Quality product 
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C. T. HARBIN, SR. 


Office Machines . . . department at Harbin’s 


Harbin’s Makes Service a ‘Package Deal’ 


@ There’s another rags-to-riches story unfolding in the Deep 
South. This time, the site is Montgomery, Ala., known as 
“The Cradle of the Confederacy.” The Cindereila role is be- 
ing played by good-looking Charles Harbin Sr., proprietor of 
Harbin’s, 70 Commerce St. 

Charlie Harbin’s career began about 35 years ago when he 
took on his first major job—selling Dalton adding machines. 
Remington-Rand had him for awhile, and then he settled in 
Montgomery after the Depression leveled off in the mid-30’s. 
In 1949, he resigned his post with a local stationer and office 
machines dealer and struck out on his own. 

Today, Harbin’s is accepting compliments on the shiny new 
store that contains more than 30,000 square feet of things for 
the office. The three-story building at 70 Commerce was the 
site of a formal opening this summer 


Complete Service Given 

The answer? “A package deal,” Mr. Harbin says, “and 
service to back it up,” makes Harbin’s attractive to Central 
Alabamians. “We are the only store in the area that can give 
a man typewriters, adding machines, dictating and duplicating 
equipment, furniture, supplies, printing and a machines service 
contract. Sometimes, we even find a secretary for the cus- 
tomer,” he continued. 

When Harbin and Tom Kelley opened a little store a mile 
from downtown eight years ago, they had only experience 
and a large list of contacts to back them up. The purchase of 
a mill close-out of desks, and a resulting sale, was the shot in 
the arm that brought them downtown 

Later, Harbin purchased Kelley’s interest, and followed with 
a move to a corner location on the “Wall Street” block of 
Montgomery’s Commerce St., where three banks and several 
office buildings are located. 

“Good merchandise at good prices zoomed the volume and 
publicized the firm, too,” Charles Harbin Jr., his son and 
present sales manager, declared. 


Trucks Kept Busy 


“And one thing Mr. Harbin hammered on constantly was 
service. We burned out two delivery trucks in as many years. 
Service is still his pet peeve, and the delivery staff has been 
quadrupled. The first of the year, I imagine he will expand 
that department again, because Doug Turnipseed, who is in 
charge of all shipping, declares it is now a physical impos- 
sibility for his men to move the merchandise daily. Our trucks 
are making nine hours of constant delivery daily, pausing only 
to reload.” 

Old pros in the southeast who represent manufacturers who 
have helped Harbin’s grow by keeping lines open when com- 
petition demanded otherwise, declare admiringly, “You have 
to get up mighty early in the morning to get ahead of Charlie 
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Office Furniture . . . department in new store. 


Harbin. And even then, you find out he’s been up long before 
you have.” 

Harbin’s four moves sound like it may mean lack of fore- 
sight. The genial owner admits it was. “No matter how much 
faith we had in ourselves,” he smiles, “how did we know we 
would triple our staff and quadruple our volume in the last 
four years?” 

It hasn’t been an easy job. Long hours, laborious week ends, 
constant promotions, opportune buying, discounting of bills, 
short-profit for quick turnover—all have been contributing 
factors. The interests of six office equipment men, spread over 
four firms, have been bought out by Harbin. Three of these 
men now are working for him. 


Steelcase Inc. Appoints Three 

Steelcase Inc., has appointed three men to new territories. 
Bert M. Baker, who joined Steelcase in early 1955 and has 
been employed in the expediting department, will transfer to 
New York City where he will join James Millar in representing 
the company among metropolitan New York dealers. 

George Reinhard, who joined the Steelcase staff this past 
summer, has been appointed as a sales representative to cover 
the states of Kansas, Missouri, Oklahoma and Colorado. 

Austin S. Veltman, who has served for a number of years 
in the Steelcase engineering, sales, contract and order depart- 
ments, has been appointed to represent the company in outstate 
New York and parts of Pennsylvania. 
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NWine-to-Five helps Wm. F. Hindley Co. grow 


+ a Sieg 
a 








and Robert David Carr & Company takes a well-deserved bow! 


Last year, the Hindley Co. celebrated its 30th anniversary and Trenton, N. J., 
saluted one of its most progressive mechanical contracting firms. 1956 was 
also remarkable in this fast-growing organization’s forward-looking program 
by its acquisition, through Mr. Carr’s efforts, of a functional Nine-to-Five 
installation. Here, in comparatively small space, is a complete control and 
accounting department handling many operations and a payroll for 150 per- 
sons at peak periods. Proof positive that Columbia’s concept of modular office 
furniture is not only attractive, arrangeable and space-saving but intensely 
practical. 

Nine-to-Five and standard furniture as well as 

famous Columbia filing cabinets are sold only 

through authorized dealers. You are cordially in- 

vited to discover how you may make more satisfied 

customers through a Columbia affiliation. Write 

for information. 


Columbia Steel-Equipment Company 


FORT WASHINGTON, PENNSYLVANIA 
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Columbia Ribbon & Carbon 
Completes New Building 


@ Columbia Ribbon & Carbon Mfg. Co., Inc. has just passed 
another milestone in its long history of progressive expansion 
with the completion of Building No. 6, the latest addition to 
its modern plant facilities in Glen Cove, N.Y. 

Columbia has come a long way from garret to greatness. 
Organized more than 50 years ago, its first home was in a 
downtown Manhattan loft where the initial manufacturing 
efforts were confined solely to carbons and ribbons. 

This humble beginning was the embryonic phase of a com 
pany which is today recognized as a leader in the industry. 
The early years were noteworthy for unremitting hard work 
inspired by optimistic faith in the future in the face of hard- 
ships, privations and catastrophes. 

A disastrous fire in the winter of 1918 all but annihilated 
the infant company. When the fire was over, Columbia was 
a shambles, but dogged determination to carry on kept the 
company in business. 


Volume Was a Dream 


It is interesting to note that Columbia was established at 
a time when the carbon and ribbon industry as we know 
it today — was just an optimist’s dream. For instance, in 1910 
— according to available statistics there were approximately 
two million typewriters throughout the nation, a far cry from 
the number in use today. 

The latest Department of Commerce figures disclose that 
one and a half million typewriters were sold in 1956 alone. 
This does not, of course, include the multitude of other ma- 
chines developed in recent years, calculating machines, adding 
machines, cash register and accounting machines, bookkeeping 
machines and teletypewriters, all of which require ribbons 
and/or carbon paper in their operation 

Although the carbon and ribbon market at the turn of the 
century was meager in comparison with today’s, there was a 
steady growth in the new Columbia Company apparent from 
the first moment of its existence. The years brought many 
changes — always progressive ones and finally in 1929 


Columbia outgrew its metropolitan confines altogether. Con 
tinued growth demanded more room for expansion. 

The site chosen for factory re-location was a three-acre 
tract in Glen Cove, a city on Long Island’s north shore. Co 
lumbia’s new location was ideal since it combined the ad- 
vantages of a suburban location with easy access to New York 
City transportation facilities. 





Electronically-controlled . . . one-time carbon coaters produce 
enough Columbia one-time carbon to reach from New York 
to the Antarctic. 
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Columbia . . . uninked silk gauze typewriter ribbons were used 
in the ribbon-cutting ceremony which marked the official open- 
ing of Building No. 6, Columbia’s latest addition to its mod- 
ern plant facilities. F. R. Nichols, board chairman, does the 
cutting, while H. B. Holmes, executive vice-president, and 
John D. Edwards, vice-president of sales, look on 


New products were developed. In 1939, Columbia an 
nounced its Ready-Master unit with patented single unit con- 
struction. Continuous Ready-Masters were made available. 
World War II, however, gave added impetus to the expan- 
sion program. The war years brought spirit duplicating into 
its own, and saw the general adoption of offset duplicating 
for many of the nation’s paperwork problems. 

Columbia established the Colitho Division of offset dupli- 
cating plates and supplies in 1946. Greater emphasis was 
placed on quality control through the establishment of a qual- 
ity control department with all the latest modern testing de- 
vices. A new processed back took the “curl” out of carbon 
paper. Carbon paper ribbons were introduced. Through a long 
list of accomplishments these were the busy years. 

Like Topsy, Columbia just “growed and growed”. Building 
No. 4 was erected to provide an additional 16,000 square feet 
of warehouse space. The new warehouse was planned and 
built entirely by Columbia men. In 1954 two-story Building 
No. 5 was constructed and presently houses the Colitho Divi- 
sion, the printing plant and box making department. A class- 
room was included in the plans and equipped with all the lat- 
est office machines, permitting the Columbia sales divisions 
to conduct sales training classes. 


New Facilities Needed 


In 1956 it became apparent that additional plant facilities 
were a “must” to keep pace with the rapidly growing market. 
A concentrated program of research with the resultant intro- 
duction of new products and the addition of production ma- 
chines equipped with the latest electronic controls simply de- 
manded more space. 

Building No. 6 was completed early in 1957 and increased 
plant capacity by more than 35%. This new building already 
contains the engineering department which designs and builds 
90% of Columbia’s special production equipment. The ship- 
ping department has been divided. All bulk shipments will be 
handled from the new building; thus expediting all deliveries. 
One-third of the available space has been allocated for ware- 
housing purposes, and a new receiving dock has been built, 
144 feet in length, which can simultaneously handle the load- 
ing and unloading of a dozen trucks 

Thus, today Columbia Ribbon and Carbon Manufacturing 
Co., Inc. has come a long way from its infancy in 1905. Today 
there are branches in every major city in the United States, 
a subsidiary manufacturing plant in Duarte, Calif., and thou- 
sands of dealers all over the world. Columbia ribbon and 
carbon products are also manufactured ix plants in London, 
England; Milan, Italy; Sydney, Australia; Toronto, Canada; 
Buenos Aires, Argentina; Sao Paulo, Brazil; and Zurich, Switz- 
erland. All this is the result of a business venture that started 
in a New York City garret. 
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“Wonderful ! 


1957 by 
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GUNLOCKE CHAIR 


keep the chair.” 


then I'll tell him you'll 


COMPANY, 







P. S. to dealers: 
A trial is all it takes 
to sell Gunlocke. 
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WAYLAND, NEW YORK 
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We are proud to announce a 


new line of 


A, B/and C label 














| = new Meilink safes incorporate design and con- 


struction features growing out of more than half a cen- 
tury of fine safe making. They will be ready for you to 
introduce to your customers in the near future. They 
carry the following labels: 

Underwriters’ Laboratories A, B and C Labels 

Underwriters’ Laboratories 1-20 Tamper Resistant Door Label 
Underwriters’ Laboratories Re ing Device Labe 

i ation A, B and C Labels 


Safe Manufacturers Nationa 


i are some of the advanced features to be noted: 


Bolt-O-Matic Dor-Guard prevents locking of combination 
or bolts while doors are open or when doors are not closed 
in proper left-right sequence. Also prevents jamming of 
right and left bolts in case of improper door closing. 

New exterior body design with clean, smooth, right-angle 
look. Newly designed base enclosure complements the 
clean right-angle look. 

New concept of combination dial design embodying ac- 
curate dial control and protection against prying eyes. 
Newly designed black-and-chrome handles. 

Decorative rectangular polished metal handle plates 
Decorative vertical polished metal door and hinge trim 


strips 


STEEL SAFE COMPANY 
TOLEDO 6, OHIO 


A, B and C LABEL SAFES, HOME VAULTS, INSULATED FILES, 
BUSINESS MACHINE AND TYPEWRITER STANDS 
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Wholesale Stationers 





(Continued from Page 69) 


trated on. A merchandising portfolio is given each of the men 
with presentation material that features “hot items”, “special 
deals”, and other promotional items.” 

Ray Kauffman, Eastern Toy Distributors, Inc., Philadelphia, 
Pa. — “A good salesman must know his dealers, their business 
and the kind of people that his dealer sells to. A good sales- 
man should also know as much as he can about his competi- 
tion”. 

Ralph Soulby, Eberhard Faber Pencil Co., on the subject of 
“Co-operation” between the wholesaler and manufacturer — 
“The wholesaler should take full advantage of the selling tools 
which the manufacturer makes available to him. Promotional 
and display material among other aids, ought to be used to 
their greatest advantage”. 

Mr. Soulby told of the WSA national convention to be held 
in New York City next March and urged everyone present to 
help make it the biggest and best yet. 

William Wilson, Puritan Stationery Co., New York City — 
“The service wholesaler should be able to offer he:p to a re- 
tailer in planning self-service units and other merchandising 
units”. 

George A. Tice, editor, Geyer’s Dealer Topics — “Before a 
wholesaler can enjoy good business relationships with his deal- 
ers he must analyze and know their problems as well as he 
does his own”. 


Sees Potentia! in Toys 

Cy Bernstein, editor, Toys and Novelty ‘iag e — “The 
toy market has an unlimited potentia! he vast increases 
in population. More wholesalers ougi' \L cxpiore this growing 
market”, 

Richard Osur, Rochester Stationery Co., Rochester, N.Y., 
on the topic of “Why Buy from a Service Wholesaler” — “The 
retailer gains these benefits when he buys from his wholesaler: 
— 1. Faster turnover, 2. More convenient packing, 3. Sales 
assistance, 4. Reduced operating costs, 5. Less credit restric- 
tions, 6. Better deliveries”. 

Harry Yager, David Kahn, Inc. — “The many demands 
being made on the manufacturer by the wholesaler to help 
him sell the manufacturer’s product are a drain on the com- 
pany’s manpower and finances. The wholesaler should co-op- 
erate by doing his share of the job”. 

Joseph Wexelbaum, Red Rope Stationery Industries, Inc. — 
“Holding sales clinics with the wholesalers’ salesmen is a good 
way for the manufacturers to educate these men in the use 
and sales features of a given product. Brochures and counter 
display units are another service which should also be made 
available”. 

Harry Pieper, Scripto, Inc. — “Display racks are of prime 
importance to today’s retailer and the service wholesaler ought 
to continue to supply them to his customers”. 

Louis Oelwang, Scrantom’s Book & Stationery Co., Roch- 
ester, N. Y. — “The manufacturer can help the wholesaler 
considerably by making products and price information known 
to them just as soon as new information is available. This 
enables the wholesaler to keep his catalog, which is published 
just once a year, as up-to-date as possible” 

Lawrence Levine, Reliance Pencil Co. — “Today, many new 
outlets for the sale of stationery items have come into the dis- 
tribution picture such as the supermarket, etc. This poses a 
serious threat to the office supply field and must be met with 
a determined effort”. 


Talks on Profit Picture 


Harold W. Jacobsen, chairman of board of control WSA, 
Associated Stationers Supply Co., Chicago — “The profit pic- 
ture among dealers today is a poor one. Associated Stationers 
Supply Co. in an effort to help their customers offset the profit 
problem, has made available a complete merchandising pack- 
age deal for a store “Brand Name” promotion. Included in the 
package were window displays, advertising mats and many 
other aids which helped the dealer to make the promotion a 
success. 

“The services rendered a dealer by his wholesaler should be 
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with full coating for long wear 
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Smartly packaged: SBeside 
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springtime in your office 
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the luxurious 99 


LOX EL 


ensemblettes 
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soar 


An outstanding series of seating sectionals 
and seat-side accessories. Wide range of 
colors and upholstery fabrics to 
meet the most exacting decor and taste. 
Literature available. 
Consult your favorite dealer. 


 Delmaitor seating corp. 


(Division of Art Stee! Co., Inc.) 
170 west 233rd street, dept. 1, n. y. 63, n. y. 
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more complete, with items like store fixtures included. With 
the help of the manufacturers, the service wholesaler can do a 
bigger and better job throughout the country.” 

A testimonial was tendered David S. Frey, secretary- 
treasurer of WSA, for the outstanding job done during the 
past year. Mr. Frey, in turn, expressed appreciation to the 
committee responsible for arranging the district conference. 
The members of the committee were: 

Lester Madans, Wilson-Jones Co.; Joseph Jaret, Jr., The 
Tuttle Press Co.; Herbert Hooks, Moore Push Pin Co.,; 
Howard Shoemaker, Eberhard Faber Pencil Co.; John Kolb, 
C. Howard Hunt Pen Co.; Fred Griffiths, Jr., Noesting Pin 
Ticket Co.; Robert Shearman, Modern Stationer; Fred Stein- 
hilber, Geyer’s Dealer Topics, and Wallace W. Fisher, OF- 
FICE APPLIANCES. 

A round of social and recreational activities kept the con- 
ference moving along at a full pace. 

For the ladies there were a treasure hunt, putting and 
golfing contests, bridge, and sightseeing tours; for the men, golf 
and horseshoe pitching and for the less energetic souls, televi- 
sion. Both sexes were treated to a reception and cocktail party 
on Saturday evening and following dinner, a stage show and 
dancing. 


Award Prizes in Sports 


Prizes in sports events went to: 


Ladies Putting: — Class A, first, Mrs. Ezra MacIntyre; sec- 
ond, Mrs. Joseph Wexelbaum; Class B first, Mrs. Robert 
Shearman; second, Mrs. Richard Osur. 

Mens Putting — Jim Gilmartin, Dick Osur and Fred Stein- 
hilber 

Mens Horseshoe Pitching — Howard Shoemaker and Louis 
Oelwant. 

Ladies Golf — Low gross honors, in order, to Mrs. Henry 
Levy, Mrs. Sally Pike, Mrs. Max Dreyer and Mrs. Solomon. 

Mens Golf — Low gross honors, in order, to William Mc 


Neill, Dr. Jack Greenbaum and Henry Levy; low net honors, 
in order, to M. H. Chute, Ezra MacIntyre and Martin M. 
Moldow. 

An unexpected highlight of the meeting, at least for the 
recipient, was a baby shower given for Mr. & Mrs. Henry 
Levy, Silver Stationery Co., recent and very proud grand- 
parents. The beaming couple found themselves seated in chairs 
of honor surrounded by baby gifts for Ford Jeffery Levy. 

Not to be outdone, Mr. & Mrs. Louis Oelwant, Scrantom’s 
Book & Stationery Co., Inc., Rochester, N. Y., announced 
their 29th wedding anniversary on Saturday and were sere- 
naded in the dining room by their many friends. 

A very dear friend of the WSA, Miss Marie C. Falco, 
Binney & Smith Co., was not able to be present at the confer- 
ence but very graciously was the sponsor by proxy of a tea 
party for the ladies on Friday afternoon. 


Sheaffer Issues Booklet on Handwriting 


A booklet on handwriting improvement for grade school 
children has been published by the W. A. Sheaffer Pen Co. 

Titled “Sure, | Want To Be a Better Writer,” the booklet 
is designed to help children diagnose their own writing and 
then remedy the faults they find. It has been written by Wes- 
ley E. Scott, Leon Rubin and Matthew Jasner, who are di- 
recting the nation’s biggest remedial handwriting program for 
teenagers, in Philadelphia. They also serve as Sheaffer's hand- 
writing consultants. 

More thin 16,000 students in Philadelphia are taking six- 
month remedial handwriting courses in commercial classes of 
23 Philadelphia high schools. 

“Sure, I Want To Se a Beiter Writer” stresses the five basic 
handwriting faults —icregular slant, impioper spacing, incon- 
sistent letter size, oor alignment and incorrect letter forma- 
tion. It emphasizes legible writing, not “beautiful” writing, ac- 
cording to its authors. 

The new handwriting improvement booklet contains illus- 
trations of legible and illegible writing, with exercises for cor- 
recting handwriting faults. It may be obtained free from the 
W. A. Sheaffer Pen Co., Fort Madison, Iowa. 
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Your smartest move! 


No matter how the shipping is moving — in or out —— SEAL-O-MATIC 


> ~~ has the right equipment for an efficient operation. 


<>. 
= —<_ <> Whether it is opening cartons on a production line or sealing packages 


‘*” > — small mail parcels to super large cartons — look to SEAL-O-MATIC 
for well designed, low-priced guaranteed equipment. 
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it une eee TERS CO Automatic SURWAY Envelope and 
sé 
\ DELUXE”’ Dispenser $19.95 retail Label Moistener 
Brush Sealer Push-down handle, dispenses ‘ $3 75 retail 
$ 7 14%" wide gummed tape in adjustable . 
7.50 retail lengths 2” to 7”. Lifetime blade 1¥%” pure bristle brush, ideal for 
For tape up to 112” wide; removable Rustproof, unbreakable. Removable labels, stamps, envelopes, etc. Heavy 
aluminum water box, easily cleaned or water box. Pure bristle brushes. Han non-tip, rust proof, all metal body, 
filled. End-to-end moistening. Control mertone gray plated brass top, rubber feet. 


gvides offer smooth non-clog operation. ALL WHITE mMoDEL $20.95 cet JEWEL 3” brush model... 54. 50 retail 




















SENIOR 3” 
Automatic 
Dispenser 











CELLO Definite Length retail 












Ejects gummed tape of predetermined 

Dispenser 14.95 retail lengths 2%" to 36”, widths 11%4” te 
For cellophane or pressure sensitive 3”. Visual measuring scale, lifetime UTILITY Sealer 
tape. Prevents waste! Feed stop mech- stainless steel blade, pressure weight $ 
anism measures and ejects lengths od- on 2 bristle brushes assures even wet- 8.59 retail 
justable up to 4” each press. ting. Side bottle maintains water level Bristle brush. moisialer @lapenses tape 
Tape Slitter— splits tape in half length- in removable tank. Fully enclosed body. up to 3° wide. All steel bedy, seporets 
wise, ejects 2 equal pieces each press HEAVY DUTY No. 55—for reinforced aluminum water box—easily ren 






$3.00 exo [RC ees $59.95 retail able for cleaning or filling 
LEWIS TRIGGER- ACTION SAFETY KNIFE 


Only knife with auteo- 
matic spring safety guord 
over blade. Specified by 
U.S. Army, Navy. Chrome 
finished, rustproof, un- 
$] 50 breakable. 5 FREE blades. 

: Individually boxed, 12 


¥ se 
TeV Ete) @e) 3.14" retail to colorful display carton. 















LIGHTNING Brush Sealer only *2.10 retail LEWIS UTILITY KNIFE 
- e, World's fastest Box Opener—2, m ¢ 

$70.95 retan lion sold! Slides along top edges of only 75 retail 
Heavy duty 3” pull sealer. Pure bristle cartons, cuts top cover only without Rustproof, eg ore 
brush, 4 sets of rollers, plus subway damaging contents. Completely safe ag gd ype i 
feed assure easiest flow of any pull prevents actidents. 5 FREE blades; rust ades, stream- 
sealer on market. Removable aluminum proof, unbreakable, used by U.S. Govt lined, molded to fit hand, 
water box. gnd major chains. Individually boxed uses 4 noich adjustable 





blades. 


ORDER NOW ... or -vrite fer further details Prices s\igiv 1y higher West of Bockiee! 


eal-C )-matic 


DISPENSER CORPORATION 
Dept. OP-12 169 Murray Street, Newark 3, N. J. 
























Our 22nd Year 
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for Read-at-a-Clance 
VISIBILITY 


Customers are asking for Barkley Plastic Tab Card 








Indexes because they know angular and magnified 
plastic tabs speed filing and finding—saves expen- 
sive filing space too! Make sure you carry adequate 
quantities in stock. 

Three sizes available: 
3x5,4x 6,5 x 8. In six 
colors: Green, Amber, 
Red, Pink, Blue, and Clear. 


Write for 
illustrated 
literature. 


Serving 
Stationers 
Since 1921 


L. BARKLEY & Co. 


) W. Van Buren Street - Chicago 7, illinois 


2 
Riva 











advertising clinic 


by JACK BEDFORD 


advertising consultant 





Want a Slogan? 
Heres Some Help 


@ PROBLEM: An office supply dealer asks for some help 
with an advertising problem. He asks, “Can you give me some 
ideas on how to develop a slogan for my business?” 

SOLUTION: A slogan, if properly developed and used con- 
sistently in your advertising, will give your office supply firm 
a distinctive quality that people will recognize and will remem- 
ber. 

Here are some thoughts that you will want to keep in mind 
while developing a good slogan for your business: 

1. Keep it short. The most successful slogans have a maxi- 
mum of five or six words. More than that makes it hard for 
your customers to remember and cannot be displayed to ad 
vantage in your advertising. 

2. Use short words. Long words take up more space in 
printed advertisements. Readers have a hard time saying and 
remembering long words. If your slogan is to be used on radio 
or television, the announcer and the listeners have trouble re- 
peating a long slogan for your business. 

3. Use your name. One reason a slogan is effective advertis- 
ing is because it identifies your office equipment business. For 
instance, “Save at Smith’s” mentions the name of the office 
supply store, Smith, and offers a benefit—the readers will 
save money when they shop at Smith’s Office Supply Store. 

4. Try for a rhyme. Not all office supply store names lend 
themselves to a rhyme in the slogan. However, if the rhyme 
ties in with your store and is in character with your business, 
it may make a good slogan. Rhymes are catchy and easy to re- 
member for most people. 

5. Keep repeating. Regardless of how good a slogan your 
business has, it will not be effective unless it is repeated and 
repeated. Two slogans may be equally good, but more people 
will know and remember one than the other. Cunstant repeti- 
tion is a must for a successful slogan for your office equip- 
ment and supply business. 


PROBLEM: An office equipment dealer writes: “I have 
been using newspaper and direct mail advertising to promote 
my business. I have been considering adding radio to the ad- 
vertising media I’m using. 

“Should a medium-sized office equipment store use radio 
advertising?” 

SOLUTION: Small and medium-sized office equipment 
stores can use radio advertising to build their business. Here 
are some of the advantages to consider about radio advertis- 
ing: 

1. No simultaneous competition. A radio advertising mes- 
sage will have the complete attention of the listener. No 
larger announcement will be working to attract attention 
away from your store’s advertisement. 

A small advertiser is not crowded out by a large advertiser 
such as a full-page advertisement in contrast to a two-column 
five-inch newspaper advertisement. 

2. Personal appeal. Next to over-the-counter selling, radio 
advertising is the most personal. Instead of the cold approach 
of printed advertisements, radio advertising is warm and more 
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personal. Your advice about office supplies and equipment is 
considered to be on a personal basis and will be more be- 
lievable 

3. Radio is flexible. Planned commercials can be changed 
just before air time. For instance, if a report comes in about 
some news of national importance, this can be included in a 
timely news story and tied in with a timely sales message for 
your office equipment business. 

4. Frequent advertising. Newspaper advertisements are seen 
once. Radio, on the other hand, can be repeated time-after- 
time during the day. Or, an announcement every day can keep 
the name of your office supply business before the public at 
no more cost than one small newspaper advertisement. 

5. Selective advertising. By timing your radio announcements 
strategically, you can reach the audience you want. For in 
stance, in some areas many people listen to their auto radio 
coming to or home from work. During this time these people 
can be reached with a strong sales message that will tie in 
with the thought of the time of day or of driving. 

On the other hand, radio advertising has some drawbacks 
that should be weighed with the advantages before including 
it in your advertising program: 

1. No retentive value. An office supply customer who hears 
a brief announcement about your business may get the idea to 
buy something. But, he doesn’t have anything to refer to for 
details that slip his mind like he does in printed advertising. 

2. Wasted listenership. There will be many people listening 
to the radio who are not potential customers of your office 
supply store. A radio station with a strong signal may reach 
much farther than your regular trade territory and reach 
people who would not be in the market for your office equip- 
ment and supplies. 

3. No guarantee of listeners. Newspapers guarantee your 
advertising message will be delivered to a definite number of 
people. Radio, on the other hand, only guarantees to send out 
your announcement for a definite time and does not guarantee 
any people will be listening. 

Radio advertising has proved to be an outstanding media 
for some office supply firms. Others consider it a waste of 
money. These are the advantages and disadvantages of radio 
advertising. A trial for your store will be the only way to 
know for sure whether or not it will work to produce more 
sales for your office equipment and supply business. 





Daley New Head of Brown Brothers, Ltd. 


[he directors of The Brown Brothers, Ltd., Toronto, On- 
tario, announce the election of Alfred W. Daley to the po- 
sition of president and general manager of the company, suc- 
ceeding the late J. H. Chipman. 

Mr. Daley, who formerly held the 
title of vice-president and assistant gen- 
eral manager, has been with the com- 
pany 51 years, starting as office boy in 
1906, and from there graduating steadily 
to salesman, department manager, sales 
manager, vice-president and, finally, 
president. 

In accepting his appointment, Mr. 
Daley becomes the first president of the 
company who has not been directly re 
lated to the Brown family 

rhe firm of The Brown Brothers, Ltd. 
is One of the oldest and largest manufacturing distributors of 
commercial stationery and office supplies, as well as acting 
in the capacity of fine paper merchant. The head office is lo- 
cated in Toronto, with branch offices in Montreal, Ottawa, 
Winnipeg and Vancouver. 





Alfred W. Daley 


Egry Register Promotes Rauh 


James L. Rauh has been named manager of national ac- 
counts sales for the Egry Register Co., Dayton, O. In that 
post he will also maintain liaison with manufacturers of re- 
lated office equipment products and will direct a group of 
special accounts representatives. He joined the company three 
years ago and has been successively assistant advertising man- 
ager, dealer division manager, and special accounts representa- 
tive AK 
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Medel No. 683” 
Arm’ Revolving Chair 


a} en 
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~. ae Model No. 68! 
Arm Chair 


Looks can fool you! Take the Gregson 680 Series, for 
instance. Sure, it looks light and airy . . . but man, these 
chairs are rugged! 

Spring and foam rubber seats offer lasting comfort to 
the modern executive, and at a price that he will thank 
you for. Scuff plates and 2-inch ball bearing casters add 
long life to the beauty and ruggedness of the Arm Swivel 
Chair. And handsome brass ferrules on the Companion 
Arm Chair add that “extra something” that makes them 
sell fast. 

Both chairs are available in Gros Point and Naugahyde, 
or Gros Point and top grain leather combination . . . in 
a wide range of colors .. . and at a price to suit even the 
grumpiest purchasing agent. 

There’s a new feeling in office furniture .. . a new light ’n 
airy look. It’s available in the new Gregson Series No. 600. 
Write for full information today. 


DEALER INQUIRIES INVITED 





GREGSON MANUFACTURING COMPANY 
Manufacturers of Office and School Chalrs 
LIBERTY, NORTH CAROLINA 





Plan 1 
One key to open every piece of office equip- 
ment...no matter how many you have. 











Separate keys for each different piece of office 
equipment. 











One key to open all office furniture, plus separate 
keys for each individual piece of equipment. 


Find out about Flexible Keying from ILLINOIS LOCK today 


® 


THE ILLINOIS LOCK COMPANY 
806 S. ADA STREET + CHICAGO 7, ILLINOIS 
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A "LOST SALE” quiz 


High-gear Hillary 








Copyright 1955 William G,. Damroth & Co. 


“The Razzle-Dazzle Rook’’ 


. races through his product presentation in 
nothing flat. 


... He loses sales because... 


a)... he leaves the prospect more con- 
fused than impressed 


b) . . . he ignores his prospect's questions 


c) ... he fails to recognize the right mo- 
ment to close 


As you probably imagined (a) Hillary's speedy 
“pitchman” presentation only tends to confuse his 


prospec ts 


Even your smoothest sales presentation is involved 
to the prospect who sees it for the first time. Since 
every step is essential to its effectiveness you 
should proceed slowly. As each point is made take 
the precaution of checking your prospect to see if 
he understands. Remember, a lasting sale can be 
made only when your prospect understands and 


appreciates the need for your product. 
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Today’s most accepted line 
of STEEL Waste Receptacles... 


The LAWSON Line 


The complete line, the profit line . . . styled 
and finished to meet today’s demand for 
modern, office beauty and timeless serv- 

_ ice. Quality at promotional prices! 





Lawson Executive, 
Space Saver and Pan- 
eled Steel Baskets. 
Modern office colors 
and also wood grain 
finishes. 


No. 2180 





Lawson Smokurns 
and Sandurns ... 
A wide selection in 
glistening baked 
enamels, copper 
and stainless steel. ¥ 











Lawson Torpedo Waste Recep- 
tacles. Originated by Lawson. 
Bonderized before enameling. In 
red, white, grey and green: stain- 
| less steel trim. Four sizes; Heights 
1} —31Y4", 37”, 42”. 


Lawson High Boy 

rust resistant 
steel. Excellent 
wherever extra 
large basket 
needed. In olive 
green, grey and 
white. 
No. 108—20” Hgt 












No. 110—29” Het. 


Lawson Sanitary Step-on Waste 
Receptacles. Foolproof mechan 
ism, rubber gasket sealing, glis 
tening white enamel 


2240 


Lawson “Organizer” © 
Desk File. Rigid, verti- 
cal, steel, with index 
channel. Rubber cush- 
ioned. In standard of- 
fice grey. 


_- 


Se 


Home Desks, Hotels, Motels. In 
attractive hammerloid bronze, 
mist green and desert sage 


| i No. 2850 
~ : Lawson Waste Baskets for 


oO 


Send for literature. 


THE F. H. LAWSON CO. 


821 EVANS ST, §stoblished 1816 cicinmati 4, OHIO 
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Appointments 


Olsen Joins A. W. Faber-Castell Sales 

Thomas J. Olsen is a new addition to the 
A. W. Faber-Castell Pencil Co., Inc., or- 
ganization. Mr. Olsen has had many 
years of experience in the stationery busi- 
ness in Southern California and joined 
the company last June. He is covering a 
territory from his home base in Glendale 
as far north as Sacramento and Oakland. 
Prior to his entry into the stationery 
business, Mr. Olsen had been assistant 
vice-president and manager of a Cali- 
fornia bank. 





Jerry Bonus To Travel For Ennis Tag 


Jerry Bonus, recently of Dallas, Tex., 
and Seattle, Wash., has become asso- 
ciated with the Ennis Tag & Salesbook 
Co. and the American Carbon Paper 
Mfg. Co. of Nennis, Tex. Mr. Bonus will 
travel in Louisiana, Arkansas and a part 
of Mississippi, with headquarters’ in 
Monroe, La. A native of Wisconsin and 
a graduate of the University of Minne- 
sota, he has had a varied experience in 
the business forms industry—CAP 


Hatch Heads Universal Paper Goods Office 


$id Hatch, long identified with the filing 
supply field, has been named to head 
office and warehouse established by the 
Universal Paper Goods Co. at 1014 W. 
Madson St., Phoenix, Ariz. This office 
will service the entire Southwest in the 
firm’s expansion program. 





Gray Represents Taylor Chair in West 


Fronk L. Gray has recently been ap- 
pointed Taylor Chair Co. territorial man- 
ager for the 13 western states. Bringing 
with him 17 years of retail experience 
and three years of service in represent- 
ing The Leopold Co. in this territory, Mr. 
Gray is well known to western dealers 
His headquarters are Box 576, Menlo 
Park, Calif., telephone DAvenport 5- 
5311. 





Quality Park Names John Karlquist 


£ John L. Karlquist was recently named by 
Quality Park Envelope Co. to provide 
stationers and office supply dealers in 
Wisconsin, a portion of northern Illinois 
and the Upper Peninsula of Michigan 
with experienced service and envelope 
counseling. Mr. Karlquist, previously as- 
sociated with Bostitch-Southwest, Inc., is 


headquartering at 8903 W. Congress, 
Milwaukee, Wis 





Named Tiffin Art Metal Representative 

Don M. Cox, Toledo, has been named by the Tiffin Art 
Metal Co. to handle the firm’s general line of merchandise in 
the Toledo area.—AK 


OA-12/57 











OA 








Chicago Locks 


the manufacturer's key to office appliance Security 





1974 Metal drawer lock 4153 Metal door ACE 7-pin tumbler 
: —_— lock 
t 
ro : oie ton tock 3466 Sliding door lock %" travel 
in 180° turn 
1968 & 1970 Metal or wood drawer 75.10 Locking cabinet or locker 


locks handles and plain handles 
1747 Lid lock (75-50), individually or in 


. sets 
1747-4 Strike for above lock 76-10 “T” type locking handles and 


5001 & 5002 Filing cabinet locks plain handles (76-50) as 
2221 Metal door cam lock above 


The equipment you manufacture is only as tamper-proof as 
the locks you install. Make security one of the key points of 
your line by installing Chicago Locks. No obligation for engi- 
neering cooperation. Write for our complete catalog. 


CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 
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_ Gift Craft Leather Co. Cited 
For Hiring of Handicapped 


A New York City small business firm, the Gift Craft 
Leather Co., was presented on October 9 with the first annual 
award of the New York Young Men’s Board of Trade and 
the Institute for the Crippled & Disabled in recognition of the 
company’s outstanding contribution to the employment and 
acceptance of handicapped people. 





lets floors 


be seen 





Make extra sales with Floor Show... the 
transparent office chair mat that accentuates 


the beauty of fine office furnishings. 


Crafted of gleaming, crystal clear Plexiglas, 


Floor Show provides ‘‘under-glass" protec- 


their beauty show through ... actually lends 


new richness to the entire room. 


Cash in on new sales in your city with Floor 
Show. Call, write or wire for dealer infor- 


mation and prices. 


Manufactured in 24 standard sizes and shapes. 


Available in any shape on special order. 


Watch for the "Show Off'’ desk 





top... another new idea in office 





o 7 | F 

First Annual Award . . . to a New York City small business 
firm for outstanding employment of physically handicapped 

| was marked by the arrival of a mock satellite reading ‘Beep 

| Beep Beep: Hire the Handicapped—lIt’s Good Business.’’ As 

| his handicapped employees work in the background, Spencer 
Ordover (left), president of the Gift Craft Co., receives the 
award from Willis C. Gorthy (center), director of the Institute 
for the Crippled and Disabled, and Major General Melvin 
Maas. 


furnishings. 
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The presentation took place at a luncheon of 200 business 
leaders, civic officials and rehabilitation physicians held in the 
main auditorium of the Institute in observance of “National 
Employ the Physically Handicapped Week.” 

Major General Melvin Maas, blind chairman of President 
Eisenhower’s Committee for the Employment of the Physically 
Handicapped, the organization which sponsors the week-long 
| observance, presented the award to Spencer Ordover, presi- 
| dent and owner of the Gift Craft Leather Co. The Gift Craft 
| firm employs only rehabilitated handicapped people in its pro- 
duction department. It manufactures executive leather desk 

sets which are sold by office furniture dealers and fine leather- 

goods stores throughout the country. 
In receiving the award, Mr. Ordover said that his firm, 
Manufactured by which started in business in 1944, would never have achieved 


| 
| 
MR MEAESSORES. WiC | its present $250,000 annual gross sales were it not for the 
Della PRODUCTS | superior craftsmanship and loyalty of the disabled people he 





employs. 

Shortly after starting in business, Mr. Ordover learned that 
the Institute for the Crippled and Disabled trained workers for 
the leathergoods industry in its vocational training program. 

w : — . - 

Ph. Fort Wert at See vee 3-1588 He first hired two Institute graduates who had successfully 
Houston WA 8-3494 | completed leathergoods training. As the business grew, Gift 


1400 Henderson P. O. Box 1440 
Fort Worth 1, Texas 





Craft expanded its production staff to five handicapped people, 


Branch office and warehouse — Houston, Texas - 
all from the Institute. 


Representatives in principal cities. 
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newest reason why it’s good to be an Art Metal dealer 


Art (Y\etal multi-files 


an extra drawer in every cabinet.. 











In a cubic area no wider, no deeper and usually no higher than 

standard files, the Multi-file space-saver does two things...and both 
are sales-makers for the Art Metal dealers. 

First, it lowers the floor-space cost of filing for his customers, at the 
same time releasing office floor space for other uses. Second, it speeds 
up office operation by placing more records within a given area. 
Here, in files, is the newest expression of the space-saving principles 
so important in Art Metal's service to the business world. 

Customers say the extra drawer in every cabinet is like finding extra 


office space —rent-free! Drawers are full depth and full width, provide 
ample heig rht for neat, easy, fast filing and finding. 


With this neat product development, Art Metal dealers are now in a 
better position than ever to se// the whole office. 
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6 drawers 
in space of 5 


GAIN 
20% 


ney on same 
floor area 

















5 drawers 
in space of 4 


GAIN 
25% 


capacity on same 
floor area 














4 drawers 
in space of 3 


GAIN 
331% 


capacity on some 
floor area 


The trade mark with a meaning 





in the world of office equipment... 
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NG LINE 


OF STYLES and DESIGNS! 





WARMTH 
of wood has 
HOT 
Promotional Value 
when you feature 
Indiana Chairs! 


Those who appreciate the glowing warmth 
of hand-rubbed hardwoods favor Indiana's 
complete all-wood selection. The No. 1452 
above is a good example, combining the 
warmth of wood with clean, efficient lines. 
All-wood or upholstered, Indiana chairs give 
your customers good value and good qual- 
ity in a long line of styles and designs to 
compliment any office. Chair specialists 
since 1929. Now, with a new two-story ware- 


house to expedite customer service. 


WRITE TODAY FOR 
CATALOG OF BEST SELLERS! 


Chain Company 


JASPER, INDIANA 





HclP 


TO 4 
PARKING METER 


t 


Tint 


‘Pennies From Heaven’ . . . at PBSW in Phoenix, Ariz. 


Free Parking Pennies Build 
Good Will for Stationer 


@ A unique good will builder at PBSW, outstanding office 
supply dealership in Phoenix, Ariz., has been free parking 
meter service. 

Located on a heavily traveled boulevard south of the down- 
town Phoenix shopping area, PBSW depends upon drive-in 
customers for a large percentage of the firm’s over-all retail 
sales volume. 

Although parking space for 15 to 20 automobiles is pro- 
vided on a hard-surfaced lot behind the building, most cus- 
tomers shopping in the big self-service retail department at the 
front of the store still park at the curb in front, which has 
parking meters at eVery space. 

Upon discovering that about two out of every five customers 
would arrive at the store without either pennies or nickels 
to place in the meter and that few had any pennies at all, the 
PBSW management put an end to this irritating annoyance 
by placing a plastic bowl filled with pennies on the service 
desk at the front of the store which is tended by a full time 
PBX board operator through the day. 

A hand-painted sign at the rear of the bowl invites, “Help 
yourself to parking meter pennies”. Two bright red arrows 
point to the bowl. 

Around 50c per day in pennies is placed in the bowl for the 
purpose and it isn’t unusual for as many as 30 to taken out 
for parking convenience, according to PBSW’s retail depart- 
ment. Although no inference is made that the bowl is any- 
thing but “free” there are always several nickels, dimes, and 
frequently quarters dropped in as drive-in customers make 
change rather than helping themselves to free pennies. 

“It is a small service and certainly not an expensive one,” 
Edward Pickard, manager of the retail department, indicated, 
“But, it has probably developed more direct good will than 
anything we have ever used to increase retail department 
sales.” —RAI 





Knippel Named Heccocat Heccostat Sales Director 

A. J. Knippel has been appointed national sales director for 
HeccoStat paper, a new product just introduced on the mar- 
ket by Hunter Photo-Coepyist, Inc. The announcement was 
made recently by John G. Hunter, Jr. 

A member of the Hunter firm since 1955, Mr. Knippel has 
worked 29 years in the copy-reproduction field. He began his 
career as a photostat operator, and continued for 13 years in 
the production end, handling jobs also in commercial photog- 
raphy and offset printing. He later served in managerial ca- 
pacity for both the Rapid Copy Service Co. and Atlas Photo- 
Copy Co. 
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Vien on the Move 


Guido Lorenzotti has been named 
vice-president of the Olivetti Corp. of 
America and its sales subsidiary, Olivetti 
Sales Corp., according to an announce- 
ment by Dino Olivetti. 

Mr. Lorenzotti will take active charge 
of the management of both companies, 
with his headquarters in the New York 
office at 580 Fifth Ave. Mr. Olivetti is 
going to Ivrea, Italy, where he will be 
in charge of the parent company’s 
Guido Lorenzotti manufacturing and research. He remains 
as president of Olivetti Corp. of 
America 

Mr. Lorenzotti was formerly head of Olivetti Sales Corp.'s 
North Atlantic division, and prior to that, had been manager 
of its Great Lakes division. He has been with the company 
since 1952 

. 

Charlie Powers has recently been named field representa- 
tive for the Rediform division of Moore Business Forms, Inc. 
He will cover the mid-southern states with headquarters in 





i 


Charlie Powers 


E. C. Helf 


Jackson, Miss. He is well known in the area, having been an 
announcer with radio station WRBC there for some time. 

At the same time it was announced that E. C. Helf, the 
Rediform division representative in the area for the past six 
years, has been transferred to Waco, Tex., where he will serve 
dealers located in that state. 

ry 


R. C. Chapman, assistant vice-president of the Oakville Co., 
division of Scovill Mfg. Co., has announced that Harold L. 
Rogers is now the company’s representative in parts of Penn- 
sylvania, New Jersey and Delaware. 

Mr. Rogers was formerly in the packaging field and is now 
located in the company’s branch office in Philadelphia. In 
his new position he will handle distribution of clips, clamps, 
pins, tacks, staples and other paper fastening devices. 

> 


Thomas W. Casey has been named to the new position of 
assistant to the president of the Paper Mate Co., and Robert 
Wieringa has been appointed general sales manager. 

Mr. Casey was formerly vice-president in charge of sales 
for Paper Mate, a position he has held for eight months after 





ah 


T. W. Casey 





Robert Wieringa 


serving as general sales manager for one year. Prior to join- 
ing Paper Mate, he was with the Gillette Safety Razor Co. 
for eight years 

Mr. Wieringa joins Paper Mate from the Toni Co., where he 
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| The unbeatable combination—TOP PROFITS and 


the FINEST QUALITY in[the New>1958 
FULTON DATERS & NUMBERERS 


The Fulton line is precision constructed, 
using only the finest high grade rubber, 
deeply moulded, to give clear, constant, and 
sharp impressions. 


i 





Geared drums 
provide positive 


FREE CATALOG! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
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letelSautomatic 
‘pencil sharpener 


world’s finest 


Insert wooden pencil at the 

natural writing angle . . . the 
Electro-Pointer instantly gives you a 
perfect point, automatically. Sharpens 
any size pencil, does not chew up pencil, 
but sharpens just enough. Proven through 
14 years of satisfactory service. Display 
it, it sells itself! 


WRITE 

TODAY FOR 
COMPLETE 
INFORMATION 


1825 MACKLIND AVE. « ST. LOUIS, MO.« U.S.A. 
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served as central regional sales manager for the pust three 
years. He has been with that firm since 1948. 
* 

Ihe Victor Adding Machine Co. has named Ernest F, 
Ketner as the manager of the Hartford, Conn. branch. He 
succeeds Kenneth C. Frye, who returns to Chicago to join 
the firm’s expanding national accounts sales organization. 

Mr. Ketner started with Victor in 1949 as a sales representa- 
tive in the Washington, D.C. branch and was appointed sales 
supervisor in the Baltimore, Md. branch in 1955, 

> 

William L. Fritz has been appointed 
sales training director of the new plastic 
division of American Photocopy Equip 
ment Co. 

Prior to the purchase of the division 
from Cummins-Chicago, Mr. Fritz was 
sales manager of Cummins-Chicago’s 
plastic binding division. He has been in 
this field in sales since 1937, and he in- 
troduced the first do-it-yourself plastic 
binding equipment to the commercial 
trade in 1948. 





William L. Fritz 


* 

Royal McBee Corp. has recently released information con- 
cerning several changes in personnel appointments. 

Alan S. Cook, who previously has held positions including 
director of industrial relations in the Hartford plants and 
assistant to the vice-president in charge of Royal products 
manufacturing, is now general manager of Royal McBee 
plants in Hartford, Conn. 

Iwo regional sales managers within the appliance sales and 
service division were also announced. R. E. Elkins, formerly 
southern appliance sales manager, has been named appliance 





/ 
ae eit 
fsi- we i= 
A. S. Cook R. E. Elkins J. Vanlandingham 


sales manager for the western region. He has been with the 
company since 1948, and he held his post as southern man- 
ager since 1956. 

To succeed him, Jesse Vanlandingham has been named 
southern regional manager. Mr. Vanlandingham joined the 
company as a portable district representative in 1941, In 
1953 he was named assistant to the managing director of the 
company’s Leiden, Holland subsidiary, and most recently was 
southwest appliance manager. 

Also in the division, three new portable district representa- 
tives have been named. R. E. Fuglei is now representative in 
Omaha, Neb., and G. C. Lindquist is portable representative 
at St. Louis, Mo. In the eastern region, Robert Defuria now 





; = 2 ‘ 
R. E. Fuglei G. C. Lindquist Robert Defuria 


represents the company at Newark, N.J. He has been with 
the company in the area since 1955. 

W. W. Pennels, vice-president of office typewriter sales and 
service, has announced the appointments of seven new district 
managers. 

The new district managers include J. T. Bergen, formerly 
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\ PATENT APPLIED FOR 


“LYON QUALITY DESIGN 


makes 


THE DIFFERENCE :, 


STEEL LOCKERS, for example. Look for the design 
features that pay off for years and years. Compare Lyon 
construction and you'll see how and why you get so 
much more in both durability and appearance. 

This same quality design makes the difference in every 
one of the more than 1500 standard Lyon items, a few of 
which are shown below. 


CALL YOUR LYON DEALER. He offers the world’s 
most diversified line of steel equipment. Equally im- 
portant, he can show you how to get the most for your 
money in terms of saved time and space. 


We can manufacture special items to your specifications. 


LYON METAL PRODUCTS, INC. 


General Offices: 1228 Monroe Ave., Aurora, Ill. 





LYON quality design is reflected in this Factories in Aurora, Ill. and York, Pa. 
new handle with beautifully contoured lines, 


finger-tip action and finished in durable chrome. 






: i 4} TOOL STAND 
kik : SHELVING 
AND BINS 








——— 1. 
DRAWER CASES 


OVER 1500 ITEMS 
for Business, 
Industry, 
Institutions 
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\ FOLDING 



























FLAT DRAWER FILES 


| 





DISPLAY TABLES 





















CHAIRS SHOP BOXES 






STEEL EQUIPMENT 


















vality 


FROM ANY ANGLE! 


Even a bird’s-eye view of the Bentson 
Perma-Glide File reflects its sturdy 

construction . . . it’s designed efficiency. 
No wonder customers specify Bentson! 


Bentson offers more. More in value... 
more in dependable service. Dealers take 
pride in meeting precise customer re- 
quirements from the vast selection of 
models designed for anv filing need. You 
too, can sell customer satisfaction 
sell the distinctive quality of Bentson 
Perma-Glide Files! 

A new catalog awaits your request. 

Write for yours today! 


2S 






THE BENTSON MFC. CO. 


AURORA, ILLINOIS 
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district manager at Sioux City, Iowa, now district manager 
at Dallas, Tex.; H. A. Paschke, formerly central regional sales 
trainer, now district manager at Sioux City; V. E. Voss, 
formerly district manager at Des Moines, lowa, now manager 





J. T. Bergen H. A. Paschke V. E. Voss 


at Oklahoma City, Okla.; D. L. Newell, formerly Dallas man- 
ager, succeeding Mr. Voss in Des Moines; and J. J. Wintering, 
formerly Cleveland, Ohio, typewriter salesman, now district 
manager in Toledo, Ohio. 

Other new district managers include Joseph Foley, formerly 





J. J. Wintering Joseph Foley 


New York national accounts typewriter salesman, now district 
manager at Buffalo, N.Y., succeeding C. M. Pillow who is 
retiring after 37 years of service. 

W. W. Conlin has taken over the district manager's post in 
Boston, Mass., succeeding G. H. Palmer who retires after 35 
years of service. In Oakland, Calif., succeeding Mr. Conlin, 





T. A. Etue 


G. W. Conlin G. R. Hansen 


the new district manager is G. R. Hansen, formerly district 
manager in Seattle, Wash. T. A. Etue, formerly Tacoma dis- 
trict manager, has been appointed to succeed Mr. Hansen in 
Seattle. 

° 

Krylon, Inc. has named John D. Smith sales manager 
of the Midwest district, according to Richard C. Newbold, 
vice-president in charge of sales. Before joining Krylon, Mr. 
Smith was associated with George F. Pettinos, Inc., where 
he managed sales in the New York area. 

6 

Monroe Calculating Machine Co., Inc., has appointed six 
members of its nationwide field organization to the posts of 
branch sales managers. 

The new managers, promoted from assistant managerships, 
are George E. Olson in South Bend, Ind.; William J. Murphy 
in Upper Darby, Pa.; Robert S. Keebler, Jr., in Camden, N.J.; 
Andrew G. McMasters in Syracuse, N.Y.; Lee R. Bates in 
Norristown, Pa.; and H. James Stokes, Jr., in New Brunswick, 
N.J. 

Monroe also announced the names of several new branch 
accounting machine sales managers. They are Frederick W. 
Rowley in Boston, Mass.; Percy G. Howell in Baltimore, Md.; 
Erwin F. Adrian in Beaumont, Tex.; and James S. Pettigrew 
in Queens, N.Y. 
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Horder’s Fetes Old Timers, 
Honors 433 Years of Service 

Ten special guests, representing 433 years of service in their 
field, were honored by the 20-Year Club of Horder’s, Inc., Chi 
cago office supply house, at its annual dinner at the Palmer 
House on October 17 

The longest continuous span of service was chalked up by 
Harry Shaffer, who joined Horder’s predecessor firm on Sept. 
1, 1889. Art Philipp joined Horder’s in 1908, followed by Bill 
Johnstone in 1910, John Lyng and Sam Siedband in 1911 and 
Stan Ohlman in 1914. Others in the group are relative new- 
comers, the most recent joining in 1925. 





for old timers of Horder’s, Inc. Clockwise 
around table from lower left, with listing of beginning year 
1911; Art Phillip, 1908; Sam Siedband, 1911; 
George Kuhfuss, 1924; Grace Elphinstone, 1925; Harry Shaf- 
fer, 1889; Sid Prescott, 1923; John Thielen, 1922; Bill 
Johnstone, 1910, and Stan Ohlman, 1914 


A Big Night 


are: John Lyng 


According to John Gustafson, outgoing president of the club, 
there are now 48 members. A total of 73 persons sat down 
to the dinner, including members of the Horder operating 
committee and five, 10- and 15-year employees as guests of 
the club. Five- and 10-year employees received their service 
pins from Horder Vice-president A. J. Peters, himself a veteran 
of 38 years with the company. 

Luther McGowan, Nels Erickson and George Harig were 
received as new members, each presented with a _ gold 
watch by Horder’s president, Harold W. Jacobsen. Newly- 
elected officers for the coming year are Joe Corbino, presi- 
dent, and Charles Bird, vice-president. 


ivan Allen Sr. Owns Prized 
Key to Andersonville Prison 

Ivan Allen Sr. of Atlanta, Ga., owns the key to the main 
gate of Georgia’s famed Andersonville prison, Frank Daniel 
revealed in a recent column in the Atlanta Journal and Con- 
stitution. 

his key had rested unnoticed in his safe for several dec- 
ades. His memory was jogged by recent discussions about 
desperate conditions at Andersonville during the Civil War. 

Andersonville was, of course, the Confederate prison where 
45,613 Federal soldiers were held captive. 

[he prison key was given to Mr. Allen by Mrs. Mary Peei 
Futrelle, widow of the novelist Jacques Futrelle, who went 
down with the Titanic in 1912. 

Mr. Allen recalled that Mrs. Futrelle visited him just be- 
fore she moved away from Atlanta about the time of World 
War I. She said the key had been her husband’s and that 
he had received it from a kinsman who was a guard of the 
main entrance to the prison at Andersonville during the Civil 
War 

I’m leaving Georgia,” said Mrs. Futrelle, “and the key is 
something that belongs here. 

“I know, Mr. Allen, your interest in the history of our 
region, and so I am presenting it to you. 

“The story of the key, as told by the guard, was that after 
the last prisoner was released, he stuck it in his pocket as 
a souvenir of a grim episode in Georgia and Confederate 
history.” 
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For the Important Men in Business 





EXECUTIVE POSTURE CHAIR 


Proudest office possession of top management 
throughout American business...the MILWAUKEE 
Executive Posture Chair...a triumph in custom 
quality and healthful posture seating, unsurpassed 
for luxury and distinction...a gilt-edge investment 
in lifetime, fatigue-proof, individualized comfort 
and well-being. 

Write for complete details on the MILWAUKEE 
Executive Posture Chair—the largest-selling 
luxury chair in the office field. 


makers of fine chairs for over haif a century 


MILWAUKEE CHAIR COMPANY 


Milwaukee 45, Wisconsin 
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Gs hot licks are fine in the right time 
and place, but most people like quiet 
when there’s work to be done. That's why 
offices are using more Kil-Klatter typewrit- 
er pads every year. 


We've got the instruments to help you sell 
Kil-Klatter. A tested sales aid program 
makes use of newspaper mats, counter 
easels, envelope stuffers and catalog cuts 
— they’re yours for the asking. 





Made from nationally famous 


OZITE ... all-hair felt 


Once offices use Kil-Klatter, repeat sales just naturally 
roll in. Office management likes the way Kil-Klatter 
absorbs shocks, and deadens typewriter noises. 

@ Join the band today! Order your supply 
of Kil-Klatter pads and sales aids. They'll 
sell quickly. 


Te quid 


~~~ Oe 


THE SCIENTIFIC TYPEWRITER PAD 





AMERICAN HAIR & FELT COMPANY 


Merchandise Mart * Chicago 54, Illinois 
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Busy Year . . . The Bates Mfg. Co. officials (left to right) C. 
Edwin Williams, executive vice-president; C. S. A. Williams, 
president, and Walter Faas, director of product development, 
look over all of the new products Bates developed during 1957. 


Bates Introduces Eight New Items 
In Productive Year of 1957 

The Bates Manufacturing Co. has passed a new milestone 
in the product development field by introducing eight new 
products for office and home use, according to C. Edwin 
Williams, executive vice-president. 

“The year, 1957, has been the biggest year in our history 
for the development of new products,” Mr. Williams stated. 
“The company has just completed a record breaking tooling 
program for these new products and has spent huge sums in 
equipment purchases and modernization to handle the in- 
creased production. Our research and development department, 
headed by Walter Faas, has had to do a yoeman’s task this 
year in order to comply with our market research findings and 
the demands of our sales staff. The results with these new 
products are already bearing fruit.” 

Mr. Williams pointed out that until recently the Bates com- 
pany specialized in products for the office field. But market 
surveys made by the firm showed that an untapped consumer 
market still could be exploited by Bates in the home field. In 
order to get their share of this home market, Bates had to ex- 
pand its product development department considerably. 

The company’s biggest advance was in telephone list finders. 
Since the introduction of its first list finder model in 1935, 
Bates has come a long way. Today, as a result of its stepped- 
up product development program, Bates has 37 different 
models. This year, alone Mr. Faas and his engineers have de- 
veloped two new, eye-catching models. 


Sheaffer Sponsors Teen-age Contest 

North America’s biggest literary competition for high school 
students will be sponsored for the fourth consecutive time 
this year by the W. A. Sheaffer Pen Co., it was announced by 
President Walter A. Sheaffer II. 

More than 150,000 teen-age writers from the United States 
and Canada are expected to enter the 1957-58 Scholastic Writ- 
ing Awards, Mr. Sheaffer said. About 100,000 entered last 
year’s competition. 

The Scholastic Writing Awards, conducted by the Scholastic 
Magazines, were established in 1924 to stimulate teen-age in- 
terest in creative writing and provide teaching help in English 
and literature classes. Sheaffer sponsorship began in 1953. 

The contest is divided into senior and junior high school 
divisions. Cash prizes totaling $3,300 and Sheaffer fountain 
pens are awarded for top entries in short story, short-short 
story, poetry, essay, article and drama categories. 
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Begin with this service... 


end with a sale! 


How Invincible kit and catalog 
make you an office planning 
expert overnight... 

for soaring sales 


and profits ! 








No training needed when you use the In- 
vincible office planning kit. It's simple, easy 
and effective! First step — with kit survey 
folder you rough out prospect's office space, 
furniture and personnel needs, etc. 


In your own office you use plan graph provided to ® You take back your plan— visual proof of what 


lay out new furniture your prospect needs. Use Invincible furniture can do for your prospect's office 
supply of cut-outs, scaled exactly to all the various efficiency, beauty and productivity. He'll want the 
Invincible units, color-keyed to catalog departments furniture and can select it from this catalog of In- 
(desks, chairs, files, modular-design units, etc.) vincible’s remarkably complete line. 








il 
4 BUSINESS 


// 
| | maze Of 


> INVINCBLE = 








That's your foolproof follow-up to Invincible’s And those buying decisions will be all in your 
smash ad campaign — 4-color full-page ads in the favor! Multiple orders of Invincible’s complete 
top business publications — selling your service to modern line . . . furniture that guarantees real cus- 
the thousands who want that service and who make tomer satisfaction and extensive repeat business for 
the furniture buying decisions! a big years ahead in sales and profits! 


Put the Invincible office planning kit to work—right now—to tie in with Invincible 
advertising and let service help make your sales! Write for complete details today. 





Business engineered for better business living levicibe 
guards 
retailer 
profits — 
sells only 

to franchised 
Invincible 
dealers 





INVINCIBLE METAL FURNITURE COMPANY, Manitowoc, Wisconsin 
In Canada: A. R. Davey Company, Ltd., Factory Representative, 1163 Caledonia Road, Toronto 10, Canada 
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PRINTS DIRECT 
ON CARTONS 





ADDRESSES 
SHIPPING TAGS 


PRINTS LABELS 
POSTCARDS 





LOT 
LABELLING 
with “Form-Cut” 

Stencils 


Quick! 
Accurate! 





Easy! 


Just type, write, trace or draw on inexpensive stenci’ 
snap it on duplicator and print—like using a rubber 
stamp. New FORM-CUT® stencil has facsimile of your 
label or shipping form die-impressed into the stencil for 
printing directly on boxes, cartons, packages. At your 
Office or Shipping Room Supply Dealer. Write for litera- 
ture and Free Sample FORM-CUT Stencil and Print. 








MUTSTAME 


TENCIL DUPLICATOR 


MAMIFACTURID ONLY BY THE MULTISTAMP CO NORFOLK, VIRGINIA 














the initial step in product diversification by 
Marchant Calculators, Inc., President Edgar B. Jessup places 
the company’s first adding machine in the Marchant line. 


Signalizing 


Marchant Introduces Adding Machine 

The first adding machine ever to be marketed by Marchant 
Calculators, Inc. had its debut at the National Business Show 
in New York City. 

The new machine is the initial step in a long-range pro- 
gram of product diversification, it was announced by the 
Oakland, Calif., company. 

A pioneer American manufacturer of calculating machines, 
Marchant has specialized in building this one type of busi- 
ness machine during its entire 47-year history. The firm is 
one of the world’s major manufacturers of calculators, with 
sales of $26,500,000 in 1956. 

“Plans to add new types of business machines to our line 
have been furthered for several years through intensive prod- 
uct research and development,” said Edgar B. Jessup, presi- 
dent. 

“Now, with the much larger production capacity of our 
new half million square foot Oakland plant soon to be avail- 
able, we are able to make our first marketing move in this 
direction.” 

Mr. Jessup described Marchant’s adding machine as “re 
markable for its extremely light touch.” Other major fea- 
tures are automatic single spacing totals and sub-totals, and 
direct subtraction, with true credit balance. 

The new Marchant product is a 10 key fully electrified 
adder of light, compact design. Adding capacity is 10 columns, 
totaling 11 columns. 





D. O. Bailey Named President of 
Reyburn Manufacturing Co. 

Upon the recent retirement of his father, Walter C. Bailey, 
Jr., who is now chairman of the board of directors, Donald 
Owen Bailey has been named president of the Reyburn Man- 
ufacturing Co., Inc., Philadelphia. He is the third generation 
of the Bailey family to head the company, co-founded in 1895 
by his grandfather, Walter C. Bailey, Sr., with Charles S. Rey- 
burn. 

Leading tag and label manufacturers with sales offices in all 
principal cities, the company produces a wide line of shipping 
tags, production tags, gummed labels and seals, business forms 
and display materials in its factories at Philadelphia and 
Royersford, Pa. Foreign distribution is made through agents 
and distributors in Central and South America, Cuba, Puerto 
Rico and Hawaii. 

Now residing in Devon, Pa., Mr. Bailey was graduated 
from Ursinus College in 1950 and since hes worked succes- 
sively in all departments of the company. Pricr to being named 
president, he was general manager of the d'splay division in 
the company’s Royersford plant. 

Other officers of Reyburn are Richard F. Ennis, vice-pres- 
ident and general manager; Edward L. McCusker, Sr., secre- 
tary-treasurer; and Alfred F. Cote, general sales manager. 
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H-O-N Doubles your Opportunity to 


Sell Transfer Files! 


Opportunity No. 1... 
H-O-N Transfer File Model 135. 


\ five drawer file that is 52 
inches high. Accommodates 
91,” filing systems. Permits the 
transfer of folders only. Avail- 
able in letter size, 261%” deep. 
This model represents a saving 


Opportunity No. 2... 
H-O-N Transfer File Model 145. 


4 five drawer file that is 60 
inches _ high. Accommodates 
standard 10” filing systems. 
Permits the transfer of guides 
and folders intact. Available in 
both letter and legal sizes 264%” 









deep. 


of about 10% in cost. 
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) S trong all-steel construction. Nylon rollers on all drawers as- 


» 4 oO N sure easy action and freedom from binding under heavy loads. 


These units may be double decked without affecting easy action 
OFS. of drawers. Holes provided for horizontal bolting. 





: : ; 
w for prompt delivery to fill your customers’ year-end 

THE H-O-N CO., MUSCATINE, IOWA Order no E P ) y 

a requirements. 
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When 
customers 


ask for Beauty... 
for Comfort... 
for Years... 





or runner that will give relaxing support and still look 
beautiful years after it was installed suggests ™ 
Hygienic Foot Comfort Mats, the quality floor mats i 
that reduce fatigue and increase efficiency for all who 
must work standing. 

Hygienic Foot Comfort Mats and 
Runners are easy to clean, too—just 
like a regular rubber tile floor. 
They will not absorb dirt or 
cleaning water. Available in 
8 modern marbleized colors 
with all edges beveled for 
safety and appearance. 


» 
» 
you'll gain their confidence and "9 
additional sales when you sell them... A 
Ei 
HYGIENIC 
id 
Fa 
fi 
— 5 
MATS and RUNNERS —~ 
Le 
When customers are tired of replacing floor mats 
that lose their resilience and appearance in a dis- @ 
appointingly short time ... when they ask fora mat @ 
| 







J ree EO 2s ok 
Here's the Secret...A 
beautiful rubber tile flooring 
bonded to a sponge rub- 
ber base provides proper 
. Support without be- # 
ing “mushy.” 





Detai/s and Prices Write 


FLOORING DIVISION DEPT. A 


THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A. 
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Eastern Trade Show 
(Continued from page 80) 


desk pads and accessories, mobile storage system, flame re- 
sistant steel safe, executives’ desk pitcher sets, filing supplies, 
eraser sets, metal bank and office equipment, carbon paper 
and ribbons, rubber bands, ball point and fountain pens, paper, 
stapling machines, business forms, store fixtures, ring binders, 
pencils, chair seat cushions, filing systems, inks, indexes, rulers, 
labels, steel files, blank books, mechanical pencils, gun clips, 
office machine covers, loose leaf products, portfolios and brief 
cases, tape dispensers, partitions and office furniture in general. 





1. Bernard Busch, Regency Thermographers; Mrs. F. D. Men- 
delson, Biber Bros., Yonkers, N. Y.; Harry A. Waldner, D. 
Waldner & Co., Mineola, N. Y.; Benjamin Cohen, Regency 
Thermographers. 

2. E. M. (Ted) Bradford and H. S. Bradford, American Pad & 
Paper Co., Jordan Lessack, Adams Lessack Co., Philadel- 
phia 

3. Mr. & Mrs. Sam Carpenter, Merritt Staty. Co., Boston; 
George Chandler and Sam Ortner, Seal-O-Matic, Inc 


For a smoothlv-operated show and good promotion that 
brought in a sincerely interested audience credit goes to Chair- 
men Ex-Officio Carl C. Judkoff, Cantigny Printing & Station- 
ery Corp., New York City, and George Nicklaus, Silver Sta- 
tionery Co., New York City; Co-Chairmen Milton Stone, 
Stone-Newman Associates; Milton Goldhair, Harmill Office 
Supply Co., New York City; Mannie Klein, Klein-Heimbinder 
Co., New York City, and Herbert Grayson, Ace Fastener 
Corp. 

Credit should also be given to members of the various other 
committees who contributed their time and talents to make 
the show a success. 

Exhibitors were: 

Jayem Sales Corp. 

David Kahn, Inc. 
Kamket Corp. 

Labelon Tape Co. 
Herman M. Levey, Inc. 
Lifton-Keppler Associates 
Luxo Lamo Corporation 
Majestic Staple Co 
Majestic Stationery Co 


Acco Products 

Ace Fastener Corp. 

Acme Lite Products Co. 
Aigner Index Company Inc. 
Allen & Co. 

Alliance Rubber Co 
All-Rite Pen, Inc 
American Artplex Inc. 
American Pad & Paper Co. Mamey Seles & Nila. Co. 


American Writing Paper iictehs Cian Sitting Cn 
Corp The J. L. May Co., Inc. 

Angler's Co Joshua Meier Co., Inc 

Apsco Products Inc Metal Specialties Mfg. Co 

Arrow Fastener Co. Inc. Micropoint Inc. 

Art Steel Co., Inc. Modern Stationer 
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dsk Pad & Novelty Modern Steelcraft Inc 
B more Busing Forms National Blank Book Co 
Bandes & C Inc NSOEA 
B Bernsley & C Inc N. F. C. Engineering Co 
The Bates Mfg. C Noesting Pin Ticket Co. Inc 
Beaver Furniture C Norma Pencil Corp 
ry Berry A ate Nu-Craft Products Co., Inc 
Braden Stee Office Appliances 
a lenger t Products, Office Covers Co 
Olivetti Cor f America 
“ Metal f t Oxford Filing Supply Co. Inc 
CI epoint Penn State Industries 
* s «Ime Perfect Rubber Seat Cushion 
Cole Steel Equipment C Sidney Pomerantz 
Murray Cohen & Associates Quartet Manufacturing C« 
Consolidated tamp Mfg Redi-Record Products Co 
Cushman & Denison Mfg Red Rope Stationery Ind 


; ne Regency Thermographers 
Delta Products C Reliance Pen & Pencil Corp 

n Metal Product Inc Weldon Roberts Rubber Co 
me Publishing Company, Rocco Products, Inc 

Saxon Paper Corp 
Seal-O-Matic Dispenser 


Eastern Numberir 


Machines Seneca Novelty Co., Inc 
Empire Pencil C The Shallcross Co 
Geyer’s Dealer Topic Simonsville Mfg. Co. 

1 Seal Chair Cushion Co Speedry Products Inc. 


S. S. Stafford Inc 
Star Loose Leaf Co., Inc. 


side System & Supply Co 
Handi-Blott C 


George S. Heineman, Inc Stebco Products 
Higgins Ink C nc Stein Bros. Mfg. Co 
The H-O-N C Stock Forms C« 
Hormel Cort Stone-Newman Associates 
Andrew Huth Superior Typewriter Co. Inc 
Enkay Product Swingline Inc 
Expanding Envelope & Fold Taubman Pen Cc 
Cc rp U-Index Co 
D, — Universal Pad & Tablet 
t x Pr Corp 
The Fairaate Rule Co.. Inc Vail Manufacturing Co. 
eee “ : S. E. & M. Vernon, Inc. 
>chool S ~ Warshaw Mfg. Co. Inc 


Waterman Pen Co., Inc. 
Wearever Pens & Pencils 
Wilson Jones Co 

& Ess Mfg. C Zephyr American Corp 





H. A. Azoff, Federal Staty. Co., Boston; Frank May, J. L 
May C eph Rothbard, J. Rothbard Co., Philadelphia; 
Bob Reifler L May Co. 

Nat Lazarus, Mrs. & Mr. Robert Mandel, all of Jayem Mfg 
C Edward Kuester, Nigro-Kuester Associates; C. W 
Kohebusch, R. A. Jones & Co., Roselle, N. J.; George Tefft, 
Tefft Typewriter Co.; R. A. Jones, R. A. Jones & Co. 

M. Hirschbaum, Expanding Envelope Co.; Frank B. Kaplan, 
The Philip Press, Brooklyn; David Kaplan, Alpha Office 
upply, New York City; Mr. & Mrs. E. B. Miller, Mill-Green 
& Mrs. L. Dioorkin, Expanding Envelope Co 
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asphalt tile institute 
recommends use of 
glides, cups, casters 





j 


“for lightweight furniture—use glides having a 
smooth, flat base with rounded edges and a flexible pin to 
maintain flat contact with the floor, after first removing 
any small metal domes on the furniture legs. 





u 


“for heavy furniture —For tables and heavy furniture 


not frequently moved, use composition furniture cups 
designed to prevent the legs from cutting the floor. 





“for moveable furniture —For desk chairs and other 

moveable furniture, use easy swivelling ball bearing casters 
with 2” diameter wheels ahd with soft rubber composition 
treads at least 34” wide." 


office appliance dealers take note: 

The above is quoted directly from ATI literature on asphalt 
tile. Bassick glides, cups and casters meet all requirements 
set forth above and protect wood floors as well. Remind 
your office management customers of these Bassick floor 


protectors. And look for them on office furniture you sell. 
7.32A 


SEAN @ 4 


A DIVISION OF 
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MAKING MORE TINDS OF CASTERS. MAKING CASTERS OO MORE 









\ MAYCO 
\ \ “ECONOMY” 
\ \ DESK 
\ \ ORGANIZER 














632G Gray 













@ 8 big partitions — baked enamel finish 
@ Protective rubber feet 





An amazing low price assures volume turnover 
and top profits on this handsome, functional 
organizer. All spring wire construction. Ready 
for instant use: no assembly. 1014” long x 8” 
wide x 7” high. 








ml Ulaletife)al-| pum me) am @rel-4. 
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Desk Toppers 


(AVAILABLE NOW) 






“EXECUTIVE” 

DESK 

" TRAY 
655G Gray 
655B Brown 

656 Chrome 












@ Letter size tray—baked enamel finish, also chrome 
@ Holds large and small papers 

@ All papers ore easily accessible 

The perfect compliment to any modern desk design! 
Can't collect dust...holds any size correspondence 
...no sharp edges to mar surface. All spring wire 
construction. Ready for instant use: no assembly. 12” 
long x 10” wide x 2” high. 











Round out your DESK TOPPER line with 
these MAYCO BEST SELLERS! 




















MAYCO MAYCO 
COLORED COLORED 
“ROLLMASTERS” “PERSONAL” 
620 "a DESK 
‘ ORGANIZER 






619 







@ Matched to telephone 
colors! @ 200 ft. standard 
3-7/16" adding machine paper @ Handsome, ‘executive 
roll... creates repeat sales modern design @ 5 compart 
@ Sturdy, all-metal ments, 3/4” wide @ No 
construction @ Storage scratch domes on base 
compartment for clips, etc. 


Item numbers and finishes apply to both 


620A—619A—Cherry Red 620D—619D—Pale Green 
620B—619B—Cocoa Brown 620E—619E—Antique Ivory 
620C—619C—Larkspur Blue 620—619G-Dove Gray 


Don't Delay . . . write today 


@ Matched to phone colors! 























MAYER MANUFACTURING CORPORATION 


3130-3140 West 51st Street . Chicago 32, Illinois 









MAYCO Desk Toppers . . . Since 1921, 
The Line That Anticipates Customer Demand! 
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Zac Smith Firm Adds New 
Store in Suburban Homewood 


The Zac Smith Stationery Co. of Birmingham, Ala., a firm 
of 74 years of one-family ownership, recently opened a new 
Zac Smith office and school supply store in suburban Home- 
wood. 

Founded in 1883 by the late Zac Smith, Sr., the parent 
firm is operated by Daisy Dean Smith Russen, president, a 
niece of Zac Smith, Jr., and Douglas H. Russen, executive 
vice-president and general manager. 

The new store is evidence that the staff and facilities have 
been expanded to keep pace with the growing needs of subur- 
ban Birmingham. 

Address of the new store, across from the city hall, is 
1826 29th Ave., S. in Homewood. 

Coincident with the grand opening, Zac Smith Stationery 
Co. saluted another new arrival to the “Valley”, Howard 


College. 


Kappenberger Advanced by Peerless 

Anton J. Kuhn, president of Peerless Steel Equipment Co., 
has announced the appointment of A. H. Kappenberger to the 
newly-created post of assistant to the president. 

The company board of directors found it necessary to take 





aul 


A. H. Kappenberger 


‘ 


Anton J. Kuhn 


this action due to the unprecedented presidential work load 
brought on by the recent expansion of facilities and the intro- 
duction of new lines of office furniture. 

Both Mr. Kuhn and Mr. Kappenberger have been associated 
with Peerless Steel for 25 years and their experience in the 
field of office furniture teams two men with considerable back- 
ground to further promote the position of Peerless within its 
industry. 


Garretson Heads Stationers Corp. 

Appointment of Robert H. Garretson as president of Sta- 
tioners Corp., was announced recently by the board of direc- 
tors. Mr. Garretson assumed the office upon the resignation of 
Charles E. Conley. 

Rated as one of the largest retail and 
wholesale stationery, school supplies and 
printing organizations in the west, the 
firm has grown with Southern California 
since its founding by Omar E. Boyd in 
1920. Mr. Garretson will also serve as 
a member of the board of directors of 
the company. 

Mr. Garretson’s experience in man- 
agement and sales with International 
Business Machines since 1938 has taken 
him from San Francisco and San Diego DP 0 Giccstece 
to Honolulu, Tulsa, Chicago, Washing- 
ton and New York. His most recent assignment was at IBM, 
New York, as product line co-ordinator on the staff of the 
executive vice-president and general manager of the data proc- 
essing division. He has also served IBM as director of product 
and marketing analysis and had sales and management re- 
sponsibilities as head of some of IBM’s largest sales offices. 
During his sales career with IBM, he made the 100% Club 
for sales achievement in five out of six possible years. 








OA—12/57 








ous. wn —- 


on 





See 


ONLY C@alional Adding Machines have Live Keyboard’... 


plus 13 other vital Owner-Operator features! 


Never before haveso many time-and-effort- 
saving features been placed on one adding 
machine. Compare them—feature by fea- 
ture—with any other adding machine: 


. “Live” keyboard. 
. Instantly adjustable keytouch. 


1 
2 
3. Automatic clear signal. 
4. 
5 
6 


Subtractions print in red. 
. Automatic credit balance prints in red. 


. Automatic space-up of tape when total 


prints. 


. Large answer dials. 
. Easy-touch key action. 


Full visible keyboard. 


. Automatic ciphers. 

. Rugged duty construction. 

. Keyboard interlock. 

. Four-way paper space control. 

. Three-way repeat. 
(quietness and beauty, too! ) 


Reduce hand-motion and effort up to 50% 
with National’s exclusive “Live” key- 
board, instantly adjustable to any oper- 
ator’s touch. Every key operates the motor 
—so you can forget the motor bar. No 
more back-and-forth motion from keys to 
motor bar. 


THE NATIONAL CASH REGISTER COMPANY, pvayron 9, onto 


989 OFFICES IN 94 COUNTRIES 
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A National Adding Machine pays 
for itself with the time and effort it 
saves, then continues savings as 
yearly profit. One hour a day saved 
with this new National will, in the 
average office, repay 100% a year 
on the investment. Contact Dayton 
Office, Adding Machine Division, 
now, for information about the 
complete adding machine line 
dealerships still available. 
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IT FITS ALL TYPES OF BUSINESSES! 


Dome is your best money maker because: 
¢ You make the same giant profit on each 
sale . . . original and repeat . you sell a 
complete book each time . . . NO REFILLS. 


¢ Reduces your inventory investment. 


¢ Takes less than a foot of counter space... 
dynamically packaged in a compact se/f-selling 
display unit. 


¢ Helps you sell through cooperative advertis- 
ing and FREE dealer aids, advertising mats and 
point of purchase displays. 


¢ It has a big consumer demand. 












By Popular Demand. . f 
Now Ready!!! j 











DOME 
IMPROVED 
PAYROLL BOOK 


For the Employer of 25 or less. 
Has new and Exclusive features. 
ORDER THROUGH 


$9.50 
YOUR WHOLESALER RETAILS FOR 


DOME PUBLISHING CO., INC. 


THE DOME BUILDING, 357-361 CANAL ST. * PROVIDENCE 3, R. |. 





; 

; 
; 

; 
: 








DOME SHORT-CUT 
PAYROLL BOOK 


RETAILS FOR $3.00 

























Executive Furniture Guild Names Officers... 
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: 44: 7a 4, ; ’ 
New officers of the Executive Furniture Guild of America were 
elected at recent meeting of board of governors held in Grand 
Rapids, Mich. From left to right are John C. Preston, president 
of John C. Preston, Ltd., Montreal, serving two more years; 
Alan J. Goldstein (seated), vice-president and general manager 
of Rochester Stationery Co., Rochester, N. Y., elected to a 
three-year term and also chosen Guild president for 1957-58; 
Stuart J. Koch, vice-president of C. Loth, Inc., Cincinnati, 
outgoing president serving two more years; Adrian Pembroke, 
president of Pembroke Co., Salt Lake City, Utah, serving one 
more year; Robert H. Bennett, Sr., president of Stow & Davis, 
the Guild’s furniture manufacturer member, and Harlow Mace, 
president of the Office Equipment Co., Chicago, serving one 
more year. Cy S. Ober, chairman of the board of the Business 
Furniture Co., Indianapolis (not in picture) was newly-elected 
for three-year term. Messrs. Koch, Pembroke, Mace and Ober 
are past presidents of the Guild. 





Federbush Named MDAA Drive Chairman 


Max W. Federbush, president of the Federal Loose Leaf 
Corp., New York City, has been named 
chairman of the Stationers and Loose 
Leaf Manufacturers’ Division of Mus- 
cular Dystrophy Associations of Ameri- 
ca, Inc., it was announced by William 
Mazer, MDAA president. 

Mr. Federbush will organize support 
in his industry for the 1957 MDAA 
campaign for funds to finance research 
into the mysterious, muscle-wasting dis- 
ease which afflicts more than 200,000 
Americans, most of them children in 
whom it is almost always fatal. 








Orna Metal Makes Installation .. . 





This installation was made in the office of the new Biederman 
Furniture Co. store in southwest St. Louis, Mo. The installation 
is in Orna Metal’s new Citation series and Orna Metal's filing 
cabinets 
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Everything about this new chair is tops 
but the price! 









List Zone 7 3 600 


7 Comfortable modified saddle seat 
(14”’ x 17’) has generous foam rubber 
cushioning over a shaped steel pan. 
2. Contoured backrest (9” x 13’) 
also has generous foam rubber cush- 
ioning over a shaped steel pan. 

3. Flexible steel back post will give 
resilient support ‘for the life of the 
chair. 

4. Both seat and backrest have cloth 
or vinyl plastic covers which can be 
removed for cleaning or inexpensive 
replacement. 

5. Seat adjusts up and down. Back- 
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STURGIS 
\ Cltenititde 


No. 820-G 


with with 
fiber tubular 
glass steel 
base base 
Group 1 Group 1 
Upholstery Upholstery 


Check all these quality features which Sturgis has engineered into this new chair: 


rest adjusts up and down, and for- 
ward and backward. 


6. Ball burnished spindle bearing 
assures smooth swiveling, no bind or 
wobble, longer life. 


Z Self-lubricating, squeak-proof ny- 
lon thrust beariny will take endless 
swiveling punishment without meas- 
urable wear. 

&.Wide choice of materials and 
colors, alone or in combination. 

2. Available either with the graceful 
tubular steel base or the famous 
Sturgis fiber glass base. 


There you have it! We think you'll have to agree that 
everything about this new chair is tops but the price. 


No. 820 






a Q95 List Zone 1 


tured in Sturgis, Michigan and Charleston outh Carolina 
TURGIS POSTURE CHAIR COMPANY «+ STURGIS, MICHIGAN 
Offices « 154 East Erie Street * Chicago 11, Minois 
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MAKE YOUR 
OWN 


File Folder 
TEST 


For Quality .. . 


Whether it be manila kraft, a single or 
double top folder — you'll find none better 
than 
IMPERIAL METHODS 
ask for sample: 
For Economy .. . 
you will find 
IMPERIAL METHODS 
prices designed for top dealer profits. 


Price list sent on request 


For Prompt Service .. . 

you get your order when you want it! 

Place your next file folder order with 
IMPERIAL METHODS 

and see for yourself. Check your stocks 

NOW! Are you prepared for the "transfer 


time” rush? 


\ Seasons 
Greetings 


ail to 
iil the countless 
° == friends we have 


made in the office 


— we supply industry since 
1906 
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Olivetti’s New Colored Portables Win Favor... 


- tap Be eS iin 2. 
i es > } . 


Olina i Corp. Anca 





Olivetti‘s Bob Meehan shows off new colored Olivetti Lettera 
22 portable to dealers Thames Karademos (left) of Wyandotte 
Typewriter Co., Wyandotte, Mich., and C. P. (Chuck) Audette 
(right), Audette Office Equipment Co., Dearborn, Mich. Let- 
tera 22 in new blue or green and Studio 44 portables in blue 
had their premiere at the Conrad Hilton Hotel during the 
NSOEA convention. Mr. Meehan is explaining how solid-color 
typewriters can also be transformed into any one of six two- 
tone combinations merely by switching easily-removable tops. 








Plan Winter Business Show in Philadelphia 

The Office Equipment Association of Philadelphia is mak- 
ing plans for the Winter Business Show to be held at the Belle 
vue Stratford Hotel February 25-27. 

Theme of the show will be “Your Electronic Office and the 
Bread and Butter Items That Make It Function.” 

List of exhibitors to-date includes Charles Bruning Co., 


Comptometer Corp., Ralph C. Coxhead Corp., Cummins 





New Officers . . . for the Office Equipment Association of 
Philadelphia discuss plans for the Winter Business Show. From 
left are James Shaugnessy, D. L. Ward Co., treasurer; R. 
Binney Tower, F. S. Webster Co., president, and James T. 
Brophy, Yawman and Erbe Mfg. Co., secretary. Vice-president 
George C. Bower, Banner Business Systems, Philadelphia, is 
not pictured 


Business Machine Corp., Davidson Sales & Service Agency, 
Delaware Valley Magnetic, Inc., Delva Associates, Dictaphone 
Corp., A. B. Dick Products Co., Ditto, Inc., Thomas A. Edi- 
son, Inc., Elliot Addressing Machine Co., Friden Calculating 
Machine Co. and The Haloid Co. 

Also Keelox Mfg. Co., Marchant Calculators, Inc., Monroe 
Calculating Machine Co., Mosler Safe Co., Noll Business 
Machines, L. W. Pierce Co., A. Pomerantz & Co., Royal 
McBee Corp., Sortergraph Co., Standard Duplicating Co., The 
Todd Co., Underwood Corp., D. L. Ward Co. and F. S. 
Webster Co. 
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REPUBLIC 


STEEL 
TRANSFER CASES 





Here's a full 25% inches ) \ 
of clear filing space. 








2 
These drawers open /- 2 
easily. No binding. ) k 
“a 





There is no satisfactory 
substitute for the REPUBLIC 
reinforced channel frame 
construction. 











Protect records against 
moisture, fire, vermin. 


a4 make transfer time... profits time! 
— Yy Wisecih gee 

y Transfer time is your opportunity to make big- 
volume sales fast/ Businessmen everywhere are 
looking for safe, compact, easy-to-use storage for 
inactive records. And Republic Steel Transfer 


| Cases solve storage problems—year after year. 


| % 
REPUBLIC cases lock both az na 
vertically and horizontally, ay é 
“s 

Y 










assuring rigid stacking. 








Heavy-channel frame, reinforced drawer heads, 
and all-welded steel construction make Republic 
Steel Transfer Cases extra strong, extra rigid, extra 
durable. These high-stacking space-savers allow 
a full 25% inches of clear filing space. 





How’s this for space- 
saving high stacking? 





Make transfer time extra-profits time. Stock, 
display, sell Republic Steel Transfer Cases in sizes 
for ledger sheets, legal forms, letters, invoices, 
checks, and tabulating cards. For complete infor- 
mation, send coupon or write, today. 


REPUBLIC STEEL CORPORATION 
BERGER DIVISION 

DEPT. C-4621 R 

1058 BELDEN AVENUE « CANTON 5, OHIO 


REPUBLIC STEEL 
BERGER DIVISION 


CANTON 6, OHIO 


Yes, I am interested in Republic Transfer Cases. Please send addi- 
tional information. 


Name SE ae Title 


Firm __ 





Address 





| (ieeiieeetear eons eeat neice an enna cere 
Sen inn eieeb ab én eta em amenanent 
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. . » you can help’em start the 
new year right with 

Royal Continuous register forms - 
for every business! ! 


@ IT'S A FACT: Nothing provides such strong 
protection and simplifies bookkeeping pro- 
cedures like written proof of cash and charge 
transactions. Royal forms guard against loss, 
tampering, confusion; easily adapt them- 
selves to almost any retail business, keep 
customers coming back for more, net you 
7| $24 on an average order of $80! It will pay 
2%) you to get full details—write us now. 


write now for sample forms 
and catalog 





ROYAL OFFERS THESE PLUSES, TOO 


shipments in 10-14 days on Standard Forms 
14-21 days on Custom Forms 






Dealer sales only! 





Shipments in your name! 





REGISTER COMPANY 
NASHUA, N. H. BETTENDORF, IOWA 
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Eureka Uses Christmas Motif . . . 





The Eureka Specialty Printing Co. booth at recent NSOEA 
convention put emphasis on cutouts, tags and seals for Christ- 
mas. Promoted, too, was the Duplisnap idea for mailing labels 


Williams Promoted by Sikes Co. 

Armand Williams has been appointed to the post of assistant 
to the president and sales co-ordinator 
for The Sikes Co., Inc., Buffalo, N.Y., 
it was announced by Francis B. Bacon, 
president. 

Mr. Williams has been active for a 
number of years in the home furnishings 
fields of buying and management, having 
been associated with the William Hen- 
gerer Co. in Buffalo, McCurdy’s, Roch- 
ester, N.Y. and Trask’s Home Fur- 
nishings, Erie, Pa. From 1942 to 1946, 
Armand Williams ¢ Was a special agent with the Federal 

Bureau of Investigation. 





Expand Philip Hano Facilities 
Construction of the recently-announced addition to the 
Philip Hano Co., Mount Olive, Ill. plant is now under way. 
[he expansion plans call for an additional 20,000 square 
feet which will triple the present size of the southern Illinois 
operation. The company, which manufactures business systems, 





plans to install additional press and bindery equipment in the 
added space to meet the growing demands of the midwestern 
area. 

The company opened its plant at Mount Olive in 1955 in 
the southwestern area of the community. In the present lo- 
cation, which covers a 10-acre tract, it is serviced by a spur 
of the Wabash Railroad, within easy reach of other transpor- 
tation mediums. 

In addition to the Mount Olive plant, the Hano Company 
also has a plant and office in Holyoke, Mass. 


Cramer Appoints Ad Agency 

Cramer Posture Chair Co., Inc., has named Allmayer, Fox 
& Reshkin Agency, Inc., of Kansas City, Mo., to handle its 
advertising, effective January 1, 1958. 

Announcement was made by R. A. Cramer, president of 
the firm. 

Cramer Posture Chair manufactures more than 150 basic 
models of chairs, as well as office machine stands and filing 
platforms that roll into position but lock to the floor when 
weight is applied. 
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North Carolina Governor's 
Party Visits Itkin Bros. 


Governor Luther H. Hodges of North Carolina recently led 
1 group of State officials and prominent industrialists to New 
York and New England on a search for new industries for the 
Tarheel state 

Governor Hodges was quoted as saying that one of North 
Carolina’s strongest selling points was the prosperous growth 
and outstanding success of the State’s many manufacturing 
plants whose products enjoyed a national reputation for qual- 
ity and value. 

[fo emphasize the point, Governor Hodges and his group 
took time off from a busy schedule to visit the showrooms of 





At Ease with North Carolina Products . . . F. J. Boling, presi- 
Jent of Boling Chair Co.; Abe Itkin; Governor Luther H. 
H f North Carolina; David Hayworth, Alma Desk Co.; 
Ben Itkin, president of Itkin Bros. Inc., in setting featuring the 

desk with Boling chairs. A similar picture was taken 
howing the ar accompanied by Thomas J. Pitts, at a 


1eSK 


Itkin Brothers, one of New York City’s outstanding office fur- 
niture dealers, where they viewed a display of wood office 
furniture a major North Carolina industry. 

[he group was photographed in settings featuring executive 
desks by Alma Desk Co. and Myrtle Desk Co. of High Point, 


N.C. and companion chairs manufactured by Boling Chair Co., 
Siler City, N.¢ 

Playing a dual role was F. J. Boling, who was on hand not 
only as president of Boling Chair Co., but also as a member of 


the North Carolina Board of Conservation and Development 
and the Governor’s official party. 

Other executives of both companies and the officials of Itkin 
Brothers were also present to greet the Governor and his party. 





Wilkes Advanced by B. L. Marble 


Robert L. Wilkes has been elected vice-president of the 
B. L. Marble Chair Co., an office he will hold in addition to 
his position as secretary and treasurer 
of the Bedford, Ohio, firm. 

Mr. Wilkes joined the B. L. Marble 
Chair Co. in June, 1947 as auditor. In 
1951 he became assistant treasurer and 
controller, and in 1952 he was elected 
secretary and treasurer and a member 
of the board of directors. 

A native Clevelander, Mr. Wilkes re- 
ceived his degree in business adminis- 
tration from Miami University in Ohio. 





Robert L. Wilkes 
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PE Open End Style 


PS Open Side 





Savings Bond Envelopes for the new punch card 
size United States Savings Bonds are now being 
offered by the Justrite envelope companies of 
St. Paul and Atlanta. 


This is a new envelope item that all your bank cus- 
tomers need. Government punch card size bonds 
have been put into effect recently and banks want 
these specially designed envelopes to fit them. 


Featuring original. stock form printed designs, 

Justrite furnishes this line in two functional styles 
. the PE open end with thumb notch, and the 

PS open side with regular flap. 

Both styles come in brilliant white antique stock 

and have crystal clear cellophane windows to allow 

the bond purchaser's name to be seen easily. 


The distinctive PE style offers two-color red and 
blue printed design while the economy wise open 
side style is printed in blue only. Ample area is 
provided on the faces of these envelopes for the 
bank name. 


Be among the first to sell Justrite’s new savings 
bond envelopes to your bank customers. Write 
either Justrite factory for samples and prices of 
these and other items in Justrite’s complete line 
of standard and specialty envelope products. 


Two Modern JUSTRITE Factories 





NORTHERN STATES ENVELOPE CO. 
300 East Fourth Street ¢ Saint Paul 1, Minnesota 


JUSTRITE ENVELOPE MPG. CO., INC. 
523 Stewart Avenue, S.W. . Atlanta, Georgia 
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if NATIONAL LOCK COMPAN' 


. Rockford, Wlinois * Industrial Hardware Division 


A distinctive note of quality for your 
office chairs. Double-race ball bear- 
ings provide free-swiveling action. 
Choice of Rubber or Phenolic wheels 
molded of the finest materials for 
long-term service. Complete line in- 
cludes casters, sockets, leq equalizers, 
furniture glid Sample request. 


all from ] source 


wer Pulls ° Hinges 


* Screws ° Bolts 


pment manufacturer or 


r, see your jobber 
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President Frank G. Atkinson (left) of the Joseph Dixon Cru- 
cible Co. receives from Curtis Publishing President Robert E. 
MacNeal a transichrome reproduction of the cover of the 
September 7, 1957, issue cf the Saturday Evening Post, which 
contained Dixon’s most recent ad in the magazine. The plaque 
held by Mr. Atkinson commemorates Dixon’s 50th year as an 
advertiser of the Post. The first Post ad cost $14, the latest 
$29,490 





Establish Victor Adding Branch in Omaha 

Victor Adding Machine Co. has established a direct factory 
sales and service branch in Omaha, Neb., Vice-President A. F. 
Bakewell announced in Chicago. 

Sheldon S. Gayle was appointed manager of the new branch. 
Don Farley will be service manager. 


Guest Book 


E. Lionel Shannon of The Shannon, Ltd., of New Malden, 
Surrey, England, manufacturers of visible record systems, 
hanging file systems and office furniture favored the New York 
office of OFFICE APPLIANCES with a visit on October 2. 

He arrived in New York City on the Queen Elizabeth from 
Southampton, England, on August 27. From there, he went 
on to Canada to visit the firm’s distributors in Montreal and 
Toronto. After leaving Canada, he went on to the United 
States to call on the H-O-N Co. in Muscatine, Iowa. Then on 
to Chicago, where he spent three and one half days at the 
NSOEA convention where the Shannovue visible record sys- 
tems and Shannolink filing systems were on display at the 
H-O-N Co.’s exhibit. He was in attendance greeting many in- 
tensely interested dealers and answering numerous technical 
questions. 

On Tuesday, October 1, he flew to New York City on his 
return trip and sailed on the liner Liberte on Friday, October 
4, for France where he will visit the SICOB office equipment 
exhibition in Paris which opened on October 10. He planned 
to return home to London, England, by October 14. 





Robert B. Frier, editor of the Pacific Stationer, visited our 
offices on October 4, two days after the close of the big 
NSOEA convention which he attended. Having been in 
Chicago a week, he boarded a plane for San Francisco shortly 
after our visit. 


Mr. & Mrs. Jack R. Laws of Springfield, Ill. favored OF- 
FICE APPLIANCES with a visit on October 21. Jack has an 
enviable record as a salesman of office furniture and station- 
ery. He has been in the industry nearly half a century, start- 
ing with The Globe-Wernicke Co., operating his own business 
for a while, and recently as salesman for Coe Brothers, Spring- 
field, Ill. Mrs. Laws is interested in Republican party affairs 
and was in Chicago to attend a party gathering. From the 
office of this journal the two went across the street to visit 
with Cortland B. Horr, vice-president of Associated Stationers 
Supply Co 
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is desired by 
V.I.P.s and 
fulfilled by 

this walnut group 





Every businessman wants his office to 
reflect his success. The Leopold Document 


Leopold Group is the prestige line that 


does this and more. Crafted from 


the sales-building Document warm, quiet wood, the Document combines 


timeless beauty and functional design. 

Desk It can build your sales just as it 
builds prestige for your customers. 
Write for brochure. 





COMPANY Beter 
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MANIFOLD PRINTERS SINCE 


General and Sales Offices: 


more 
profit for you 
in ’58 with 77aKe 


It will pay you well to find out today 
why Hano is your best bet for a complete 
line of printed business systems to sell in 
1958. With the Hano line you can always 
sell the right form at the right price and 
deliver at the right time. Hano’s complete 
line can insure you repeat orders and 
profits. Get the facts . . . then judge for 
yourself . . . before 1958 records are 
started. 


Why wait? Ask for your copy 
of “Business Form Profits with 
Hano,” plus “The Complete 
Line,” today. Dealerships open 
in the South, Southwest and Mid- 
west. 





PHILIP 





HOLYOKE. MASSACHUSETTS MT. OLIVE, ILLINOIS 


Warehouse and Branch Plant 


4th District Notes 


R. E. HILBURN, correspondent 
P.O. Box 2835, Greensboro, N.C. 





A new firm is that of The Dotherow Office Supply Co., 
407 W. Central Ave., Orlando, Fla. W. J. Dotherow and the 
“Mrs.” are at the wheel and invite one and all of the travelers 
to pay them a call. W. J. was formerly with Bishop Office 
Equipment Co. 

° 

Office Equipment Co., 448 N. Main St., Winston-Salem, 
N.C. is now owned by the H. G. Niblock Typewriter Co., but 
will continue to be managed by George Charles, the former 
owner. 

e 

The Book Store, Waynesville, N.C. will, after January 1, 
be under new ownership. Mr. & Mrs. Odom will take over 
then. They came down from Michigan and liked Waynesville 
so much they decided to buy out the Metzgers and make it 
their home. 

* 

November 1 witnessed the liquidation of one of the old 
tumers in the office supply field. Alabama Stationery Co., 
Mobile, Ala., notified all suppliers that due to an unusual com- 
bination of circumstances beyond control, the firm was closing. 
J. D. Duvall, its president, said that he hoped the future would 
see him back again in some other capacity. 

s 

Doug Amos recently purchased the Walker Printing Co. 
down Montgomery way. 

e 

Troy Office Equipment Co., town of same name in Ala- 
bama, has moved into a new downtown location but my in- 
formant didn’t say where, so youse guys will just have to scout 
around to find it. 

* 

Hear where Mr. Martin’s boy George, skipper of Martin 
Office Equipment Co., Jacksonville, Fla., will move soon into 
his own building so will be on the lookout for plenty of 
pictures ’n stuff, George. You might contact my Jacksonville 
correspondent, “Inky” Sanford Lydiard, and tell him to supply 
me with complete details on the formal opening. 

° 

Luther Skinner, Skinner Printing Co., Montgomery, Ala- 
bama now has a new sales manager in the person of Louis 
Watts. Never see that name Watts that the nickname “killer” 
don’t pop up. 

. 

Might as well stay in Montgomery for a spell. Cholly 
Harbin, Jr., and wife Jean presented Grandpa Harbin with a 
grandson on August 16. Odd thing about this deal is that 
Gabriel, that’s his name, arrived on grandpa’s birthday. Nat- 
urally, all hands expect him to one day blow his horn for 
Harbin’s Office Equipment Co. 

ry 

Few folks are on the “ailing” list, but one that has had all 
of us worried plenty is coming along fine now. Clay Tousey, 
R. E. Wilkerson Co., Jacksonville, Fla., is now able to come 
down to the store in the morning for a short spell. Clay was 
laid low a couple of months ago with a bad heart attack. 
Sho glad to see you back, Clay. 

. 

Francis Klicker, Commercial Stationers, Inc., Asheville, 
N.C. and John Carter, J. H. Carter Co., Kinston, N.C., both 
came down with the same ailment, a ruptured blood vessel in 
the sinus area and both had to be hospitalized. Have been un 
able to get a late report on either but Francis evidently had the 
tougher time as a blood transfusion was necessary. 

° 

Bill Rohr, buyer at Pound & Moore, Charlotte, N.C., was 
down for a short time with high blood pressure but at last 
report was coming along fine. 

. 
Watson Ramsey, Jr., Watson Ramsey Co., Jacksonville, Fla., 
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NEW DISCOUNT PLAN 
“COMBINED-ORDER" 


t wear and tear Yes, Amfile's extra-profit Combined-Order Discount Plan 
binder holes is "SIMPLE ARITHMETIC"! If you are about to order 6 
= cartons of Amfile file folders, for instance, merely add 4 
cartons of any other Amfile supply items to your order, 


tin 
nto 
ol 
ille 
ply 


la N 373 adds 


puis metal eye without ‘ . , 
er” xdding to the thickness and receive an extra 5°% discount on the entire order of 
making the #1780 Sheet 10 cartons. It's that simple. 
Protector the most dura- 
ble in the world. Also x = . 2 
sly plain And going even further, if your Combined-Order is for 
1 a as the a total of 20 cartons, you will receive an extra 7!/,% dis- 


count. For a 30 carton order... an extra 10%. And 
when you look over the many items in the handsome Am- 
file full-line catalog, you'll find it easy to make up these 
10, 20, or 30 carton orders. 


Buy all your supplies from one good source. Get the Am- 














ey, 

me file buying habit and earn those handsome extra profits. 

vas And you get "right now" shipping service, too . . . all 

ck. items in the complete line are carried at all times in our 
quarter-million dollar factory finished inventory. GET 
THE AMFILE BUYING HABIT! EARN THOSE EXTRA 

_ DISCOUNTS! 

in 

un 

the WRITE TODAY IF YOU HAVE NOT RECEIVED OUR NEW 1957 
COMPLETE-LINE CATALOG. 


AMBERG FILE & INDEX COMPANY 


KANKAKEE, ILLINOIS 
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At your store... A MUST! 
At your home... 
A GREAT CONVENIENCE! 


Your copy of Orrice Ap- 

Ex rane | PLIANCES is an essential part 

of your store or office opera- 

tion, and must be kept there 

handy for quick, easy ref- 
erence. 


However, since your busi- 
ness rates number one in 
your reading interest, read- 
ing OFrric—E APPLIANCES at 
home can be enjoyable, and, 
of course profitable. 





The answer: A second subscription to OA, deliv- 
ered to your home at the cost of only 25c a month. 


Why not fill out the blank below, 


as Fill 
tear it out and mail it to us. Enclose 
your check, or we'll bill you later Out 
— and in appreciation of your the 
prompt response, we'll immediately Blank 
send you a copy of OA’s special re- 
Below 


print booklet, “How to Develop 
Creative Selling Habits”. Like OA, Mail 
it will make good reading at home, 


too. . 


Today 





Yes! Send OA Home, too. Send the free booklet 
“How to Develop Creative Selling Habits’ 


C] $3 enclosed [] Bill me 


Name __ 

Home Address 

City Zone 
| Dade ti 


Firm Name ___ 
Type Of Business _ 


Position 


MAIL TO: 


OFFICE APPLIANCES 


600 West Jackson Bivd., Chicago 6, Illinois 
127 
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suffered the loss of his father on October 8. The elder Ramsey 
was office manager of the company. 
* 

Thomas Weldon Gamble, president of Review Printing Co., 
Savannah, Ga., died recently. Mr. Gamble had been identified 
with the printing and office supply business in Savannah for 
more than 30 years, so once again we lose one of our “ole 
timers”. 





Honor Outstanding Salespersons . . Bill Thunberg (left) 
presents a loving cup to Mrs. John Mozingo, who was named 
the outstanding salesperson in Goldsboro, N.C. for the month 
of September. Between them is Clyde Carroll, owner and op- 
erator of Thomas Office Supply Co., where Mrs. Mozingo is 
employed. At right are Elmer Thornton of Creech’s, Inc., sec- 
ond place, and Mrs. W. A. Brady of Glidden’s Jewelers, third 
place. From the monthly winners, a salesperson of the year 
will be selected for honoring at a banquet. Mr. Thunberg 
heads the committee. 


© 

Wonder when Mr. & Mrs. Dan Collier, Lee Office Supply, 
Dalton, Ga., are going to make that “seven days and six 
nights” trip to San Juan, Puerto Rico, they won at Chicago? 
Whooee- what a prize. 

° 

J. E. “Jim” Scott, mfrs.’ rep., has given up the road, as well 
as the officer supply field, for one of his earlier loves. Jim 
has accepted the post of general manager for Swift Boats, Inc., 
Mt. Dora, Fla., and will move his family there soon. Our 
best wishes go with you Jim and may your boats win all the 
big ones. The “Swift”, just for you landlubbers, although well 
known in the runabout field, is more widely known, not to 
mention feared, in the racing field. 

* 
“Good chompin t nite” 

Now here is one you will really enjoy, Next time you are 
stopping within 50 miles of Rockingham, N.C., and your 
taste buds are yelling “steak” you will never do better than 
“Hernando’s Hideaway”. 

This beautiful restaurant and supper club is just what it’s 
name implies. It’s really a hideaway. 

All you will see on the highway is an arch with a light on 
each end announcing that this is “Hernando’s Hideaway”. 

This arch is located eight miles north of Rockingham on 
U.S. No. | and after winding about a half mile back into the 
woods you will come to Hernando’s. A sign on the door says 
“member only” but don’t let this deter you. 

Just ring the bell and ask for “Tut” — thats for Tuthill, the 
owner, and you will be admitted to a beautifully-appointed 
restaurant complete with dance floor, organ music and soft 
lights. 

The steaks are superb and you will find Mrs. “Tut's” pastries 
running the steaks a hot race. Mr. & Mrs. Neal Cadeiu intro- 
duced me to “Hernando’s” and thereby earned my everlasting 
gratitude. A phoned reservation is advised on week-ends. The 
place is closed on Mondays. 

* 

Many thanks to Inky, Jack Cooper, Dave Ogden, Charlie 
Harbin, Jr. and George Wilkerson for their help. 

Bye now— 
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5th District Notes 


PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 





IMPORTANT: To all of you who go 
rushing around lookixg for rooms in 
Chicago for the national convention at 
the last possible moment—this is your 
reminder to get your room reservations 
in NOW. Dates of the convention are 
September 27-October 2, 1958. Reserve 
vour rooms AT ONCE and get into the 
hotel of your choice. DO IT NOW! 

* 

FIFTH DISTRICT REGIONAL con- 
vention March 20-22, 1958: Are your 
reservations in at Greenbrier Hotel, 
White Sulphur Springs, W. Va.? This 
promises to be the greatest meeting that The Friendly Fifth 
has ever had. Let’s back up Governor Hanly Morgan and 
KEEP THIS DATE IN ’58. 





7 

CINCINNATI STATIONERS AND Travelers’ Christmas 
party will be held on Thursday, December 5, at Beverly Hills 
Country Club across the river in Newport, Ky. Hope to see 
you all at this gala shindig. 

7 

CLEVELAND CHAPTER Fifth District Travelers Club 
reports that they are continuing their City Hospital Fund in 
lieu of a celebration this Christmas . . . Plans have also been 
set on a tentative basis for the annual golf party on Thursday, 
June 26, at Sleepy Hollow Country Club. 

a 

The MOTOR CITY (Detroit) Chapter is industriously plan- 
ning the annual CAVALCADE OF SALES in January. More 
on this later 

* 

REMODELING AND EXPANSION at Seibenick’s in 
Toledo. Bernie Seibenick announces that the first floor will be 
completely remodeled for showroom purposes. The address is 
41 N. Huron St. 

* 

OPEN HOUSE was held October 29-31 at Newell B. New- 
ton Co. in Toledo to show their breath-taking third-floor furni- 
ture galleries. Layout and design were under the supervision 
of B. L. Marble Chair Co., according to Keneth Boyer, presi- 
dent of the firm, which is located at 1010 Jackson St. 

» 

Yakes Office Supply Co. in Grand Rapids, Mich. has moved 
the school supply and book department into a new building 
that has half again as much space as the old one. The firm 
now occupies three buildings adjoining with headquarters at 
443 Bridge St., and operate also at 2041 S. Division St. 

Matt Yakes announces a new aggressive sales policy with 
the cooperation of his two sons, Dell and Gene. New outside 
salesmen with the firm are Frank Butler and Dale Phelps, with 
25 years of experience in the office supply business between 
them. Norm McKinley has been appointed director of pur- 
chases. 

* 

Kalamazoo Office Equipment Co. has changed the name of 
the firm to Michigan Office Equipment Co., and has moved 
to a new and spacious location on the corner of Michigan 
and Portage Sts. in Kalamazoo, Mich. 

« 

The Reggie Macdonalds of Macdonald & Stingel, Saginaw, 
Mich., have returned from their globe-trotting to Norway, 
Sweden, Denmark and Great Britain. 

7 

WEDDING BELLS—tThat dapper perennial bachelor, Joe 
Cira, buyer at Seibenick’s in Toledo, has finally been caught. 
He was married to lovely Charlotte Trycinski on October 26. 
[he happy couple is on a honeymoon to Bermuda. CON- 
GRATULATIONS! 

e 


‘SIR STORK IS STILL FLYING—Stan & Yetta Yates, 
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Don’t do it the hard way 
- do it the PRONTO way! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


BEAUTIFUL APPEARANCE—Finish in attractive 


: Be Jk Weer ee dae : 


" olive green to match your regular office files. 
i STURDY CONSTRUCTION—Built of 275 Ib. tested 
ee corrugated fibre board... reinforced with steel 
al on the shell and the four corners of the drawers 


as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


PRONTO 


STORAGE FILES 


iat 


ze $4.55 
















= 


Legal Si 





Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 


outside the U.S.A. Check Size $2.50 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 
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Yates Office Supply Co., Detroit, became proud grandparents 
on October 7. Sherry Beth was born to their daughter, Marsha 
and Jerry Wolok, and all five are doing fine . Debbie and 
Jerry Devitt, Cal Long & Associates, became parents for the 
first time on October 21. They had a bouncing boy, and call 
him Thomas Aloysius. CONGRATULATIONS! 


Jim Wallace, manufacturers representative, has taken on an 
associate to help him count his money. He is Dick Selby of 
Mansfield, Ohio, who was formerly associated with B. L. 
Marble Chair Co. at the factory. He will call on the trade in 
southern Ohio, Kentucky and West Virginia. 

s 


John Sheets is the new Michigan representative for F. S. 
Webster Co. John was formerly store manager for Thrasher 
& Co. in Ann Arbor, Mich. 

® 


Bill Wintrich, manufacturers’ representative, is now showing 
the Erie Art Metal Co. line in this area 
2 


Al Close, veteran Detroit dealer salesman, is now associated 
with General Printing & Office Supply Co. in Pontiac, Mich. 
* 


DISTAFF APPOINTMENTS: Vi Mahoney is now assisting 
Dorothy O’Dwyer in the social stationery department of Cen- 
tral Office Supply Co., Detroit Ida Smith, long time with 
Marsh Office Supply Co., Ypsilanti, Mich., is now with Nes- 
tor’s in Detroit. 

* 


Thor Marsh, Marsh Office Supply Co., Ypsilanti, Mich., 
announces the appointment of a new outside salesman who 
goes by the handle of Reno Zadra. 

e 


GET WELL DEPARTMENT:—It is wonderful news that 
H. Y. (Mike) Aylwin, F. S. Webster Co., has been seen making 
his rounds again. We are all wishing this very deserving guy 
nothing but the best Also good to hear that “Spike” 
Speicher & Al Gregory, Gregory & Leonard Office Equipment 
Co., Inc., Detroit, are out of the hospital and back at the salt 
mines. 


Oxford Adds to Training Schoo! Staff 

Continuing its program of stepped-up dealer aid, the Ox 
ford Filing Supply Co., Inc. has announced a staff addition 
to its New York City dealer sales train- 
ing school. 

Anthony C. Imburgia has joined the 
Oxford staff to administer the intensi- 
fied educational program. He will be in 
charge of the twice-yearly dealer train- 
ing school conducted at Oxford’s New 
York City office located at 93 Worth 
St. He will also conduct informal ses- 
sions for dealers and for dealers’ pros- 
: pects, upon request. 

A. C. Imburgia In addition, Mrs. Imburgia will do 

field research on product applications. 
The results of this research will be made available to Ox- 
ford dealers in the form of new systems ideas and merchandis- 
ing suggestions. 





Calkins Named Sales Manager 
Of Steel Furniture Mfg. Co. 

Craig P. Calkins has taken over as of October | as general 
sales manager of the Steel Furniture Manufacturing Co. of 
Baldwin Park, Calif. The firm manufactures the Fortress line 
of steel furniture. 

He will be in charge of sales in the 11 western states in 
which the firm’s office furniture is distributed. He is a graduate 
of Stanford University and was a member of the sales staff 
of Defrees Office Equipment in Palo Alto, Calif. 
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For Fast Service Contact the FABRILITE™ 
Distributor Nearest You Listed Below: 


ALABAMA 

NNN. 5s danas conanndaasavecdieane F | 515 Bell Street 

Birmingham 3...... Spradling Supply Comp 2125 Second Avenue, S 

ARIZONA 

PN cline alsin. 4 Save ea oe S & S Supply Co., 5 South 16th Street 

CALIFORNIA 

Los Angeles 15..........-. Fabric Leather Corporation, 1139 Santee Street 

Lindsey & Hall, 1038 South Hope Street 

San Francisco 9.............9covel & Sons Company, 1133 Post Street 

COLORADO 

raha Ue. 5 -acinn: tye daria A. G. Seaver, 5850 Wadsworth Boulevard 

CONNECTICUT 

Hartford 5. New England Upholstery Supply, 38-40 Albany Avenue 

DISTRICT OF COLUMBIA 

Washington, [ , ....C. E. Briddell Co., Inc., 3746 Tentn Street, N.W. 

FLORIDA 

Jacksonville. upply Company, 816 Ocean Street, P. O. Box 2296 

Miami 36. . W. Valentine Company, 618-622 S. W. Eighth Street 

NR ssc phalec ao Sie aio 461m ae tena (Sulf Fabrics, Inc., 107 E. Fortune Street 

GEORGIA 

of ree ....Erikson Company, 228 Mitchell Street, S. W. 

ee nn so bce eneteans H. Masur & Son, 1132 Broad Street 

ILLINOIS 

NS Fics own dee cee A. Hoenigsberger, 123 North Wacker Drive 
Scot Fabrics Company, 546 S. Plymouth Street 

INDIANA 

Indianapolis ....lichter Rubber Products Co., 1200 W. 28th Street 

KENTUCKY 

Louisville 2.... ...Herman A. Schildt Company, 323 E. Market Street 

LOUISIANA 

SO Aer re ee Tupper Supply Inc., 2117 North Street 

MASSACHUSETTS 

Boston 14. Amer Textile Company of N. E., Inc., 32-34 Canal Street 

MICHIGAN 

a 8 Ey eee Foam Rubber Products Co., 5301 Grand River 


e 
>rand Rapid Istery Supply Co. of Grand Rapids, 325 Fuller Ave., N.E. 


MISSISSIPPI 

re ee en Woolley Brothers, 411 South State Street 
NEW YORK 

Kingston . Vinyl Leather Co., 34 Ferry Street 
New York City 1 Fabric Leather Corporation, 16 West 32nd Street 
Rochester : H. R. Howard & Sons, Inc., 121 Mill Street 
NORTH CAROLINA 

High Point. .... American Supply Co. of N. C., Inc., 308 W. Broad Street 
OHIO 


125 W. Central Parkway 
xy Avenue 


Cincinnati 2 
Cleveland 15. 


Harry F. Niehaus & Company, 
The Ingraham Supply Company, 575 Broadw 


OKLAHOMA 

Tulsa 8..... Oklahoma Upholstery Supply, Whittier Station, P. O. Box 3185 
OREGON 

Portland 14 McDonald & Company, Inc., 935 S. E. Hawtho rd 
PENNSYLVANIA 


Maen Line Majestic Fabr 
Peiger & McCaw Company, 101-103 Market Street 


Philadelphia 6 


Pittsburgh 22 


of re M. H. Smith Company, | 260 S. I Street 
TENNESSEE 

Memphis 2. Southern Textile & Supply Co., 287 S. Bellevus ard 
Nashville 6. ..Wynn & Graff Company, 402 Wo treet 
TEXAS 

Dallas 1.... .A. F. Schmalzried & Company, 2650 ! Street 
Fort Wort Reese B. Davis & Company, 316-320 S. la eet 
Houston 1. Higbee & Mitchell, 1415 Dallas Avenue, P. O. Box 1726 
UTAH 

Salt Lake City Van Waters & Rogers, Inc., 650 West Eighth St., S. 
VIRGINIA 

Richmond Charles Zoppa Co., Inc., 1426 East Main St. 
WASHINGTON 


McDonald & Company, Inc., 1424 Tenth Avenue 


Seattle 22 


EE Ere er B. W. Griswold & Company, 319 S. Cedar Street 
WISCONSIN 
PUNO Ba 64 0k000060dhbea0ane Gebhardt, Inc., 213 North Broadway 


REG. U. Ss. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING... THROUGH CHEMISTRY 
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Fiftec n captivating colors House and 
arden pastels and other rich, deep 
mes—are yours to choose from in 


Santa Fe, the new pattern in Du Pont 


‘Fabrilite’’* vinyl upholstery. “‘Fabrilite” 
tiful, but also practical, 
rit resists soil and wear, cleans easily 


kabr "as Du P 


| There’s no vinyl 
upholstery like 


THINGS FOR BETTER 








Announcing a new Du Pont F 
featuring House and Garden colors 


Long-wearing, elastic ‘‘Fabrilite’’ in stay-clean 


1own above: Gunmetal; Carnation Pink; Mustard; Easton Tan; Eureka Brown; Sand; Evanston Red; Exeter Red; Tangerine; 


lsior Green: Black: Englewood Greer 


Cerulean Blue; White. 


pastels and deep tones for every décor... 


with a damp, soapy sponge. “‘Fabrilite”’ 
keeps your furniture looking bright and 
new for years . . . gives you soft seating 
comfort, too. Find out about the won- 
derful range of colors in Santa Fe... ask 
your distributor for this new pattern in 
Du Pont *Fabrilite.”’ 


/ trademark for its astic-supporte di inyl upholster) 


CONTACT YOUR NEAREST DISTRIBUTOR SHOWN ON OPPOSITE PAGE. 


LIVING. THROUGH CHEMISTRY 





abrilite 


VINYL UPHOLSTERY 









SANTA FE, new elastic 
pattern with a Granada 
antique finish in Du Pont 
“Fabrilite.” Stays beauti- 


ful through long, hard wear. 


pattern 
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6th District Notes 
Cc. O. SCHLAVER, correspondent the 
Office Appliances 
600 W. Jackson Bivd., Chicago 6, Ill. 
igger Sal 

IT’S NEAR, that annual Christmas party of the Great for Bigger a 6S 
Lakes Travelers Club. Scene of the festivities is to be the a 
George Bernard Shaw Room of the Sherman Hotel. The iS made b 
date is Thursday, December 19, and the time, 12 o’clock san 


noon. 

Art Hutchison of Geyer-McAllister Publications is the chair- 
man for the affair and Frank Cognato, C. Howard Hunt Pen 
Co. is co-chairman. 

Those attending are to bring a gift suitable for the adult 
residents of the Oak Forest infirmary, something that would 
delight either a man or woman. 

This is a party which features food, free refreshments, 
entertainment and a fast-moving program. Dealers, travelers 
and manufacturers are invited. 

bd | 

AND AFTER the Christmas party will come GLTC’S 
Birthday ball, tentatively scheduled for Saturday night, Febru- 
ary 22. The members favor a country club site instead of the 
customary downtown Loop location in Chicago. Several suit- 
able clubs are under consideration of the committee headed 
by Robert Krumwiede, Chicago Desk Pad Co. 

* 


NEW MEMBERS of GLTC include John Zeremba, Codo 
Mfg. Corp. and John A. Thorsen, Richard Best Pencil Co. 


THE FIRST GLTC golf outing of the season is definitely 
set for Sunday, May 25, at Nippersink Country Club near 
Genoa City, Wis., as the opening event of the Sixth Regional 
convention. Walter Lennartson, OFFICE APPLIANCES, is 
chairman and Ken Henderson, The Carter’s Ink Co., co- 
chairman. 

Reservations for rooms at Nippersink Manor, Genoa City, 
Wis. are being made and some conventioners are planning 
to rent the special cottage accommodations for the occasion. 

This has every promise of being the biggest regional meet- 
ing in the history of the Sixth Regional and the hard-working 
governor, Art Finger, S. J. Olsen Co., Milwaukee, is busy with 
plans 








8 

ROSCOE BENGE, the Codo man, would probably enjoy 
hearing from his old friends. His new address is 9408 Lake 
North Circle, Apt. D, Dallas, Tex. 

. 

4 TWO-DAY open house and grand opening celebration 
heralded the new location for Johnsin Stationery & Office 
Supply Co. at 21-27 N. Cicero Ave. in Chicago. 

The co-owners, Herb Moline, Bob Perlman and Hal Horo- 
witz, have had the location since May of this year, but the 
store was completely remodeled and redesigned before the 
formal opening on October 24 and 25. 





THE ‘NEW CONCEPT’ DESIGN 
GROUP 1000 SERIES 
SECTIONAL CASES 


















Designed by 


We proudly present a masterpiece in the fine art 
of cabinet-making...truly worthy of HALE’S fifty 
year heritage for making “the best in wood.” 
Magnificently conceived by award-winning Indus- 
trial Designer, Ken White, the “NEW CONCEPT” 


























= . 
; a oe White DESIGN GROUP — 1000 Series fills the need for 
ae FRANK RYBECKI, Rockwell-Barnes Co. and Bob Greco, Ken sectional cases flexible enough to serve the 
 ooeseetg Reyburn Mfg. Co., have been appointed co-chairmen of “modern-minded” interior in a multiple of ways. 
Great Lakes Travelers Club campaign to win the first leg ; z ; ’ ’ 
f the new Travelers Club cum cammetitien which NODGA bs With the many models available, various combinations of vertical and horizontal 
nay eae: ee Arig tag a — 0 Mag gee groupings are limited only by the imagination. Al cases are of genuine walnut with 
launching. The former cup, now in GI rC’s possession after colored interiors. Bottom sections are available with glass or wood doors. Write today 
winning it three times, has been polished up for display by for the “NEW CONCEPT” Design group HALE Catalog! 
the club. 
* 
REMEMBER, GLTC meets for Friday noon luncheons 
weekly at Toffenetti’s, 65 W. Monroe St., Chicago. Any 
traveler, dealer or manufacturer who wants to meet with 1907-1957 
his fellows in the stationery and office equipment industry G@OoOtoDeEN 
is welcome to attend. AWN ‘claus INDUSTRIES, i 
. 
7 - Divisi ey: 
THIS COLUMN thrives on the help of its friends. Send ee ae = 
your notes to Clarence O. Schlaver, OFFICE APPLIANCES, Wi Herkimer, New York 
ak 600 W. Jackson Blvd., Chicago 6, III. 
4 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 80'/, St., Bloomington, Minn. 


THE NSOEA CONVENTION each 
year seems to be getting bigger and big- 
ger. If we only had the time to really 
talk with all of our friends individually, 
we would all enjoy it a lot more. Every- 
one has something to take home—the 
educational meetings, the mind-picture 
of all the new equipment and the good 
feeling that comes from saying hello to 
one’s old friends. 








. 
THIS DISTRICT, LUCKY 7 put on 
quite a display of Mexican garb with placards and all pub- 
licizing the coming regional convention to be held in Minne- 
apolis next June. 
7 
CARL WEAVER, dealer in Sheboygan, has become the 
proud papa of a spanking baby girl. Congratulations. 
° 
MR. SCHWARTZ of Schwartz’ Office Supply is still con- 
valescing. He can’t get out of bed as yet. Stop in and say 
hello to him. He would enjoy your visit. 
+ 
HERE’S A SHOCKER. Jack Guntram, well known to all 
of you in these parts, is leaving January 1 for San Francisco. 
This is a promotion and Jack is being transferred by the Eaton 
Paper Corp. Jack says, “No more traveling — home every 
night.” We'll all miss you lots. Let us know what your address 
is, and if we can’t pay you a visit soon, we will drop you a 
note now and then. 
* 
MR. SHEPHERD of Midwest-Beach Company in Sioux 
Falls just completed building his new home. 
= 
DON’T FORGET NOW, this column depends upon its 





friends. I need all the news that I can get — scuttlebutt or 
what have you. 
» 

OH YES, Earl Collins was elected vice-president of the 
Field Division of NSOEA. 

. 

THE KNIGHT PRINTING COMPANY in Fargo has 
taken over the space that was formerly Richtman’s and Richt- 
man’s has moved to new quarters. 

@ 

SORRY TO HEAR that the father-in-law of Marvin 

Staupe of Suburban Stationers in Richfield passed away. 
* 

GLAD TO HEAR that Merrill Hasty is doing fine after his 
thorough check-up. 

* 

J. N. CHRISTIANSON of Quality Park Envelope Co. has 
been promoted. 





Dennison Merchandising Official 
Retires, Concluding 41-Year Career 

Dennison Manufacturing Co. has announced the retirement 
of Frederick A. Mann, who had served until recently as 
merchandising manager of consumer products for the New 
England paper-converting company. 

Mr. Mann joined Dennison in 1916 as a salesman covering 
New England. Shortly after transferring to the southeast the 
following year, he joined the U. S. Army to serve in World 
War I. 

In 1930 Mr. Mann was named regional sales manager in 
Cleveland, and, subsequently, New York City. He was ap- 
pointed merchandise manager for consumer products at Denni 
son headquarters here in 1942, serving in that capacity until 
shortly before his retirement. 

Mr. Mann was active in trade and professional organiza- 
tions. For many years he was chairman of the Technical Com- 
mittee of the Tag Manufacturers’ Institute. He and his wife 
will leave shortly for Florida. 






SENTRY STANDARD 


Big-safe features include Vermiculite 
insulation, heavy all welded con- 
struction, built-in 3-number com- 
bination sack, heavy duty bank vault 
wpe pe lock bar, baked enamel finish. 
mensions: : Outside— 2414 x 17%; 
x 174%"; Inside—15” x 12” x 13” 
(2340 cu. in. ) Weight: 260 Ibs. 


Suggested List $79-95 


Standard discouni plus adv. allow. 


SENTRY MAJOR—Same as above but 18% ~ deep inside—$113 95 
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Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


Here’s everything your customers want 
in a personal safe—quality construction, 
modern design, and proved fire-and-theft 
resistant features. In fact, all new SENTRY 
floor safes carry the U.L. one hour 1700°F. 
fire test and 2000°F. explosion hazard test 
label. Yet you can sell these SENTRYS for 
35% to 50% LESS than labeled or unlabeled 
safes of comparable size and quality... and 
make your full profit. That’s because SEN- 
TRY specializes in mass production of just 
one basic type safe—with resultant savings. 


Every Home and Business a Prospect 


Every householder, professional man, 
farmer and small businessman is a pros- 
pect for a personal safe... yet only 5% 
own one. Why not cash-in on this virtually 
untapped market? Write today for full 
details. 


JOHN D. BRUSH & CO., Inc. 


545 West Ave., Rochester 11, N. Y. 


Standard discount plus adv. allow. 


America’s Lowest-Priced Protection! 


cw SENTRY SAFES 





ww >, . 





SENTRY 
Safe-and-Cabinet 


Exclusive! Genuine African mahog- 
any cabinet (also ava!'able in walnut 
or blond) conceals safe... makes a 
handsome end table, night stand, 
TV base. Sells for less x most 
comparable safes ALON 


Suggested List $119-95 
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DIXON pushes 
Color Pencil Sales to 


the boiling point! 


COLOR CHARTS 


GIVEAWAY BLOTTERS 
WITH 
DEALER IMPRINTS 


COLOR PENCIL 
DISPLAYS 


Color pencil sales are 
boiling over with the 
red-hot reaction to 
the Dixon Color Pen- 
cil Promotion! 


To make your pencil 
sales come to a quick 
boil — tie in with this 
powerful promo- 
tion by stocking 
Dixon Color Pencils 
and using Dixon 
Dealer Aids! 


XON 
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Colorful reasons why so many people prefer 


D IxO N 


1. Dixon Thinex + 2. Dixon Best + 3. Dixon Anadel 


eh’ 
o™ 
of 
DIXON THINEX COLOR PENCILS 


_é 


pa* 38 Sparkling Colors 
Thir ny + Telok alela: P 
ys brilliant results. WATERPROOF 
SMEARPROOF, FADEPROOF. 


RIE j / DIXON © BEST @ BRI@WT RFI 


DIXON BEST COLOR PENCII 
36 Brilliant Color 
= ‘ger-lasting. WATERPROOF 


SMEARPROOF, FADEPROOF 


a, 
DIXON ANADEL COLOR PENCILS aR» 


£ ~ 
24 Beautiful Colors £ Sap 








9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 
The fall meeting of the Texas Travelers Club was held 
September 14 in Dallas to present the pre-convention plans 
for the April 1958 regional convention to be held in New 
Orleans. Gov. Wm. G. Kimbrell of Office Supply Co., Green 
ville, Miss. and lieutenant governor for Texas, Earl Story, 
Story Wright, Inc., Tyler, Tex., attended the meeting as well 
as some 25 travelers, headed by President Jess Musgrave. The 
meeting was devoted to the forthcoming convention and it 
appears that the 9th Regional in New Orleans will be another 
terrific convention. Make your reservations now at the Jung 
Hotel. 





* 

Have just learned that the genial secretary of the 9th Dis- 
trict NSOEA, C. W. “Bill” Chancellor, Jr. West Texas Office 
Supply Co., Midland, Tex., was in a terrible automobile acci- 
dent October 5. Bill and five other Midlanders were going dove 
hunting and another car from the opposite direction hit the 
left front fender and completely wrecked their car. The driver 
of the auto in which Bill was riding was killed and some of 
the other five were seriously injured. Fortunately for Bill, he 
was the least injured, but is still suffering from shingles caused 
by the shock. He is back on the job and feeling fairly well. 

> 

I am happy to report that H. B. McNeil, Panther City Office 
Supply, Midland, Tex., has his arm out of the sling he has 
been sporting for some time. Mac broke his arm some few 
months ago. 

- 

Wayne Garner, Office Supply, Inc. Midland, Tex., advises 
that he has consolidated the Midland store with his Odessa 
store and is now operating out of Odessa 

6 
Floyd Parr, formerly associated with Office Supply, Inc., is 


(Now 


now calling on the trade for Jack Klinger’s Office Outfitters, 
Midland, Tex. 
ry 

Congratulations to the George Beardsleys, West Texas Of- 
fice Supply, Midland, on the recent birth of their son. 

Jack Nowlin, buyer for Thomas Bros. Lubbock, Tex., has 
given up his desk for an outside territory. Dick Le Fevre, has 
been given the responsibility of keeping the store stocked. 

e 

J. Fred McKinzie, former manager for Crain’s in Odessa, 
Tex., is now associated with Odessa Printing & Staty Co. do- 
ing a job for Cliff Word as an outside salesman 

« 

This was announced by his company but we wanted to wel- 
come back a former traveler in our area. Charles M. Ritchey, 
who formerly represented Allied Ribbon & Carbon, has come 
back to take over the territory that Don Westerfeld recently 
gave up. Welcome home, Charlie. 

« 

Harry Hintz, Dorsey Co. Wholesale, Dallas, announces that 
Leslie Young, who formerly covered West Texas, has rejoined 
the company and is returning to his former territory. 

*. 

Seen running around West Texas recently: Paul “Duk-it” 
Eix and his lovely wife, Louise, of McDonald Products; Dave 
Daveler, Myrtle Desk, in Midland; Norman Snider, Boorum & 
Pease Co., in Abilene, and J. Forrest Jones, Dennison, in 
Abilene. 

* 

Attention Travelers: We have not been able to entice, in- 
duce nor browbeat anyone into taking over the job of writing 
the news column, so for the time being the prexy and secre- 
tary-treasurer of the club are going to pinch hit and try to 
have some news for you. Please co-operate and send us those 
little bits of information. Some cf the happenings might not 
sound important to you but they look swell in print. How 
about it, huh? 


simak clio ms oy —i we I 


NO. 870 DRAFTING TABLE 


a 


P 6: 
Superbly designed steel base drafting table 
built with the meticulous craftsmanship 


r which ANCO has long been noted: 1. Fingertip tilt 


stment to full vertical with ANCO’s exclusive 
2. Large print drawer —full width 


trument compartment trough full width 


ver). 3. Supply drawer. 4. File drawer 
ivailabl@&as optional accessory. 
edal@r-le pei) -)e)(-micelan 37” to 40”. 
rary decorator styled heavy gauge 
e with rounded corners, attractive 
ne gray baked enamel finish. 7. Non-slip 
large foot-rest. 8. Different-sized 
nterchanged on same base. 


ts strict c cy f ¢e 


ANCO WOOD SPECIALTIES, INC 
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Above is the Dazor Swing-Arm Air-Cooled 
Incandescent Model 1098 which adjusts hor- 
izontally and vertically to shield the eyes and 
regulate light location. The standard finish 
is frost-green baked enamel over bonderizing, 
combined with brass. Optional colors at no 
extra charge are frost-tan, statuary - bronze, 
gray or ebony. 


The Dazor Fluorescent Model 2002 at right 
has a pivoting reflector. Its flat base takes up 
very little desk space. The standard finish is 
frost- green baked enamel over bonderizing, 
combined with colonial white. Optional 
colors are frost-tan, statuary-bronze, gray 
or ebony. 











The Dazors directly above are Table Model 
1055 and Swing-Arm Pedestal Model 1086. 
Each is a distinctive lamp in its own right. 
Used with matching Desk Model 1098, the 
restful indirect lighting of all three adds to 
the hospitable atmosphere of the carefully 
planned office. Color options are the same 
in these three models. 
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Be the first to show these 


2 NEW 
DAZOR Desk Lamps 






Full Office Coverage for Dealers 


The variety in today’s expanded Dazor line is well illustrated by 
the two new models above. Although dissimilar and in different 
price categories, both lamps provide functional lighting and hand- 
some styling. The Swing- Arm model on the man’s desk is an Air- 
Cooled Incandescent. Its arm swings freely in a horizontal plane and 
also slides vertically up or down the center post. The lamp on the 
desk above is a Twin-Arm Fluorescent. Its arms thrust the long two- 
tube reflector forward over the working area. The reflector pivots 
on the arms. 


Companion Models for Multiple Sales 


The trend to decorative lighting in the executive office or suite 
prepares prospects for your suggestion of matched lamps. With the 
Swing-Arm Desk Model, for example, you can supply the Table 
and Floor Lamps pictured at left. Flexible-Arm and Floating-Arm 
Dazors are also designed for harmonious combinations. Ask your 
Authorized Dazor Distributor for details. If you need his name, write 
to Dazor Manufacturing Corp., 4481-99 Duncan Avenue, St. Louis 
10, Missouri. In Canada address Amalgamated Electric Corporation 
Ltd., Toronto 6, Ontario. 


ONLY QUALITY FIXTURES COME FROM 
THE MAKERS OF 


Pazor FLOATING LAMPs 


FLUORESCENT and INCANDESCENT 
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I1th District Notes 


HAL SULLIVAN, correspondent 
17252 13th Ave. N.W., Seattle 77, Wash. 





(District 11 is now represented by a new correspondent, Hal 
Sullivan, R. L. Smith Co., manufacturers’ representatives. As 
second vice-president of the Oregon Trail Travelers Club, Mr. 
Sullivan takes over the duties so ably performed in the past 
year by Ken Sutherland). 

On Friday night, January 24, 1958, the Oregon Trail Travel- 
ers will initiate their first “Annual Sales Rally” and “Dealer 
Salesman Of The Year” award in Portland at the Benson 
Hotel. 

Applications for this award will be distributed during the 
months of December and January to all dealers throughout the 
northwest. Any dealers not receiving these applications may 
obtain them by writing: 

Edward McCarthy, secretary, Oregon Trail Travelers 
Rt. 1, Box 241 
Lake Grove, Ore. 

A distinguished speaker program will be announced at a 
later date by the general chairman, Ken Dickensheet. Re- 
member this date: 

January 24, 1958 

The Benson Hotel, Portland, Oregon 
Cocktails: 6:00 P.M 

Dinner: 7:00 P.M 

Program to follow 

Plan to attend this very worth-while event so as to make it 
the success we all sincerely hope it will be. 


Apeco Purchases Plastic Binding, 
Plans Expansion of Division 

American Photocopy Equipment Co. (Apeco), Chicago, an- 
nounced expansion of its interests in the office equipment and 





supplies industry by purchasing for an undisclosed sum the 
Plastic Binding Division of the Cummins-Chicago Corp. The 
announcement was made jointly by Samuel G. Rautbord, 
Apeco president, and Paul C. Jones, Cummins-Chicago presi- 
dent. 


The Apeco purchase includes the operating equipment and 
inventory of only the Plastic Binding Division. Cummins-Chi- 
cago will continue to manufacture its regular line of office 
machines. Apeco also took over the Division’s leased manu- 
facturing facilities in Chicago and will continue to manufac- 
ture there until sometime this spring when it will move into 
the photocopy equipment manufacturer’s recently acquired 
Evanston plant-headquarters. 

The Plastic Binding Division manufactures two basic equip- 
ment units, a punch unit and a binding unit that inserts the 
plastic binding through the punched holes. The equipment 
provides an attractive binding and presentation form for any 
type of report, booklet, record, etc., where multipl¢ pages must 
be held together. 

“We are expanding our interests in the office equipment 
field because we believe the market for binding and punching 
machines is virtually new and untapped. Applications for this 
type of equipment are unlimited,” stated Mr. Rautbord. “The 
move,” he said, “should benefit both our company and our 
customers.” 


Apeco’s new products will be marketed by an entirely new 
sales organization devoted exclusively to the binding and 
punching machines, their supplies, and related equipment soon 
to be unveiled, according to Lloyd Briggs, executive vice- 
president of Apeco. 

“Steps already have been taken to create the new sales 
staff,” he said. “Arnold B. Perry, former photocopy western 
sales manager, has been promoted to sales manager of the 
new division and several salesmen have been hired already. 
Cummins personnel in production and sales with the Plastic 
Binding Division also will join Apeco,” Mr. Briggs said. 


This unique new Regency | Catalogue. .. 
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Regency offers superior Heliograving* with all these advantages: and M._ . . 
*(not to be confused with engraving) “ Geo . 
. Se | W PF 
° f ad sr Cry, Op 
e greater sharpness and clarity of letters " and [N ~ Jord 
e new effects with superimposed and angled letters “Mel |). K_, 
@ joined letters in the most favored scripts Mr mm) %, *Asou, Y Fond 
®@ speedier production for prompt delivery ~ IES, Chom 
@ superior craftsmanship at an amazingly low price Oncow , Nicp 
txy WE I ol 
FREE: Completely New Flower Wedding Line Catalogue features:— , 
exclusive new scripts © wide selection of ever-popular styles ® postpaid 
shipment within two days of order ® /jheral discount 
For your FREE copy of the new Flower Wedding Line Catalogue, address your request on your business letterhead to: 
REGENCY THERMOGRAPHERS, 28 West 23 Street, New York 10, N.Y. 
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Us A AeA To you, a single source 


for 5000 items increases net profits because it means — 
standardized selling . . . simplified inventories . . . less 
capital invested . . . concentrated purchasing . . . quantity 
and carload discounts . . . better service . . . accounting 
with one supplier . . . one line selling which makes better 
informed salesmen... Extra profits for you. 


2 Most Complete Franchise This is the most complete 


dealer franchise in the industry. From the enormous 
Shaw-Walker franchise of 5000 items you can fill nearly 
every office requirement. Broader line means extra profits. 


ERE Me © To dealers, the Office Guide means 


plus sales every day. It is the only complete sellers’ and 
buyers’ catalog in the industry. Quantities bear dealer 
imprint — This “Junior Salesman” produces extra profits. 


4 Exclusive Fasf-Sellers Among the 5000 items in this 


enormous franchise are many fast-selling repeat items that 
can be purchased only from the Shaw-Walker dealer. 


BLA ee eae Shaw-Walker supplies sales 


training and a constant flow of productive sales aids that 
make salesmen more productive — extra profits. 


6 Best Known Trade-Mark To the buyer, the slogan 


“Built Like a Skyscraper” is the symbol of quality and 
time-saving. Since 1899 the man jumping in the file drawer 
has become the best known office equipment trade-mark. 
Consumer acceptance means extra profits to you. 


Gu EEEES Full pages in 9 national maga- 


zines sell time-saving, space-saving, record protection, the 
Office Guide. Monthly circulation 5/2 million. These ads 
produce qualified leads and lift you above the crowd. 


8 &9 Displays and Warehouses [Re your use in clos- 


ing the big jobs, Shaw-Walker maintains panoramic dis- 
plays in 14 major cities. For faster service, warehouse 
stocks are strategically located. Extra profits for you. 





OA-12/57 





PROFIT-MAKING FE 
THE SHAW-WALKE 


q 





147 








Sunny Side of the 
Golden State Travelers 





by George Frey 
7819 Anise Ave. 
Los Angeles, 45. 


It is all settled! Carl Grimes, lieutenant governor of the 14th 
District NSOEA, announced that the convention in 1959 is 
to be held in Las Végas, Nev. The Desert Inn will be the 
headquarters. George Hatten (Eaton Paper) announced the 
Desert Inn has its own golf course and on the night of the 
banquet we will have the regular Desert Inn floor show for 
our entertainment. 

* 

Ruth Waters of Campbell's Book Store in Westwood was in 
the hospital for an operation but is now at home and con- 
valescing nicely. 

e 

The monthly business meeting at the Rodger Young Audi- 
torium on October 30 brought out 12 travelers which was a 
good turnout, considering the fact the convention was also on 
in Chicago. 

* 

Walt Waldvogel (National Blank Book Co.) was out of town 
on business so Willis Clark, second v.p., presided over the 
business meeting. 

2 

Lex Fletcher was down from the Bay Area and advised they 

had just had their first rainstorm of the year. 
* 

Charlie Robinson (Mfrs. Rep.) and member of the 49ers, 

was seen in L.A. on business, and looking mighty fine. 
* 

Our sympathy to the family of Henry Miller, owner of 
Miller Stationery Store at 1644 N. Vermont. Mr. Miller 
died October 9. 





Glad to hear “J. W.” Hiett has gone into business for 
himself in the Bay Area under the name of “J. W.” Hiett 
& Associates. He reports having a very nice trip to Hawaii in 
August. Tip to the Forty-Niners — here is a good prospect 
for you if he hasn't already joined. 

Passing through a stationery store he had been hurt by a 
Christmas decoration that fell from above. In the accident 
report he made to the store he wrote: “Scratched on the face 
by a fallen angel.” 

. 

Martin Office Supply, 3145 Wilshire Blvd., is moving one 
block east in November, providing three times the warehouse 
space of the present location. 

o 

Our sympathy to the family of Larry Parker, Crane Sta 
tioners on West Seventh St., who passed away of a heart 
attack. 

* 

W. R. Kienzle of Oceanside Stationers in Oceanside stopped 
off in L.A. for a few minutes on his way home from a trip 
to Canada and the Pacific Northwest. 

* 

Congratulations to the U.S. Stationers, who have just opened 
a new stationery store in the new big shopping center in West 
Covina. The store is being managed by Jerry Greco. 

. 

J. J. McGinnis of The Paper Shop in Farmers Market was 

seen working like mad. 
cy 

Qualiton celebrated its 35th anniversary at a party given 
at the plant on October 12. More than 250 guests enjoyed a 
buffet luncheon and entertainment. Morris Piltzer, president 
of Qualiton, greeted the guests as they arrived. Congratula- 
tions on 35 years of quality items. 

+ 

Sam Wasserstrom of Panorama Stationers in Panorama City 
announces the opening of the new store at 8614 Van Nuys 
Blvd. The move is being made into a brand new building with 
large showrooms and a balcony. 
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RABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL * ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS ¢ PERMANIZED BAKED ENAMEL FINISH 

















=~) FAST SELLING! 
= — SPACE SAVER! 
——~| MODERN ISLAND BASE 
“= SALESMAN’S DESK 


Linoleum top (40”x2542”) 
= | Desert sage, 


<~ mist green, grey 


TOP VALUE! ‘- 
TOP SELLER! | 
EXECUTIVE DESK | 


Linoleum top (50’x24”) L 
Desert sage, | 
mist green, grey & 


EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 
BOOKCASES 
SECTIONAL BOOKCASES 
ROLLER FILES 
TELEPHONE CABINETS 
SPECIALTY CABINETS 








= prs 
“Sls NEW! PRICED TO SELL! 


EXECUTIVE CONFERENCE DESK 


Linoleum top (60’x30”) 
Desert sage, mist green, grey 





















| TERRIFIC BUY! 
_j; MODERN SALES DESK 
a OVERHANG TOP 


Linoleum top (53”x2542”) 
Desert sage, mist green, grey 


WRITE FOR ILLUSTRATED CATALOG #42 AND DEALER PRICE LIST. 


J URABLE METAL PRODUCTS co. 


38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y. - RA 9-3580 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 

Kurt R. Swinton, general manager, Thomas A. Edison of 
Canada, Ltd., Toronto, predicts that within 10 years Canada 
will be confronted with the four-day work week. An expert 
on electronics, he said the development of this field would 
lead to the degree of industrial automation capable of main- 
taining production on a four-day basis. 

“The question will then be how can we learn not only how 
to live with others but how to live with ourselves in this 
greater period of leisure,” says Mr. Swinton. 

He said the proper use of leisure would be one of many 
questions which would be studied at the Canadian Conference 
on Education which opens in Ottawa, Ont., February 17. 

« 

At the recent 10th annual business meeting held in Grand 
Rapids, Mich. by the Executive Furniture Guid of America, 
Prestige Office Interiors of Toronto was unanimously elected 
as a Toronto retail dealer member. 

* 

Rotary Business Forms (Alberta), Ltd., a division of Ever- 
green Press, Ltd., Vancouver, reported the appointment of 
Alice Weger as a sales representative. Miss Weger has been 
connected with the printing industry for several years. The 
division maintains a sales office in Calgary. 

° 

G. L. Manning, president, Office Specialty Mfg. Co. Ltd., 
Newmarket, Ont., recently announced the opening of a new 
store and showroom in Calgary, Alta. It will be under the 
direction of C. R. Ross, who has been manager of the firm’s 
Calgary branch for 31 years. It was established in 1909. Also 
reported was opening of similar facilities at Halifax, N. S. This 
branch was started in 1902 and is currently under the direction 
of J. A. Thompson. 

* 

About 70 members of the Stationers Guild of Western On- 
tario attended the first fall season conference at London, Ont. 
The dinner session honored Sherwood (Tack) Tackaberry, 
vice-president and general manager of Windsor Office Supply, 
Ltd., Windsor, Ont., long a guiding light in the association's 
growth and development. Mr. Tackaberry, who is currently 
president of the Stationery & Office Equipment Guild of 
Canada, Inc., is a native of Chicago. 

The Western Ontario group presented him with a gift of 
luggage in appreciation of his years of service to the organiza- 
tion. Guest speakers at the dinner, an informal affair, were 
boxer Jersey Joe Walcott and wrestler Whipper Billy Watson. 

. 

Burroughs Adding Machine of Canada, Ltd., officially 
opened a new Windsor, Ont. office machine sales and service 
bureau in mid-October. Windsor mayor Michael Patrick cut 
a ribbon to formally mark the occasion which included an 
open house session for the general public and special guests. 

First fall session of the Stationery & Office Equipment 
Guild Club of Toronto heard Charles C. Hoffman, executive 
vice-president, Bureau of Broadcast Measurement, as guest 
speaker on “Its the Attitude that Counts.” 

° 

Western Canada’s first comprehensive demonstration of 
electronic office equipment was recently held at Calgary, Alta., 
where two machines with an estimated value each of $90,000 
were shown by Remington Rand, Ltd. The exhibition was of 
ficially opened by Calgary mayor Don Mackay. Representing 
Remington Rand’s head office was J. G. Acker. 

e 

Office automation is reported making great headway in 
Calgary, Alta. The local chapter of the National Machine Ac- 
counts’ Association revealed that about 30 city firms are now 
utilizing punched card accounting and ancillary machines and 
electric computers. The installations represent a wide cross 
section of the business world’s oil and gas companies, utility 
firms and wheat pools. 

~ 


Participating in a demonstration of the latest office appli- 
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OA REPRINTS 


The following reprints are available at §.25 each: 


1S—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Office Furniture Nears $1 Billion Status. A special analysis 
of census data by OA’s Research Bureau. 


17—Booming Potential in Furnishing New Office Buildings. 
Study by Ken White Associates of new office market and 
how it should be sold. 

3—Dealers Are in the ‘Packaged’ Office Business. A special 
research project determining the extent to which dealers 
are furnishing designing and decorating services. 


4—Developing a Sales Management Program. Four down-to- 
earth articles on sales management. 


5—How to Select an Office Equipment Salesman. Outstanding 
material on the selection and training of both inside and 
outside salesmen. 


6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development program. 


7—Incentives for Office Equipment Salesmen. Several studies 
of special incentives that make salesmen tick. 

The following are available at $.15 each: 

13—Basic Color Guide. For dealers and salesmen selling the 
complete office interiors. 


1—School Equipment and Supplies. Four excellent case his- 
tories showing how to penetrate this big market. 


2—Self-Selection. Three approaches to the problem of dis- 
playing merchandise for visual selling. 


14—Discount Selling Spreads Its Tentacles. 
The following booklets are available at §.50 each: 


18—Today’s Best Buy—Office Machines. An extensive study 
by OA‘s Research Bureau comparing the big price in- 
creases in general consumer items with the lesser rise 
in office machine prices. Excellent sales ammunition. 


S—How to Develop Creative Selling Habits. A twenty-four 
page booklet reprinting twelve excellent special articles. 
. all of which your salesmen should study carefully. 


The following booklet is available at $1.50 each: 


ll—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for salesmen by a successful 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company. 


+> 
Special prices are available upon request for quantity orders. 


+> 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 








' 
! 
' 
& 


Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $————— to cover the cost of the 


booklets circled below: 


1 2 3 4 5 6 7 9 
11 12 13 14 15 16 17 18 


Name .... 


Position . ee 
Firm 

Address 

City . ’ Rakes BO cde | eee t 
Ol Check here for quantity prices on items circled. 
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ances for modern business for a meeting of the American 
Municipal Electric Association held in London, Ont. recently 
was Don Whitfield of Whitfield Office Outfitters, Orillia, Ont. 
He presented a line of new calculating and addressing equip- 
ment: 

* 

Roneo Co. of Canada, Ltd., Ottawa, reports increasing sales 
have necessitated an expansion of facilities in widely separated 
areas in Canada. George Fells, managing director, announced 
establishment of one new sales branch and the securing of 
much larger accommodation for two others. Newest unit of 
Roneo in Canada is in Windsor. Montreal branch is now on 
McGill College Ave., while Calgary branch has moved to 
Sixth Ave. in that Alberta city. 

e 

Norman Moro, formerly office manager of the Red Deer 
Advocate, Red Deer, Alta., has joined the western Canada 
sales force of National Cash Register Co., Ltd., whose head- 
quarters are in Toronto. 

2 

Graham Coughtry, Toronto artist, won a $1,500 prize in 
the world poster competition sponsored by International Busi- 
ness Machines, Inc., and his work will represent Canada in 
that collection. 

® 

James R. Grand, president, Grand & Toy Ltd., Toronto, 
announced the election to the firm’s board of directors of J. 
Howard Jennings. He has been with the company for more 
than 47 years and brings a broad business experience to his 
new post. 

6 

Dennison Mfg. Co. of Canada, Ltd., Drummondville, Que., 
recently celebrated completion of two million man-hours of 
work without a lost time accident. R. N. Ferguson, plant man- 
ager, said Dennison employees there had not had an accident 
involving the loss of a complete day’s work since April, 1954. 

cs 

In recognition of rapidly expanding business in southern 
Alberta, Remington Rand, Ltd., Toronto, announced the ap- 





pointment of R. D. Murphy as branch sales manager in Cal- 
gary. Another appointment for Calgary is that of W. H. Carr 
as a Sales representative on special accounts and development. 





Formal Opening . . . W. M. Nickle, Q. C., Ontario’s Minister 
of Planning and Development, cuts a two-color ribbon to mark 
the formal opening of Acme Carbon & Ribbon Co., Ltd., 
Toronto plant, while William J. Glendinning (left), general 
manager, assists 


The new plant of Acme Carbon & Ribbon Co., Ltd., a 
subsidiary of Burroughs Corp., was recently opened with spe- 
cial ceremonies. It is located in the Toronto suburb of Scar- 
borough, and provides some 63,000 square feet of manufac- 
turing space. 

Ontario’s minister of planning and development. Hon. Wil- 
liam M. Nickle, cut a two-color inked ribbon made at the 
plant to mark the formal opening which was attended by 
several hundred guests including company, trade and civic 


THE RIGHT CHAIR AT THE RIGHT PRICE! 


921-UBS 





eek ye Ok — i DEE Om-s Zeohek © 





Designed with a certain flair, a restrained elegance 


that marks the best of Danish design, the NORDIC group 

is meant to complement, not overpower, their office setting. 
Built the quality way, the sound, sure way by Jasper 
Chair Company of solid woods—oak or genuine walnut— 
these chairs are not bulky, not heavy, but graceful and light. 


They are an asset in the sophisticated office. 


GP ty 9 «yt 


JASPER CHAIR COMPANY e¢ JASPER, INDIANA 
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1957 BORROUGHS’ BIGGEST YEAR 


— 





"Thanks for Your Business’’ 


Tris YEAR has been an eventful year for Borroughs. Each of our divisions — metal office 
furniture, steel shelving, automotive bins, contract work — has come through with flying 


colors. 


The acceptance of Borroughs products by both dealers and business has been most 
gratifying. At times during the past year, production could not keep pace with demand. 
We were actually outgrowing our plant capacity. 


So in August, we started an expansion program which has added 15% to our space and 
will increase our manufacturing capacity from 20% to 25%. New equipment has been 
installed and plant re-arranging is in progress. What does all this mean? It means that you 
can expect more from Borroughs than ever before. New products will be added, and 
new avenues of profit will open up for you. 


We look forward to breaking all records again in 1958. And we know that with you 
on our side, we will achieve our goal. 








President 
§ ve) a r* 4 i @ U SG 5 MANUFACTURING COMPANY 
OF KALAMAZOO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3004 NORTH BURDICK am KALAMAZOO, MICHIGAN 
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dignitaries. Acme is headed by William J. Glendinning as 
general manager. 
2 

Gavin C. Clark has been appointed assistant to the president 
of Rolph-Clark-Stone Ltd., Toronto. He joined the firm in 
1947, and recently returned to the company after completing 
a management course at the Harvard School of Business. 

= 

Ottawa Stationers’ golf tournament was held at the Gatineau, 
Que. country club with 30 players and 20 other members 
present for the dinner session. Winner of the Preston Noelting 
trophy was Hector David of Venus Pencil Co. F. G. Daley 
captured the Powis trophy. Other awards went to S. A. Mac- 
donald of Remington Rand, Ltd., and Douglas K. Chapman 
of Acco Canadian Co. 

° 

Former Montreal manager of Dominion Envelope Co., Ltd., 
Peter J. B. Brass, 73, died recently in Hamilton, Ont. An 
amateur photographer of some note, he had served with 
Dominion Envelope for 35 years, retiring in 1944. 

e 

John H. Aitchison, manager of the applied science division 
of International Business Machines, Ltd., Toronto, recently 
told a meeting of Oshawa, Ont. civic leaders details of a ma 
chine capable of making a tape recording of the lengthy novel, 
“Gone With the Wind”, within one minute. He also outlined 
a typical modern electronic calculator which records 20,000 
numbers and does 500 arithmetic operations per second. He 
warned that such office appliance units must still be fed de- 
tails by people, that without such human guidance they are 
“complete idiots.” He said the field for personnel with apti- 
tude and training to operate such appliances was wide open. 

* 

Toronto Envelope Co., Ltd., Toronto, has reported that 
construction of their new office and plant in the suburb of 
Scarborough is being deferred until the early spring of next 
year. 

. 
Net domestic sales by the W. A. Sheaffer Pen Co. of Can- 


ada, Ltd., Goderich, Ont. for the first half of the current fiscal 
year ended August 31, were up 23% over the same period last 
year, Clyde Everett, president, said. 

He termed early Christmas orders from dealers as running 
heavier than a year ago, encouraged by a heavy advertising 
schedule in national and trade media. 


+ 

Social Notes: lain Brown, son of Norman Brown, Dominion 
Blank Book Co. Ltd., St. Johns, Que., in mid-October married 
Dianne Smith, granddaughter of Fred Smith, formerly of 
Smith, Davidson & Wright, Ltd., Vancouver. In Toronto, Mr. 
& Mrs. Ralph Bond, Luckett Loose Leaf, Ltd., celebrated the 
arrival of their first youngster, a daughter. 

« 

Among recent visitors to Toronto trade sources: W. G. 
Thompson and Don Abbate, Oxford Filing Supply Co. Inc., 
Garden City, N. Y.; Irving Levy and Martin Berger, Art 
Steel Co. Inc., New York City, and N. C. Sale, Jamaica Sta- 
tionery Co. Ltd., Jamaica, B. W. I. 

° 

Directors of the Stationery & Office Equipment Guild of 
Canada, Inc., attended a two-day conference in Toronto re- 
cently. Participating were W. A. Bordeleau, Montreal; Arthur 
G. Lancaster, Toronto; Dorothy Douglas, Port Arthur, Ont.; 
J. S. Luckett, Sr., and J. S. Luckett, Jr., Toronto; L. F. Beattie, 
St. Catharines, Ont.; Jack Cloke and Lordly Jones, Hamilton; 
Jean Ayotte, Three Rivers, Que.; George Basil, Montreal; 
Harolde Savoy, St. Johns, Que.; Jack R. Chipman, Gage 
Love, Fred R. Smart and John Townsend, all of Toronto, and 
Walter Smith, Edmonton, Alta. Presiding was Guild president, 
Sherwood (Tack) Tackaberry, Windsor, Ont. 


Schumacher Promoted by Firm 

George H. Schumacher, formerly secretary, has been elected 
a vice-president of Siekert & Baum Stationery Co., Milwaukee, 
Wis. Calvin H. Klumb was named treasurer, and William 
Mavis, secretary.—GET 





Look at Dennison Vue-Pakt Tags 
the way your customers do! 


... pre-priced, pre-packaged in see-through 
polyethylene bags for easy, self-selection shopping. 





Tremendous selection — shipping, marking, 
metal rim, printed sale, ‘hello’ identification 
and fiber waterproof locker tags. 


For more information write 


Denmioon 


Framingham, Massachusetts 


Strong, transparent polyethylene bags with price- 
marked tops protect merchandise from :oiiing. Con 
venient retail units. Bag tops punched for peg-board 
displays or fixture shown at right 





A compact hard-working tag salesman. 
Rotary unit displays an assortment of ship- 
ping, marking, metal rim and printed sale 
tags. Eye catching tell-to-sell card. Order as 
VP320 Display Assortment. Cost $15.64 
Retail Value $23.45. No charge for rack. 


It's easy to see why smart retailers everywhere 
stock, display and sell Dennison Vue-Pakt Tags. 
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Perfect Seating 


for Everyone 


-.. all anybody could 
wish for! 


QUALITY OFFICE 
EQUIPMENT... ms 


Swivel 
Arm Chair 
for the 
Executive 










A LUXCO Stand 
for Every Machine 


.. many different | 
models to choose from ! 






Model 
1050 
Side Chair 
with 
Wall-Saver 
Legs 





Model B500 


DeLuxe Elevating Type 
Stand Features “SILENT STEEL” 





Model B605 
Modern Styling, 
LUXCO offers the Suntiieieh tedtedlion Features 
“SILENT STEEL” 
BIG EXTRAS 





Model 
“Office Engineered” for “NO ee ee i ee Px 3165 
NOISE” with Exclusive “SILENT ne —————— > DeLuxe 

Secretarial 


STEEL” 


Posture Chair 
Other features — Cushioned 
Guide Bars and Retainers ® 





Deluxe Elevating Device @ a é 

rs Finest features at budget prices 
2 LUXCO...the Line with 
A most to offer 


The Sheer Look @ Modern Styling 
Matchless Beauty © Long Life Service 
Model B200 Premium Quality at Popular Prices! 
Popular Stand at Budget Price 


L 
ag BADGER inc..1s cxosss. ws : 
¥/ Export Department, 25 Be yO A dy, > 
ee A ON OR 
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Maximum Strength © Spring- 
Loaded Leaf Support Arm @ 
One-Piece Drawer @ Easy As- 
sembly ® Smooth Rounded 
Edges ® LuStrous Enamel 
Finish. 


A Complete Line of Stands, Steel Chairs 
and Stools and a Deluxe Personal File. 











Metropolitan Travelers Aid Placements 

The Metropolitan Travelers Club of New York City, com- 
posed of more than 100 salesmen, is offering manufacturers 
of stationery products and converters of paper and allied 
products, a useful service free of charges or obligations 

The club, through its Placement Bureau, announces that 
it is in a position to recommend men who are thoroughly ex 
perienced and qualified as salesmen in the stationery industry 
These men have an intimate knowledge of the buyers in the 
Metropolitan New York and New Jersey areas and are in 
a position to service the sales needs of qualified manufacturers. 

Says the announcement: 

“We have men who are either interested in changing their 
present sales positions or adding new lines to those already 
carried as manufacturers’ representatives. Interviews with such 
men as we recommend can be arranged for on a private con- 
fidential basis at a time mutually convenient to those con 
cerned. 

“If the club can be of assistance to any interested manu 
facturer, all correspondence directed to William Lowenthal, 
chairman, 3025 Ocean Ave., Brooklyn 35, N. Y., will receive 
prompt and courteous attention.” 


Choose Emeco Chairs for Academy 

In keeping with the modern design of the new United States 
Air Force Academy at Colorado Springs, aluminum chairs of 
a special design will be provided for the class rooms and din- 
ing rooms. The contract, amounting to more than $250,000, 
has been awarded to Emeco Corp., Hanover, Pa., by the Gen- 
eral Services Administration at Denver, according to an an- 
nouncement by Wilton C. Dinges, Emeco president 

The chairs were designed by Walter Dorwin Teague Associ- 
ates, New York City, a well-known firm of industrial design- 
ers. Emeco craftsmen are now preparing the necessary dies 
Delivery of the chairs will be made during 1958 


for 
YSTEMat 


profits 
feature America’s outstanding 


Space Saving Filing System 





“THE SYSTEM THAT 


MAKES SHELF FILING PRACTICAL 


WRITE for Catalog & Full Details of the 


Visi-Shelf Dealer Promotion! 


VISI-SHELF FILE, 
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Their Destination: Sweden... 





Grand prize winners of the Facit Olympics, national sales con 
test for dealers and distributors of Odhner adding machines 
Facit calculators and typewriters leave for a 10-day, all-ex- 
pense paid holiday tour of Sweden as guests of Facit, Inc 
rganization of the Swedish-made machines 
uxury DC-7 airship of the Scandi 


American sales 
Shown here boarding 


1avian Airlines System, the winners are: (left to right) Mr. & 
Mrs. Robert Harris, King’s Office Supplies & Equipment, Santa 
Rosa; Mrs. & Mr ann Vero, Palo Alto Office Equipment 
Palo Alto; Mrs. John Carrell; Winifred Easley, Quality Busines: 
Machine Cc nglewood; John Carrell, J. W. Carrell 
Fresno, and Edward Clarke, Hollywood Offi Appliance & 
Furniture C Hollywood, all in California. 


A Complete Line! 
Units from 7 to 10 openings — 
WITH DOORS — and without! 


Correspondence and Legal Sizes. 


Nationally Advertised 
on the Pages of 






































































































Broadway, New York 
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ALMA TREND 
Correlating Groupings 
THE COMPLETE DECORATING AID FOR OFFICE INTERIORS 


Think of it! Just a flick of your wrist gives you 70 
different correlated office interior color groupings 
complete with large swatches of drapery material; 
actual swatches of carpets and cover materials; 
color sample of wall colors. Even pictures, lamps 
and desk accessories are specified — all corre- 
lated for style, color and design harmony and/or 
contrast. 


Just imagine how much time these ALMA TREND 


Correlated Groupings will save you. No longer 


any need for countless numbers of swatches and 
samples cluttering up your decorating workshop 
and showrooms. They are all here in the ALMA 
TREND Correlated Grouping visual stand, ready 
for instant sales presentation all the time. And — 
you can buy everything from ALMA. 

Dealers who have seen the new ALMA TREND 
visual stand tell us it's the greatest boon to sales 
they have ever seen. 


Write or wire for full information today. 


ALMA DESK COMPANY 


HIGH POINT, N.C. 
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Southern California Stationers Name 
Patrick Koughan Managing Director 


The Stationers Association of Southern California has ap- 
pointed Patrick F. Koughan as managing director. Mr. 
Koughan heads his own professional and trade association 
management firm known as Association Management Coun- 
selors. The new firm will make the Stationers Association 
office its headquarters (215 W. 7th St., Suite 425, Los Angeles 
14, Calif. — TUcker 3206). 

Mr. Koughan’s business background includes experience in 
sales, sales promotion, advertising, public relations and trade 
association management. He is an active member of the Amer- 
ican Society of Association Executives and its Southern Cali- 
fornia Chapter, the Association Executives Conference. Mr. 
Koughan was formerly west coast advertising and sales 
promotion manager of Westinghouse Electric Corp.’s radio- 
television division. 

Under the direction of Mr. Koughan, the theme of the as- 
sociation will be “Buy Your Stationery from a Stationer.” 
Special events publicizing this theme are being planned and 
will be announced later. 


Royal McBee Opens Offices in Oakland 


New centralized offices of Royal McBee Corp. have been 
opened at 620 E. 14th St., adding a new, modern building to 
downtown Oakland, Calif. 

This brings together the operations of the Royal typewriter 
sales division and the data processing equipment sales division 
which sells McBee products and electronic equipment. 

For years in Oakland these two operations have been sep- 
arate — Royal at 105 Grand Ave. and McBee at 190 Mc- 
Arthur Blvd. 

Glen R. Hansen is manager of the Royal operation. William 
J. Monheit heads McBee sales. They said the move is in line 
with a policy of Royal McBee Corp. since the 1954 merger 
to bring together their operations. 





















~ UNGROUND 
BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Distributors in All Principal Cities 


ad of Schedule... 
peers: ee 


Columbia Steel Plant Ahe 



















j e Sor iia a —_ —_— bd wh 
Officials of Columbia Steel Equipment Co., Fort Washington, 
Pa., check construction progress on new 53,000 square foot 
addition with Edward L. Kelly, chief of construction. With 
steelwork erection completed under an accelerated building 
schedule, bricking-in operations are now underway. Completion 
of the structure will give the office furniture firm—recently 
acquired by Standard Pressed Steel Co., Jenkintown, Pa., as 
a wholly-owned subsidiary—the largest plant in the burgeon- 
ing Fort Washington Industrial Park. Shown left to right are: 
Mr. Kelly, of the Fort Washington Industrial Park Construc- 
tion Co.; John F. Emhardt, president of Columbia, and Her- 
man K. Gessner, vice-president and treasurer 








Long life and service are assured you because — 


1. All component parts are machined from steel bars. 
2. Each component part is properly heat treated. 
3. Every Kilian Bearing is designed for a specific application. 


Neoprene and Nylon tired outer races are avail- 


able where quiet operation is desired. 


Catalog on Request 






KILIAN MANUFACTURING CORP. 





Kilian Manufacturing Corp. 
(Canada), Ltd. 
240 Fleet St. East, Toronto 2B, Ont. 


ASSOCIATED 
COMPANIES: 


Fischer Bearings (Canada), Ltd. 
240 Fleet St. East, Toronto 2B, Ont. 





Kilian Steel Ball Corporation 
100 Wellington St., Hartford, Conn. 
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Stock Filing Equipment 
designed for maximum flexibility in arranging multi-purpose composite assem- 
blies. They are available with or without a stack lock which automatically locks 
all units in the stack. The units are 18" deep (with exception of bookcases) by 
3234"" wide. Wide selection of colors. 
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| WATSON MANUFACTURING COMPANY, Inc., Jamestown, N. Y. 
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Clary Tells of Valves’ Production 


One of the major needs for American dominance in rockets 
and missiles is for research and development in valves, which 
are normally considered prosaic, according to Hugh L. Clary, 
president of Clary Corp., one of the largest suppliers of mis 
sile valves. 

In an interview, Mr. Clary said valves required for the 
rocket age go far beyond anything ever needed before, and 
that valves are among the most critical components in pro- 
pelling and guiding rockets into outer space 

“In our plant at San Gabriel,” Mr. Clary said, “we are re- 
searching and developing valves which must operate in tem- 
peratures 325 degrees below zero and operate equally well at 
500 degrees above zero (Fahrenheit), but even more research 
is needed in metallurgy and design. 

“Present tolerances down to one hundred thousandths of 
an inch and test pressures up to 10,000 pounds or more per 
square inch are required and, in the Clary Dynamics Division 
of Clary Corporation, we are expediting this research program 
as suppliers of missile components.” 


Ideal Toy Forms Stationery Division 

Ideal Toy Corp. has announced the inception of a new sta- 
tionery division, under the supervision of Leonard W. Kaye, 
sales manager, according to Benjamin 
F. Michtom, chairman of the board. 

The new stationery division has just 
brought out an inflated World Globe 
that has a laminated glass-like surface. 
Other items being introduced are under 


arm carrying cases, looseleaf binders, 





phone indexes, daily reminders and 


L. W. Kaye memo books, all made of vinyl 








A Study in Security Through Mosler Vault... 








Framed by an expanse of stainless steel, the Mosler Century- 
16 vault doors at the new home of Mutual Benefit Life In- 
surance Co., Newark, N. J. are designed to provide maximum 
in security. The door on the right is 16 inches thick and 
weighs 30,000 pounds. The smaller door for emergency use 
weighs 7,000 pounds. Company officials describe the installa- 


tion as their version of Fort Knox. 





Rittenhouse to Occupy Colortype Plant 

Robert S. Berger, president of Rittenhouse Paper Co., has 
announced that his company will take possession of American 
Colortype Co.’s plant at 2600 Clybourn Ave. in Chicago early 
next spring. 

In line with the expanding requirements of this converter 
of paper rolls for all business machines, Rittenhouse will 
double its present manufacturing area, adding additional truck 
and rail loading facilities and 60,000 square feet of parking 
space for customers and employees. 

Rittenhouse’s sister company, Lynn Paper Products Man- 
ufacturing Co., will share the new quarters. 


NOW! 


You can sell Mist-Green 
binders for modern offices 





... bound in custom 
made Dupont Fabrikoid.. 


All popular sizes...toplock 
and endlock styles. 


Mist-Green binders by Homer B. Brown Co. are priced to boost your profits. 





HOMER B. BROWN COMPANY 


1718 Church St. 
NASHVILLE, TENN. 
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National Business Show 





Continued from Page 47 


s and sup] nvelope openers and sealers, safes, folding 
banking tating and transcribing equipment, mail 
S ; arking | s, inks, ribbons and carbon papers, rubber 


stamps, typewrite nd recorders, accounting systems and forms 
yudget systems boards, cameras, charts, tape dispensers 
enc edias, filing equipment, joggers, labels, lamps, partitions, 
te es, sten 1 stencil machines 

I smootl rated show and skillful promotion that 
brought in ywd of enthusiastic people, credit goes to 
Rudolph Lang, managing director, and his committee 

anuf s, who by their participation, made the 
show success, the industry is grateful. To the official photog- 

United |] Association, Commercial Photography Divi- 
sion e€ express thanks for supplying the booth pictures 
f ed with this report 
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COPY-RIGHT Copyholder 


for over 30 
years the 
““mostwanted" 
copyholder ... 
now manufac- 
tured by Curtis- 
Young Corpo- 
ration. 














r Action .-- line 
e 2-Leve cer moves copy UP 
touch spe “ velvet Copy plet® 
more otatime.-- tilts instontly 
o copy: to ony one 
brake lowers : a perfect 
Knee-Action reodibility. 









* Patented 

Gripper: oy 
secur ° 

copy Peer Clamp, 


holds any weight 
holds 


 Turned-F es. 
back finished pag Typewriter, Copy-Biehe |, 
Firmly to any ore te teke 
- Fastens t nd sizes te 
d easily. wiamne w9 1° 





quickly om 
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YOUNG CORPORAT 


Quality wood office furniture 
by 
WORDEN of Holland 














260-OH (Top 66 x 42) 


WORDEN Company offers the office equipment deal- 
er a complete line of wood desks, tables, chairs, 
leather upholstered chairs and suites all manuiac- 
tured with good quality as a standard. We invite 
you to investigate the many advantages of selling 
Worden products. A complete catalog will be fur- 
nished on request. 


the 


HOLLAND\ v AN 
‘ 


x 


WORDEN company 














R 
Rest, Sig, Speed-O-Print Corp., Ct __ Mi F yew 
cago, lil. f rt 
Ritchie, Irving R., Typewriter Distrib- 
utors, Inc., New York City 
Rosendorf, Samuel S., Southern Stamp 
& Staty. Co., Richmond, Va 
Rosenthal, Elbert, Art Steel C 
Inc., New York City p 
Rubenstein, Joe, Internationa! Office 
Appliance, New York City. 
Ruprecht, Cari H. W., Underwood 
Corp., New York City 
S H yme ypewrite 
Sadowsky, H., Palley Office Supply w Yor y 
Worcester, Mass 
Saltzman, Bernard, Peerless-Imperia 
Co., New York City 
Schuster, U., Ormegraph, Brussels, 


Belgium. 
Spaide, Al, Office Specialties, Phila Whit f ’ 
deiphia, Pa © 


Spohn, Gertrude, Speed Key Corp 
Brooklyn, N. Y 

Stefan, Nicklas, Mutual Buying Syndi 
cate, Inc., New York City. 

Storch, Arnold, Storch Tepper Ass 
ciates, New York City. 

Stuart, George L., George Stuart, In 
Orlando, Fla 


T 
Tepper, Arnold, Storch Tepper As 
ciates, New York City Fick taniey B 


Victor Adding Honors Faithful Wives 

Behind every good man there is the helping hand of a good 
woman. 

That’s the strongly held belief of a Chicago manufacturer 
of business machines with nearly 40 years of experience to 
back it up. 

A. C. Buehler, president and board chairman of Victor Add- 
ing Machine Co., proved on October 28 that these are not 
idle words by again paying special tribute to the wives of 
long-service employes. 

“It is the wives’ loyalty and devotion that helped Victor 
oldtimers through more than one-fifth of a century of good 





years and a bad depression, in wars, sickness and health. For 
that we are humbly grateful,” Mr. Buehler said. 

Nine wives of Victor’s 20-year men received special gold 
brooches from Victor’s chief executive as tokens of his grati- 
tude. To their husbands he presented traditional 20-year Lord 
Elgin wrist watches and hand-painted ties. 

Another old timer received the wife’s gift (brooch) and a 
beautiful Lady Elgin wrist watch and a hand-painted scarf. 
She was Mrs. Louise Miller, a 20-year Victor employe in her 
own right. 

Recipients of the 20-year awards were Mr. and Mrs. Chester 
Kowalski, Mr. and Mrs. George Conrad, Mr. and Mrs. Wil- 
liam Krienitz, Mr. and Mrs. Frank Cychner, Mr. and Mrs, 
George Pierson, Mr. and Mrs. Roman Pokorney, Mr. and 
Mrs. Napoleon Sturgeon, Mr. and Mrs. Francis Anderson, and 
Mr. and Mrs. Lester Covey. 

Joseph Kowal, a member of Victor’s nationwide sales or- 
ganization, will receive the awards from A. F. Bakewell, Vic 
tor’s vice-president in charge of sales, sometime in the future. 

The ceremonies were held at Victor’s Old Timers Club ban- 
quet at the Edgewater Golf Club. Sebastian Eich is president 
of the 68-member Old Timers Club. 


L. G. Day & Associates Appointed To Handle 
Toledo Metal Furniture Lines in lowa, Nebraska 

Chorley C. Mills, president, Toledo Metal Furniture Co., 
Toledo, Ohio, has announced the appointment of L. G. Day 
& Associates as manufacturers’ representative for all Toledo 
lines in the states of Iowa and Nebraska. The appointment 
was effective October 1. 

Associated with Mrs. Lee Day is Charles McBride. L. G. 
Day & Associates also represents Blair Aluminum, Valco and 
Hale Bookcases. 

The Toledo Metal Furniture Co. now in its 60th year, makes 
business machine stands, office and cafeteria tables, specialized 
classroom equipment for schools and colleges, and is a pioneer 
in the field of production seating for industry, with a complete 
line of adjustable and fixed height chairs and stools. 


CHAIRS THAT MEAN BUSINESS... 






BOLING BANK OF ENGLAND CHAIRS 


Boling Bank of England Chairs are 
preferred because of the fine construc- 
tion. A continuous U-type, steam bent 
box rail, and securely fastened one- 
piece back posts insure long, satis- 
factory wear. In Walnut, Mahogany, 
Light Oak or Softone finish. 
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High Point Bending & Chair 
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The “snap on" arch — Ever Ready's ex- 
clusive new feature — makes removal! 
and replacement of refills a simple 
'@ Press on operation. A powerful sales 

e eo point for Ever Ready Dealers . . . makes 
selling easier against the toughest com- 
petition. The patented feature 
is available in Styles 

Nos. 717 and 919. 








Ay 
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New desk mate colors for “PLUS” sales 


Now in production, the Ever Ready You can and should have them for 
Mist Green and Desert Sand bases this season’s selling. 

will go with the new colors in desks Order through your supplier or direct 
and accessories. Many customers by phone or wire collect for immediate 


shipment (most styles). Production is 


— dressing end their offices and limited this year ... Act now for extra 


will want new ““desk mate” colors. calendar sales this year. 


. Nh. 


En 


Calendar 
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Proteciall Safes Appoints Distributors 

As part of an expansion program, the Protectall Safes divi- 
sion of the Mosler Safe Co. announced the appointment of 
King & Raub of Los Angeles to act as distributor in Califor- 
nia, Nevada and Arizona; and Clinton F. Livings of Tacoma, 
Wash., for Oregon, Washington, and Idaho 

In announcing these two appointments, A. L. Trayner, Jr., 
sales manager of Protectall Safes, stated: “Our new distributors 
through their warehousing operations will provide the speediest 





executive 


From left: John Mosler 
vice-president of The Mosler Safe 
Co., parent company of Protectall 
Safes; James kk. Raub, King & Raub 
and Raymond W. Graver, field sales 
manager, Protectall Safes 


service to dealers in the safe industry.” King & Raub have had 
many years experience in the sales of safes and will ware- 
house the line at 3151 E. 12th St. in Los Angeles, affording 
that city immediate delivery on Protectall equipment. “Clinton 
F. Livings,” Mr. Trayner continued, “will warehouse at Inter 
City Auto Freight, 1820 Dock St. in Tacoma, giving that city 
immediate service.” 

This continued expansion in sales volume on Protectall 
equipment and money safes which has resulted in the ap- 
pointment of two distributors for the west coast area, 
can be attributed to the availabiliy of the line in decorator 
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colors and modern design including the counter-spy dial, 
stated Mr. Trayner. 


Monroe Appoints Branch Sales Managers 

Monroe Calculating Machine Co., Inc., recently appointed 
five members of its nationwide field organization as branch 
sales managers, it was announced by W. K. Clifford, vice- 
president of sales. 

The new managers are Roger B. Davis, Vancouver, British 
Colombia; Max R. Windnagle, Bellingham, Wash.; John T. 
McSherry, Atlanta, Ga.; Donald K. Cline, Harlingen, Tex., 
and Austin T. Bass, Memphis, Tenn. 

In addition, Mr. Clifford announced the appointment of the 
following men to branch accounting machine sales managers: 
Herschel P. Dosier, San Antonio, Tex.; John E. Miller, Roch- 
ester, N.Y.; Justin F. Baird, Denver, Col.; Jesse F. Estes, St. 
Louis, Mo.; John F. O’Brien, Jr., Providence, R.I., and Robert 
F. Upchurch, Sacramento, Calif. 


Comptometer Honors Veteran Employees 

Four $1000 checks and three gold watches were presented 
by President Albin E. Carlson to Comptometer Corp. em- 
ployees November 7 at the firm’s 23rd annual dinner meeting 
of the Quarter Century Club, at the Ambassador East, Chi- 
cago. 

Those receiving $1000 in recognition of completion of 40 
years of service with the Comptometer organization during 
1957, were LeRoy Schmidt, John V: Hauptmann, Steven 
Pawlis and Peter Trungali, all employed in the Chicago plant. 
New members of the Quarter Century Club who were given 
gold watches for completing 25 years of service this year are 
Frank Rottmueller, service manager, Cincinnati; Fred Wagner, 
service department, New York City, and Charles Kallimanes, 
of the Chicago plant. 

According to Mr. Carlson, club membership now totals 226, 
of which 160 are actively employed with Comptometer. 













GREEN EDGE CORRUGATED 





“DANDY” TOUGH 
CORRUGATED TRANSFER FILE 


HEAVY DUTY POP’LAR 
WOOD TRANSFER CASE 


Hedges 


MANUFACTURING (CO. 
2931 WENTWORTH AVE. 


CHICAGO 16, ILLINOIS 
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Flared Rear Legs of Rest-All 
Straight Chairs stop chair ot 
floor moulding . . . keep chair 
—_ contactina and marring 
wall. 


A great new feature has been added to Rest-All 
Aluminum Straight Chairs—Flared Rear Legs. Dealers 
can point to it with pride, and with new sales impact, 
along with the many other performance and comfort 
features of Rest-All chairs. 

Flared Rear Legs stop Rest-All Straight Chairs at the 
floor moulding, preventing the chair back from coming 
in contact with and marring walls. 

This new achievement in the design of Rest-All Straight 
Chairs eliminates frequent and costly repainting and 
replastering of marked and gouged office walls ... keeps 
new offices looking like new longer. 

Rest-All Straight Chairs are designed and constructed 
to stay brightly beautiful, like new for many years. 


















No. 950 


Maintenance costs are non-cxistent for long periods of 
initial service. 

Rest-All Chairs are the wisest seating investment on 
all counts . . . beauty, durability, troublefree service, 
economy, and comfort. They are incomparable match- 
compliment the most attractive, modern offices. 

Rest-All’s complete line of straight chair styles has 
captured first preference of equipment buyers for the 
nation’s leading commercial, industrial, private and public 
establishments of all types. 

The market for Rest-All dealers is unlimited ... in 
fact, Rest-Alls are sold wherever people sit down. 


COMPANY. INCORPORATED 
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Best way... 
to make a date with '58 is with 


STARK CALENDARS 






* EASY TO READ 
EASY TO USE 


STARK.... 


a quality line of stands and pads featuring all popular 
styles and sizes. Calendar pads are lithographed on high- 
grade bond paper of UNMATCHED WHITENESS with 
the date in red and the monthly calendar in black. Fast 
2-color lithograph printing enables us to give you the 
best in quality and prompt service. 


write or phone for complete details 
“IN CALENDARS THE QUALITY MARK IS STARK” 


TARK CALENDARS éxcorporcted 











100-1]2 BISSELL ST. > PHONE ¢{ee* * JOLIET, -ILL. 


* 


PROTECTED PROFITS FOR YOU 


WITH ADVANCO'S POLICY OF 
SELLING THRU DEALERS EXCLUSIVELY 








TST 











ADVANCO PRODUCTS Inc: 


- Meevineses euseet ome 
wor ee rem 
sevens Fume mus Parte 


meee mF beoat roms tierce 


MANUFACTURERS sexes; on 


Te OS Sist AVENUE ELMHURST 73. L 1. M Y. «= Telephone Hickory 6-4848 
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Dates to Remember 


1958 CONVENTIONS 


February 16-19. Midwest Show of Luggage & Leather Goods 
Manufacturers of America, Inc., Palmer House, Chicago. 


March 2-5—Anrual convention and International Merchandis- 
ing Exhibit of Wholesale Stationers Association, Hotel New 
Yorker and New York Trade Show Building, New York City. 


March 28-31. National Office Furniture Association exhibit 
and convention, Bellevue-Stratford Hotel and Convention Hall, 
Philadelphia, Pa. 


April 8-11. National Association of College Stores, Inc., an- 
nual Convention, Biltmore Hotel, Los Angeles, Calif. 


May 25-28. National Office Management Association annual 
convention and exhibit, Conrad Hilton Hotel, Chicago. 


May 25-28. Stationery & Office Equipment Guild of Canada, 
Inc., exhibit and convention, Royal York Hotel and Queen 
Elizabeth Building, Toronto, Canada. 


June 29-July 2. National Office Machine Dealers association 
exhibit and convention, Schroeder Hotel, Milwaukee, Wis. 


September 27-October 1. National Stationery & Office Equip- 
ment Association exhibit and convention, Conrad Hilton Hotel, 
Chicago. 


Regional Dates 


Region 
5 The Greenbrier, White Sulphur 
Springs, W. Va 
4 Peabody Hotel, Memphis, Tenn. 
9 Jung Hotel, New Orleans, La. 


March 21, 22 
April 18, 19 
April 10, 11 


14 Hotel Westward Ho, Phoenix, Ariz. May 2, 3 
11 Sun Valley, Idaho May 8, 9 
12 Hotel Ahwahnee, Yosemite, Calif. May 12, 13 


10 Cosmopolitan Hotel, Denver, Colo. May 16, 17 


8 Western Hills Lodge, Sequoyah State 


Park, Wagoner, Okla. May 22, 23 
6 Nippersink Manor, Genoa City, Wis. May 26, 27 
7 Hotel Leamington, Minneapolis, Minn. June 2, 3 
3 Cavalier Hotel, Virginia Beach, Va. June 9, 10 
2 Schroon Manor, Schroon Lake, N.Y. June 13, 14 
3 


Grossinger Country Club, 
Grossinger, N.Y. 
1 Equinox House, Manchester, Vt. 


June 16, 17 
June 23, 24 





Leedall Launches Ribbon Promotion 

Following introduction of the Copi-Mate double-pack type- 
writer ribbons, the Leedall Products Manufacturing Co. has 
launched extensive promotion of these ribbons designed to fit 
all typewriters. 

“The Secret Is in the Pack” says a leaflet designed for en- 
velope stuffing. 

Salesmen are furnished with decals on the Copi-Mate rib- 
bons, these being distributed to the dealers. 

A chart has been prepared for dealers, making selection of 
ribbons to fit the typewriters an easy process. 


Comptometer Opens Two New Chicago Branches 

The establishment of two new Chicago branch sales offices 
was announced by Leslie T. Carr, general sales manager of 
Comptometer Corp. 

W. E. Gutreuter is the newly-appointed manager of the north 
side branch, 4037 N. Cicero Ave., and C. E. Harris is in 
charge of the south side branch at 6233 S. Western Ave. The 
central office will continue to operate from the Merchandise 
Mart under the direction of C. T. Jensen. 

A Comptometer school, calculating service and a mechanical 
service department are now maintained at each branch. 
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The Volée group is the newest line of office furniture 
from Imperial. It uniquely combines strength, grace 
and modern styling to have unmatched versatility, 
whether used as a modular group or with separate 
units. It is made of genuine walnut in beautiful 
finishes of charcoal brown Chartone or soft glowing 
Mellotone—complemented with extruded alumi- 
num legs in Satin Aluminum or Brushed Gold 
finish with rich walnut inlays. 


WIRE OR WRITE TODAY FOR FULL DETAILS! 


O@ imperial 
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It’s the kickoff of a power-packed 
selling program on our exciting new 
VOLEE line! This full-page VOLEE 
ad in the February issue of Fortune 
Magazine will list other progressive 
Imperial dealers displaying VOLEE. 
Join them now .. . wire or write today 
for full details! 


1958 VOLEE advertising also set for these 
publications: 


**Interior Design’’ 
**Interiors’’ 

**Modern Office Procedures”’ 
**Nation’s Business” 
“Banking” 

“Savings & Loan News”’ 


desk company 
evansville 7, indiana 


Deaths 


Mrs. Edwin H. Mosler, 

widow of Edwin H. Mosler Sr., former 
president of the Mosler Safe Co., died 
in Mt. Sinia Hospital in New York City 
on October 25, after a brief illness, at 
the age of 73 

She was an officer and director of the 
company. 

Born in Cincinnati, Ohio, Mrs. Mosler 
resided at 1035 Fifth Ave., New York 
City, and Elberon, N. J 

Since the death of her husband in 
1952, Mrs. Mosler was particularly ac- 
tive in the administration of all medical and educational 
grants of the Mosler Foundation, of which she was president. 

Surviving are two sons, Edwin H. Jr., and John; one daugh- 
ter, Mrs. Martin S. Coleman; and three grandchildren all of 
New York City. 

Burial services were held Sunday, October 
Emanu-El, New York City. 








ie) 


, from Temple 


Harry W. Hanson, Sr., 

81, co-owner of Jeffersons Stationers, Inc., Springfield, IIl., 
and former state director of insurance died recently in Spring- 
field at Memorial Hospital, where he had been a patient since 
September 24. 

Mr. Hanson and his son, Walter Hanson, Jr., purchased the 
Jeffersons Stationers, Inc., Nov. 1, 1933. He remained active in 
the business as president of the firm until his death. 

Active in Republican politics he held a number of state 
offices over the years. Included in the list was chief clerk of 
the Secretary of State’s office, and assistant director of the De 
partment of Trade and Labor. 
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Active in church and fraternal affairs, he had been a 33rd 
degree Mason since 1926. 

Preceded in death by his wife, Grace Best Hanson, who died 
in 1948, Mr. Hanson is survived by his son and grandson, 
Barry. Originally from Princeton, Ill., Mr. Hanson had been a 
Springfield resident since 1922.—CCH 

7 

G. V. Wynne-Jones, 

chairman of Universal Postal Frankers, Ltd., London, England, 
the world’s largest exporters of postal franking and stamp 
canceling equipment, died at his home in Bray-on-Thames on 
September 5, following a cerebral hemorrhage. He was in 
his 71st year and had been managing director of the company 
for 30 years until his retirement in 1955. 

Mr. Wynne-Jones was one of the pioneers of the British of- 
fice equipment industry, setting up a works to manufacture 
both postal and fiscal franking machines, in addition to other 
items of mailing equipment marketed in association with Pit- 
ney-Bowes of the U.S.A. He traveled extensively in Europe, 
Asia and the Americas, establishing friendly relations with other 
companies in both the franking machine business and the of- 
fice appliances industry. 

Surviving are three sons, Derek, 
daughter, Alicia, and two sisters. 


Robin and Barrie; a 


F. H. MacNaughtan Retires from Victor 

F. H. MacNaughtan, well-known veteran sales representa- 
tive for the McCaskey Industrial Division of Victor Adding 
Machine Co., retired recently after 20 years of distinguished 
service. 

Before coming to McCaskey, Mr. MacNaughtan served 
many years and attained high positions in accounting with 
Gould Pumps, Inc., and Fairbanks, Morse and Co. and worked 
as a consultant for International Business Machines Corp. 

During his long service with Victor, he established a fine 
reputation for himself and won many friends for the com- 
pany, according to David Cameron, director of the industrial 
division. 





When you sell the VALCO line you can 
be sure there won’t be complaints and 
returns or calls from irritated cus- 
tomers to “please come fix the darn 
thing!” VALCO accessories are lifetime! 
Theyre built to last forever. 


No. 1500 





No. 25 
Torchier 
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| AVAILABLE 
AT NO COST 





Write today for the com- 
plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 
standard file and includes 


separate reproductions of 


VALCO COMPANY e« 1311 ANN AVE. « ST. LOUIS 4, MO. 
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Smith-Corona Inc. Offers 
Convertible Debentures 


Smith-Corona Inc. offered holders of its common stock 
rights to subscribe for $4,235,700 principal amount of 6% 
convertible subordinated debentures due May 1, 1978 on the 

of $100 of debentures for each 20 shares of stock held 


of record on November 1, 1957. The subscription price was 
100 


Rights to p 


[he net proce 


expired on November 18 
received by Smith-Corona Inc. from the 


f the debentures will be added to working capital and 


used for general corporate purposes, including increased ex- 
penditures for research and development, financing the intro- 
duction of printed communications and integrated data proc 
essing equipment the commercial field, and financing the 


company’s increased volume of typewriter business. 
The debentures are convertible into common stock at $18 a 
hare. They carry sinking fund provisions. 


Free Seating Guide Offered by Shelby Williams 

A unique new seating guide has just been published by 
Shelby Williams to aid in the proper selection of public seat- 
g. Designed for use by architects, interior designers and op 
tors of public facilities, this handy guide indicates the gen 


eral type of seating that is recommended for every specific 


ipplication 


The form of this seating guide simplifies the planning and 
lesigning of seating for many types of installations, including 
restaurants, hospitals, hotels and many other types of com- 
establishments. Also indicated is an outstanding recent 
installation for each type of chair. For a free copy of the 
Seating Guide, write Shelby Williams Mfg., Inc., 2500 W. 


Ogden Ave., Chicago 8, IIl. 


THE SECRET IS 
LEEDALL 


COPI-MATE: 


DOUBLE PACK TYPEWRITER RIBBONS 


$ * ' : °° - od 

oS : &, 
Ae ee by Dos 

Dealers everywhere have already seen and are selling 

the new functional COPI-MATE Double Pack. Think of it 

order only 1 assorted dozen and you can fit 


every typewriter 
portables, old and new machines, domestic and 


foreign. Yes, a complete typewriter ribbon inventory all 


in one compact dozen pack 


Look at all these Special plus features: 


@ Mylar hermetically wrapped @ Prime quality COPI-MATE Ribbons 
inked for continuous action 


and sealed. Assures quality and 
added freshness. self-inking 
Your machine is listed on 

one side or the other for direction 
of ribbon insertion. 


One side of pack gives visual view 


eliminates 


NYLON 


of ribbon spools ® COTTON KING 


Send for your sample dozen order today and receive 
Perfect method of selecting the exact 


FREE Copi-Mate illustrated chart 
pack and spool for your customer. 


LEE DALE PROOUCTS MANUFACTURING CO 


Milltown, New Jersey 


INKED RIBBONS 
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standard, manual, electric, all 





Olivetti Christmas Poster, Ads 
Give New Twist to Classic Themes 

Iwo classic Christmas themes a Christmas tree and a 
typewriter-toting Santa are given novel treatment in Olivet- 
ti’s current gift-season promotion for the Olivetti Lettera 22 
portable. 

A new kind of Christmas tree catches the eye in the Olivetti 
Christmas poster. Branches are formed by horizontal lines of 
copy phrases under rows of green stick-figures carrying red 
portables. A Lettera 22, standing on end, forms the tree trunk. 
Poster, printed in 3 colors on heavy high-gloss paper, meas- 
ures 26 x 13 inches. 

For Sunday supplements, a 340-line advertisement portrays 
St. Nick as a large whimsical outline “drawn” with lines of 
typewriter phrases describing the Lettera 22. No other copy is 
used. 

The poster has been sent to Olivetti portable dealers by 
Olivetti Sales Corp., 580 Fifth Ave., New York 36, N. Y. 





3M Sales Hit $274 Million for 9 Months 

Minnesota Mining & Manufacturing Co. on November 11 
reported sales of $274,225,317 for the first nine months of 
1957, an increase of approximately 16% over sales of $235,- 
948,905 for the same period last year. 

The company said common stock earnings for the first 
three quarters of 1957 totaled $29,415,485, or $1.75 a share, 
compared with $26,986,398 or $1.61 a share, for the corre- 
sponding period of 1956. 

Sales for the three months ending Sept. 30 were $92,646,950, 
compared with $81,453,319 for the same period last year. 
Common stock earnings for the third quarter this year were 
$9,722,505, or $.58 a share, compared with $9,315,631, or 
$.56 a share, for the third quarter of 1956. 

Herbert P. Buetow, president of 3M, said price reductions 
in some of the company’s tape lines have been partially re- 
sponsible for the fact that profits have not kept pace with sales 
thus far this year. The principal reason, however, according 
to Buetow, is the changing “mix” of the company’s widely 
diversified product line. 


IN THE PACK} 


CONVENIENT ZIP TAPE 
MYLAR SEALED 


7 i+. ~ 


SIDES TELL HOW AND DIRECTION 
TO INSERT RIBBON 


iV, 


BOTTOM HAS FULL SIZE 
‘ite PHOTO OF SPOOLS INSIDE 


All double flange spools — 
messy ribbon changes! 


@ PURE SILK 


® LEEDALL 


CARBON PAPERS . DUPLICATING SUPPLIES 
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The Famous 


ACCO 
PUNCHES 


Nos. 10 and 110 


Color is in fashion! And 
you'll find new eye appeal 
new style attraction, new 
sales lure in the Acco Punch 
line. We've dressed the al- 
ready-most-popular Acco 
Punches No. 10 and No. 





110 in your choice of five 
addition to 
gray 


the 
finish. Let 


colors in 
standard 





your customers pick from 
Fireman Red, Pastel Blue, 
Pastel Green, Frost Green 
(Mist Green), Frost Tan 
(Desert Tan). Get an as- 
sortment for display and 
put a mew punch in your 
sales. 


ACCO PRODUCTS 


A Division of NATSER Corporation 
OGDENSBURG, NEW YORK 
In Canada: Acco Canadian Co., Ltd., Toronto 















Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 


\ 


NNOESTING- PIN TICKET CO., INC. 
E. 136th Street, New York, N. Y. 
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‘Venus Gives Shirt Right off Her Back’... 














Ill., one 
of the many winners of shirts in the Venus-McGregor contest 


Ray Smith of Byron Johnson Office Supply, Kankakee, 


at recent NSOEA convention, receives congratulations from 
Richard Lewisohn, Jr., president of Venus Pen & Pencil Corp., 
while Len Hehner, Venus advertising manager, presents the 
prize. In rear from left to right are Richard S. Humphries and 
Frank W. Boyce, both of Venus, and Sam S. Rosendorf, Jr., 
of Southern Stamp & Stationery Co., Richmond, Va., who was 
also a winner 


Burroughs Machines Aid Editors 

A peculiar task faced The Salt Lake Tribune of Salt Lake 
City, Utah, recently. 

There were 51 tabulations in a straight run-off for city com- 
mission posts and home rule charter commissioners. 

Something simple was needed — like 51 adding machines 
all lined up in a row, each with a candidate’s name attached. 

Simpler was the plan graciously offered (which The Tribune 
accepted with alacrity) by Salt Lake City’s Burroughs Corp. 
branch manager, W. E. “Ted” Garbett. He provided a Sensi- 
matic 500 and two Sensimatic 300s. 





Salt Lake City Editors... 


tabulating election results. 


at work on Burroughs machines in 





The “500,” by splitting the keyboard and seuting up a series 
of code designators, would handle 36 individual totals. By 
adding a “300” to the operation, the two machines would be 
able to compute the tallies on 45 home rule candidates and 
the number of districts reporting. The other “300” would keep 
track of the city commission race. 

By inserting a pre-printed form at any time the editors 
wanted a total, results were obtained in less than 30 seconds. 
The form was then sent to the back-shop where linotype op- 
erators set the information in type and the page was on the 
press in mere minutes. 
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Akron Men Buy Consolidated, Inc. 

Transfer of all interests in Consolidated, Inc., commercial 
printing and office firm of 1626 Central Ave., Middletown, 
Ohio, a short distance from Cincinnati, 
was announced recently by Charles E. 
Harmon, former president and treasurer. 

All stock of the 26-year-old company 
has been purchased by George W. Reed 
and Robert F. Stewart, both of Akron, 
Ohio. 

Mr. Reed has been elected president 
and Mr. Stewart, secretary-treasurer. 

Prior to the purchase, Mr. Reed was 
vice-president and sales manager of the 
Foster-Bodman Office Supply Co., 





7 ‘" 
George W. Reed 
Akron 


Stationer Wins Color TV Set... 





The winning ticket for the RCA Victor color TV set given by 
Keith Clark, Inc., is drawn by Pat Lee at the NSOEA booth. 
On her right are J. Keith Clark, president of Keith Clark, Inc.; 


Mrs. Clark; and Bill Wingert, Chicago representative of the 
firm. On the left are A. G. Mitchell, vice-president, and R. L. 
Nevin, sales manager. The winner was Fred D. Wells, Wells 


Ohio 


Office Supply, Sidney 
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SEASON’S GREETINGS .. 


glazed Kraft envelope. . . 
famous line of Champion Clasp envelopes. 





Sold through Dealers Only 
QUALITY PARK ENVELOPE CO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 


. and remember 
PINEKRAFT, the durable, tough machine 
new addition to the 





Goldsmith Bros. Find Partitioner Market. . . 





Launching a campaign directed at selling Marnay’s Partition- 
er space dividers for-increased efficiency in government agen- 


cies, Goldsmith Bros., New York City, recently completed the 
pictured installation for the Bureau of Disability Determina- 
tions of the New York State Department of Social Welfare. 
“We have long felt that local, city and state govern- 
ment agencies would form a ripe market for partitioners,’’ 
stated Irving O. Lasner, of Goldsmith Bros., who worked with 
the customer in making the installation. Secretaries to execu- 
tives at the Bureau were assigned to semi-private offices con- 
sisting of low Partitioner units. Other offices were designed so 
that they could be quickly altered to the needs of the user. 


Coming... Something 


. 
\\ 


NEW for YOU! 


~» You'll have the big news sometime 

~ after the first of the year—but here’s 
an advance hint. It’s an amazing for- 
ward step in showing your men how 
to sell MORE envelopes in a competi- 
tive market. It’s called VISU-SELL, 
the biggest selling help for the big 
selling season ahead. 


ER OSES 


There’s a big filing and change-over 
' season ahead, too. Check your stock 
' of Quality Park filing supplies— 
and order NOW! 


~~ 2 42} } 5 
PE aad » | 
\ \ 
\ 














West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. pa tlie 
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LOOKING 
FOR THE 
BEST? ... 


; You'll find... 

: “THE 

"CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 
priced stamps 


on the market. Making the most of their opportunity to smile over good busi- 


ness are Victor Adding Machine Co.’s sales supervisors in the 
eastern region as they meet in New York City to review com- 
pany policies. Regional Sales Supervisors A. H. Budinger 
(standing) and Larry Graham (to his left) were in charge of 
the two-day conference. Vice-President A. F. Bakewell, W. R. 
Leahy, director of marketing and national accounts, and E. A. 
O’Brien, director of sales training, (foreground, left) were also 
present. 








Peterson Firm Issues New Catalog 

A 244-page catalog, profusely illustrated and carrying de 
scriptive text, was recently published by the Peterson Litho- 
graph & Printing Co. of Omaha, Neb., a firm which owns and 
operates the United States Check Book Co., does offset and 
letter press work at 1311 Howard St. and sells office supplies 
and equipment at 1405 Harney St. 
R. A. STEWART AND COMPANY, INC. The attractive front cover in color proclaims, “A Well 
80 Duane Street - New York 7, New York Planned Office Is an Efficient Office.” 

As a service to customers, complete office planning and lay- 
out service is offered. 


Send for 
information 
on our 

complete line 
today! 














New Model, Special Low-Priced 
Wood Junior Executive Desk 


——OAK—WALNUT—MAHOGANY— 
No. 6024-! 
High Quality 
Top Size — 60” x 32” 
1%” thick with square modern edge. 
Overhang on 3 sides approximately 
7”. Base — 46” x 24”. Adjustable 


height. Lock on center drawer. 


List Price only $107.95 less 
usual dealer's discounts. 











| Write for new Doro Catalog of latest modern modular type furniture 





manufacturing company 


DESKS —— TABLES —— COSTUMERS 
Wood or Formica-Topped 











220 Institute Place * Chicago 10, Illinois 
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Financial Notes 


Smith-Corona Approves Stock Split 


4 two-for-one stock split was approved by the shareholders 


of Smith-Corona at their annual meeting September 30, to 
take effect October [he proposal, one of several adopted 
at the meeting, also provides for an increase and change in 


the authorized common stock of the company from 600,000 
shares of $10 par value to 1,600,000 shares of $5 par value. 

[he stockholders also adopted a resolution authorizing the 
board to issue convertible debentures. It is anticipated that 
about $6 million of the authorized $12 million will be offered 
to stockholders later this year on a pro rata Proceeds 
of the offering will be used to help finance the company’s ex- 
pansion, diversification, and research programs, and for work- 
ing capital. 


basis. 


Other actions taken by the stockholders were approval of a 
modified incentive stock option plan for key employees, and 
the re-election of the present board of directors 


President Elwyn L. Smith described the fiscal ended 
June 30 as “the best in our history,” with respect to both sales 
and earnings, which reached record highs. He said the com- 


looks forward to the new fiscal year with confidence.” 


year 


pany 

[he re-elected directors, in addition to Mr. Smith, are: Ed- 
ward H. Litchfield, Ellsworth C. Alvord, Carl L. Bausch, Vic- 
tor H. Davidson, Lewis H. Durland, Harold Edwards, Clar- 
ence Francis, Edward F. Kleinschmidt, Frank J. Manheim, 
James B. McCormick, Emerson E. Mead, William I. Myers, 
Will L. Seeley, Elwyn L. Smith, Gordon H. Smith, and James 


} lowers 


At the organizational meeting of the board of directors Ed- 
ward H. Litchfield was re-elected chairman and Elwyn L. 
Smith, president. A new committee for planning and develop- 
ment was established and Frank J. Manheim, a director, was 


Victor H. Davidson was re-elected chairman 
committee, James F. Towers of the stock 
option committee, Lewis H. Durland of the finance commit- 
tee, Ellsworth C. Alvord of the audit committee, and Carl L. 
Bausch of the executive compensation committee 


elected chairman 


of the executive 


IBM Issues Financial Statement 

For the nine months ended September 30, 1957, net inCome 
$62,385,591 after estimated U. S. federal income taxes, 
Thomas J. Watson, Jr., president of International Business Ma 
chines Corporation, reported October 10 

[his is equivalent for the nine months’ period to $5.40 a 
share on the 11,552,460 shares outstanding after the 100 per 
cent stock split effected May 7, 1957, and the 1,050,223 shares 
of additional sold through the rights offering which 
June 10, The net income after taxes for the cor- 
responding 1956 period was $49,234,012, equal to $4.69 a 
share on 10,502,237 shares, the number of shares outstanding 
September 30, 1956, adjusted for the 100 per cent stock split-up 
of May 1957 

Net income for the nine months ended September 30, 1957, 
before U. S. federal income taxes amounted to $130,208,391 
compared with $105,269,912 in the corresponding 1956 period. 


was 


StOC k 


ended 1957 


Gross income for the nine months ended September 30, 
1957, from sales, service and rentals in the United States 
amounted to $704,407,035, compared with $513,174,142 in 


ihe corresponding 1956 period. 


Underwood Net Sales Show Gain 

Total net sales for nine months ending September 30, 1957, 
reported by Underwood Corporation were $63,321,246 com- 
pared to $62,306,088 the previous year, a gain of 1.6%. Net 
sales for the third quarter were $21,003,332 compared to $20, 
650,503 for the same period of 1956. 

Combined net for nine months from world-wide 
operations were $236,294. From these earnings were deducted, 
the earnings of foreign subsidiaries amounting to 
no part of which were remitted to the United States. 
Operations since March 1957 have been on a profitable ba- 


earnings 


however 


$772,652 
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THE FRENCH DEPUTIES ROARED 


the 6 1iOow 


between man and 


NOW! You Will Also Cry: 
“VIVA LA DIFFERANCE!): 


When You Compare _=<£a 
the Old Style 4/4” —<e@iPss 
index Tabbing with |e" ( 


AICO’S NEW 1/3” Typerite INDEX TABBING! 


The Difference is Only 1/24” 
( Yo The Thickness of a Thin Dime! 
COMPARATIVE SIZES 









¥% “ 









4 BUT YOU SAVE 56°, TYPING TIME 


The Tabs & Inserts Are Typewriter Spaced! 
Typists use the line space lever, no soft 
roller is required. 




















Shown Above. Note Dealers Please Note: fs Ad 
how the differance is ; =e 
run in Management Methods, Modern 


hardly noticeable. 


~AtE E> 


INDEXES 


ff ’ ’ 
The Office to help you sell Alco’s 1/3" 
Tabbing. Stock Up Now! 
44-16 23rd St., L. 1. City 1, N, Y. 
426 S. Clinton St., Chicego 7, I. 

















TOP BUYS IN STORAGE EQUIPMENT 


Complete line of metal specialties 


CHAIRS ® SHELVING ® BENCH LEGS * DRAWER CABINETS 








ir dealing. 





Over 25 years of fo 


Dealers write for our latest catalog & prices 
341 West 38th Street 
New York, N. Y. 


METAL PRODUCTS INCORPORATED BRyant 9-8771 





171 


RUMENTS @ STENCILS @ PROTRACTORS @ OT 


HER DEVICES 


V7 linytitiiy 
P ‘ se Ay 


OR DO C -aew 











Ry 


NO FILE TOO SPECIALIZED FOR 
mith PROJECTING 


(po ctor-LAWYER-ACCOUNTANT-CHIEF? 







Now you can easily fill those ° 


otherwise hard to fill specialized orders. 
@ Smith Projecting Signals can be printed to order for any 
business or profession; more than 23 permanent captions for 
accountants, for example; up to 200 captions for lawyers. 


@ Sturdily constructed Smith Projecting Signals last a life- 
time; therefore, overall cost is low despite custom printing. 


@ Available in '44" to 2" widths. Stocked in 12 plain colors, 
or printed alphabets, numbers, states, days of the week, 
and months. 

Colorful, beautiful counter displays available for Dealers, 


Get profit-making information on the complete 
Smith line by writing 


CHARLES C. SMITH, INC.] 


EXETER, NEBRASKA 











lor more than 50 years, a complete line of time-saving 


signals and indexes 


. 
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sis each month with the exception of July when factories were 
closed several weeks for employees’ vacations. 

The nine months’ sales results were only slightly affected 
by new product lines which Underwood is bringing to the 
market this year. The first of these, our new electric adding 
machine, revolutionary in size and price and weighing only 

pounds 5 ounces, will be shown in the New York market 
in late October. It is already being field tested in several other 
areas preliminary to being offered on a national basis. 

. 


Smith-Corona Earnings Show Gain 

Continuing at a record high level, Smith-Corona’s earnings 
in the first quarter, which ended September 30, showed a 
76% increase over the same period a year ago. Net earnings 
were $618,300 for the quarter, compared with $352,100 a 
year ago, it was reported by Chairman Edward H. Litchfield 
and President Elwyn L. Smith. 

Net sales for the period totaled $15,564,600, an increase 
of 26% over the comparable period last year when the com- 
pany’s net sales amounted to $12,359,100. 

Earnings before taxes were $1,165,800 for the September 
quarter and $723,800 a year ago. Provision for income taxes 
amounted to $547,400 and $371,600 for the respective 
periods. 

Net earnings a share were $.73 for the quarter just ended, 
compared with $.42 the previous year, based on 847,132 
shares presently outstanding as a result of the recent two-for- 
one stock split. 

7 


Sheaffer Pen Sales Increase 

Net sales of the W. A. Sheaffer Pen Co. for the second 
quarter ended August 31 were $6,027,568, compared with 
$5,862,823 for the comparable period a year ago, Leon H. 
Black, executive vice-president, announced. 

Although sales were up in the second quarter, net earnings 
for the same period were $344,285 or 21 cents a share, com- 
pared with $418,199 or 25 cents a share for the same quarter 
last year. 

For the first six months of the current fiscal year net sales 
were $11,640,895, compared with $11,825,192 for the cor- 
responding period a year ago. Net earnings for the first half 
amounted to $565,220 or 34 cents a share, compared with 
$894,096 or 54 cents a share for the same period last year. 

e 


Parker Pen Reports on Earnings 

A maintained earnings position and an enhanced competitive 
standing were cited as significant developments by Bruce M. 
Jeffris, Parker Pen Co. president, in reporting Parker’s six- 
month earnings to stockholders. 

Net earnings for Parker in the six months ending August 31 
were $582,000, equal to 64 cents per share. For the compar- 
able 1956 period, Parker reported earnings of $569,000, or 62 
cents per share 

* 


Marchant Declares Dividend 


Marchant Calculators, 
dividend of 32% 


Inc. have declared the 
cents per share on the 


Directors of 
regular quarterly 


622,767 shares of capital stock now outstanding, payable 
December 15 to shareholders of record November 30. 
Ihe company also reported sales of $18,642,283 for the 


nine months ended September 30, 1957. For the corresponding 
period of 1956 sales were $18,753,414. 

Net income before Federal income taxes was $1,375,746. 
Net income after Federal taxes was $660,346, or $1.06 per 
share. Comparable figures for the first nine months of 1956 
,287,809, or $2.07 per share, on the same share basis. 

° 


were $ 


Sheaffer Pen Declares Dividend 

Directors of the W. A. Sheaffer Co. on October 24 declared 
a regular third-quarter dividend of 15 cents a share on Class 
A stock and 15 cents a share on Class B stock, payable Ne- 


vember 25 to stockholders of record November 4. 
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The ‘Boss’ Sees That All's Well... 
WORDS OF WISDOM 





‘the most useless Oay 
of all is That in which 
we have not LauGhed”’ 


SEBASTIEN R. N. CHAMFORT 


Over 7,000 dealers throughout the United 
States have proven their wisdom by stocking 
SPHINX TYPEWRITER PAPERS — truly 
ue al a great leader in the stationery field... A 
Samuel Goltzman, president of Mutual Stationers Supply Corp., paper for every office need ! 

f paper punches, is seen here at the quality a 
control section of the plant. In order to guarantee the work- 
manship of his company’s products, Mr. Goltzmdn declares, 


| personally inspect each of the punches which pass through 
the assembly line daily.” 





manufacturer 


Dealers Participate in Victor Adding Clinic 





Office machine dealers and salesmen from 17 cities and sur- 
rounding areas in the United States and Canada participated in 


calculator sales clinics held in 14 cities by Victor Adding Ma- ! 
chine Co. - Ss A x oO N 


[he clinics were held in September in Akron, Boston, Buf- F 
falo, Dayton, Detroit, Halifax, Harrisburg, Louisville, Mont- PAPER CORPORATI ON 
real, Ottawa, Pittsburgh, Syracuse, Toledo and Toronto. 240 West 18th Street * New York 11, N. Y. 
Instructors in tested selling techniques were Victor’s director 
of sales training, E. A. O’Brien, and sales trainers E. J. Brueg- IST ‘ 
gemann and M. J. Lehman. 
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NO. 450 AC 


CRAFTSMANSHIP 


Styled for perfect harmony with modern decor. Fashioned 
Exemplified for luxurious wear. Customed for lasting comfort and 


pleasure. Priced for every buyers purse. These are the 


SOFA 1075 





faetors which make BRIGHT creations a joy and satis- 


by faction to every one who buys. In a large selection of 

genuine leather and Elastic Naugahyde and a wide range 

BRIGHT of styles you will find just what you want for every 
customer. 






WRITE FOR THE BRIGHT CATALOG TODAY! 
545 W. 34th ST. NEW YORK 1, N.Y. 






NO. 90 EXECUTIVE 
POSTURE CHAIR 


MANUFACTURERS OF 
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|}STACOR 







® Blueprints @© Maps 
® Plans ® Drawings 


® Tracings @ Charts holds 


30-tube 
(2,"’ C.D.) 


without tube 





where Pan 

you want them 

when 

you want them 
' 











LIFETIME STEEL 


TAN-IVIOBILE 


Attractive, compact mobile unit . makes material instantly 
available for reference, changes or addition 

Moves easily and quietly on ball-bearing caster Stepped 
bottom makes titles clearly v rolled plans readily 
accessible 

Also comes in 60-tube capacity priced at $35.00 (without 


tubes) 2%” ID sturdy covered tubes with metal caps and base 
are available in both 43” and 55” lengths. Write, wire, phone 
RIGHT NOW for descriptive literature 


STACOR EQUIPMENT CO. 


295 Emmet Street, Newark 5, N. J. @ Bigelow 2-6600 








Carter's Ink Offers Proof... 


The Carter’s Ink Co. 
backs up claims for 
its new line of Hi- 
Fashion design stamp 
pads and Hi-Fidelity 
stamp pad inks with 
tull report from the 
United States Testing 
Co., Inc., dated July 
1957. The report 
covers tests on com- 
parison of Carter's 
new stamp pads and 
inks with competitive 
brands 





Ringmaster, Inc., Forms Binder of Month Club 

Ringmaster, Inc., bringing out a line of stock binders for 
off-the-shelf sales, has announced the formation of a new 
club of special significance to stationers in the form of “The 
Binder of the Month Club.” 

Plans call for regular mailings to stationers, each mailing 
offering several fast-moving sizes in a particular line at spe- 
cial, low prices. The purpose of these offerings is to intro- 
duce the line; full ranges of sizes available from catalogs. 

Inquiries are invited, for assurance of inclusion in the Bind- 
er Club mailings, to Ringmaster, Inc., 2533 Sullivan Ave., St. 








Louis, Mo. 
tf 
8 


Finished the mailings with time to spare— 


thanks to DUPLISNAPSe! 


Yes!—A Typist, a Typewriter and Duplisnaps 
give your customers a complete addressing 
department at such low cost to them—and 
such big profits for you—that you'll both 

agree, ““Duplisnaps are wonderful!” 


EUREKA SPECIALTY PRINTING CO. 
555 Electric St. - Scranton, Pa. 


Makers of Fanfold, Roll and other office labels 


®Reg. Trademark—U.S. and Canada 
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Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 





Granted October 8, 1957 
Planograt Printing Plate. Douglas A. New ’ ove 


Granted October 15, 1957 





9 609 Writing nstrument Hugh | ry ur Mar t Jonnson 
horgenr wney, C esne a 
New York, N. Y . 
09 610 Retractable Writing Instrument Huat ary rino, af 
, 4 , ‘ nor i f t to F 
9 63 R Ring Binders hr Max Lear Jeceased f Pueblo, C 
} 7. Pr i Spaci ing Mechanism for Typewriters Writing Continuously 
posite Directior 2, Oh 
9,738. Ribbon Sr As emb! y “for Typewriter or like Machines. Harry | 
West Hartford, Conn., assianor to Royal McBee New York, N. Y. 
09,77 Combination Stat onery and Envelope H f rrison, Portland, 
309 78 Delayed Carriage Return Control Means for Listing Calculators 
f N assignor to Monr ting Machine 
19.786. Dividend Divisor Aligning Mechanism 5eorg W. Hopkins, Sé 
, Kleford. Danv f a rs to Friden Ca 
09,788. Calcu Machin E. W C 
09.852. Rina Binder P Miller. Hastina M ; te The mead 
Granted October 22, 1957 
10 388 Hanging File Support Frank nley ( ‘ nd hn #H 
Norw to TI »-Wernicke Norwood. Oh 
10.466. Oper Contro Iting Mechanism for Typewriters or like Machines 
‘ W ar Vl r Wethersfield Conn 
w York, N. Y 
l 11. Envelope Closure Noah Car E k N 
10,623. Portable Time Stamp. W A. Kropp 
es Cor New York, N 
Granted October 29, 1957 
1] Machine for Typing a Tape Record and a Proof Sheet Simultaneously 
é nderwood t New York, N. Y 
11,236. Device for Driving the Platen of a Typewriter Enzo A Yverdon 
r A Croix witzer 
1] Du ating Ribbon Attachment Julius C. Hoch New York, N. Y 
Line Indicator and Automatic among Margin Warnin y Mechanism for 
yoewriter ' Taipe Ta r 
11,307. Full Key Board Listing-Adding Machines Ra Ferraro, Buenos 
11,308. Electronic Calculator. Chester P. Baccari, Poughkeepsie, N. Y., a 
t A nine t vew Y x ‘ 
309. Statist Machines Ronald Newman Piper r 4 Eric Daw 
nd nor ‘ Power A Machine 


3M Opens New Plant in Indiana 

Minnesota Mining & Manufacturing Co.’s new copying 
products plant at Hartford City, Ind., has been formally 
opened 

A group of company executives headed by 3M president 
H. P. Buetow flew to Hartford City to take part in a three- 
day open house program. 

The new plant, which has more than 160,000 square feet of 
floor space, has been under construction since July, 1956. It 
will produce copying machines and paper for 3M’s “Thermo- 
Fax” Brand copying process. Limited production began in the 
new plant late in August of this year. 

[he plant presently employs nearly 100 persons. Employ- 
ment will eventually reach between 200 and 300 

The plant is located adjacent to Hartford City Paper Co., a 
wholly owned subsidiary of 3M which produces glassine and 
greaseproof paper as well as the type of basic paper stock 
used for 3M’s copying paper. A $1,500,000 improvement and 
renovation program is in progress at the paper mill. 


Fountain Pen, Mechanical Pencil Makers 
Issue Handwriting Instrument Directory 

[he 1957 “Directory of Manufacturers and Products of the 
Mechanical Handwriting Instrument Industry” was recently 
issued by the Fountain Pen & Mechanical Pencil Manufac- 
turers Association, Inc. 

An attempt was made to cover all manufacturers engaged 
in making pens, mechanical pencils and components thereof. 

Copies of the directory are available at $2.50 each from the 
offices of the association, 1426 G St., N.W., Washington 5, 
D.C., announces Frank L. King, executive vice-president. 
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A proven way 
$ to accumulate 





















STEERS S<7R ONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change T 
Telier’s Moisteners * Currency Racks * Manual Coln 
Counters * Packaging Trays * Linen Shipping Togs 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Automatic * Duzitell 
Kwertet * Tubular * Gunshell 


BILL STRAPS 

Federal * Colored * Banding 
2 

Write for information! 





HANNIBAL, MQ 


THE C. L. DOWNEY CO. 








STEEL TRANSFER CASES 


25-R 
GRAY or GREEN  oven-baked finish 


IMMEDIATE 
DELIVERY 


@ Brass finish cardholder and handle 
@ Four rollers for ease of peration 
@ index guide rod with brass knob 
@ Self-locking follower available 


"T op FLIGHT PRODUCTS 
Company, Inc. 


WAlbrook 5-7100 Chicago, Il. 


A Sturdy Recessed 
Base with Toe 
Clearance at Front 


6224 S. Oakley Ave. 
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STUBS SLIDE DOWN INTO JAR 
THROUGH HOLE IN TOP 
Mason Jar Receptacle Inside at Top SMOKE-TIGHT 


Has SHELF 
on Rim 
Jar unscrews 


from thread 
to Empty 


NO ODOR 






ee Ae 23” 
Pn MD veocecsce 9” 
SY ok Cio 'e ee 0-e1ae 12 Ibs. 





SHELFADOR 
NOS. S-411 & S-411-C 


ASHAGON 
NOS. 411 & 411-€ 


Pictures & Prices of 101 
Products mailed on request 


SMOKADOR MFG. CO., INC., Bloomfield, N. J. 

















Quality Papers at 
Competitive Prices! 


The Stationer’s Complete Line 


* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 


* School Supplies Ye, - 
AA Lz A 


Special Quotations on 








Board of Education io “é ” 
Requirements. = = 
Send for Price List Today! SZ 


MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, Ill. 
Branches—3200 Main Street, Dallas, Tex. 

1647 Blake St., Denver, Colo. 
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Produce 7,000,000th Smith-Corona ... 





#3 : 4) 





Elwyn L. Smith (right), president of Smith-Corona Inc., con- 
gratulates Edson G. Moshier, vice-president in charge of man- 
ufacturing, on the production of Smith-Corona’s 7,000,000th 
typewriter. The machine, an electric portable, was on display 
at the National Business Show. 


Cel-U-Dex Suggests New Uses for Signals 

New uses are suggested by the Cel-U-Dex Corp., for at- 
tachable colored signals, long used mainly to classify and em- 
phasize filing cards individually or as members of groups. This 
expansion of utility results from an improvement in design 
and manufacture of the Cel-U-Dex line of transparent signals. 
New machines and production methods have been developed 
in the new factory under the direction of Coleman R. Cham- 
berlin, president of the company. 

The Cel-U-Dex improvement in transparent signals makes 
it possible to attach them easily to bond paper, as well as to 
light or heavy-weight card stock. They hold firmly, but are 
handily slipped off. Thus the new Cel-U-Dex signals can now 
be used on letterheads, forms, receipts, and other documents 
customarily printed on bond paper. They can be used over 
and over again for they never lose their tenacity. 

For samples of the new Cel-U-Dex transparent signals write 
Jeremiah P. Sullivan, sales manager, Cel-U-Dex Corp., 23 
McArthur Ave., New Windsor, Newburgh, N. Y. The signals 
come in 12 colors, sell for $1.25 per box of 100 signals in 
stationery stores everywhere. 


Business Machines Firm Changes Ownership 

Eastern Typewriter Exchange, Perth Amboy, N. J., was 
purchased recently by Milton Opper and Kurt Von Marschall 
from the estate of the late Fred Giskin. 

The company will continue operation primarily as a busi- 
ness machines outfit and in line with this policy has already 
assumed sole distributorship for additional lines of typewriters, 
calculators, and adding machines. 

The new partners are familiar with all branches of the ac- 
tivity with a combined experience record of 27 years in the 
field. Mr. Opper and Mr. Von Marschall were service repre- 
sentative and service manager for Remington Rand and Under- 
wood respectively, and also operated the Business Machines 
Shop at Camp Kilmer, N. J. when it was active, for five years. 

The firm is ‘presently in the process of refurbishing the es- 
tablishment and plans to install a complete line of office fur- 
niture and supplies—GB 


Returns From Vacation Trip 

J. Aadrew Smith, with the J. Andrew Smith Office Furni 
ture Co. in San Antonio, Tex., recently returned from a three 
weeks’ vacation trip to Oregon.—JHR 
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Scripto Names Winners... 


y 

ep NE from 
SATELLITE * °, jody Shattuck, runner- 

up for Miss America 

P . title, draws winners 

. -, in Scripto, Inc., Satel- 

‘ a K. Lovejoy, executive 

; , 4 vice-president and 

| 4 general manager of 

\ Scripto’s Atlanta di- 

peted in the sales 

contest to promote 

the newly-introduced 

Satellite ball pen. 





VINYL 


PLASTIC 


RING 


AND PRONG 
BINDERS 


Now!—An entirely new line of 100% virgin vinyl ring and 
p é j prong binders with built-in sales appeal . . . ideal for sales 
Lit-Ning Appoints Utility Wholesalers manuals, price books, catalogs, records. 


lite Sellorama contest 
vision, and William 


Watching are Charles 
F. Latz, vice-president 
/ . of sale Scripto’s 
wholesale dealers com- 
- 



































The be sagen of Utility Wholesale Stationers, Ciicago, Ring binders in two grades for 11x8!/: sheets with |" and 
as a wholesale distributor is announced by Lit-Ning, Products \'/"" capacity. Flexible or stiff covers in array of standard 
Co., manufacturer of over 100 steel desk-top items. and special colors. May be had with ir.nsparent vinyl over- 
Utility’s appointment, according to Lit-Ning officials, re- lay cover—your customer's message or illustrative matter is 
flects the increasing growth of the Lit-Ning firm which started permanently sealed in. 
Ith just eight years ago ; as factorie ‘re calif. 
nd - woe Ps nag oe aca a og prs pecan . “a Viny! prong binders in 2” capacity for ring and memo 
5 Ke 1 ee via , 3 a SS ee ey book punching . . . vinyl memo books in 3 popular sizes. 
entire nitec ates 
Utility Wholesale Stationers will provide stock and service 
to dealers in the Chicago area where the firm is headquartered, WRITE FOR ILLUSTRATED PRICE LIST 
is well as in Milwaukee and other Midwest cities. 
al a a 
we File for Increase in Capital Stock The ¢. E. SH EPPARD CO. 
“ve The Office Man’s Department Store, San Antonio, Tex., has 44-07 21st Street Long Island City 1, N.Y 
. filed an application to increase its capital stock from $1,000 
_ to $101.000.—JHR 
ped 
am arent rs ee 
: EE TOP SPECIALTIES 
to 
re . 
0% of Superb Qualit 
>nt sd 
vel 
STEEL SHELVING 
rite Standard Or Government Specifica- 
) tions: All Standard Sizes. 
als Corner Posts, 11 Gauge or 13 
in Gauge 7°3” high...8’3” high... 
9’3” high punched on 1” centers. 
Finished in Baked-on olive green 
or office gray enamel. 
Was 
hall 
ady 
el 
. TYPEWRITER TABLE 
the Size 2644"H x 16"D x 22"W and 34°W 
re 


overall with shelf extended. Finished in 
baked-on office gray or olive green enamels. 
2° rubber casters. Shipped K. D. one per 


vi STORAGE CABINET 
ee No. 3678-S 


with adjustable shelves, finished 


ha in baked-on olive green or office- carton. Weight 30 lb. 
gray enamels with lock in handle, List Price $15.00 
insulated doors. Shipped one per 
carton, K.D. 
srw x 18° x 78°H MIDWEST 
- Weight 150 Ibs. METAL MANUFACTURING COMPANY 
ox MANY OTHER SIZES OF 1818-24 North 18th St., St. Louis 6, Mo. 
ree CABINETS AND SHELVING 
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America’s finest 






folding tables 


® folding 
benches 
® portuble 
stages 
e portable room 
partitions 

® table and chair 
trucks 


















designed 





for the dealer 
who is proud 
of the quality 


he sells 


Folding Table 
Division 
Barricks 

MFG. CO. 
134 West 54th St. 


CHICAGO 7 


ILLINOIS 
See Us at the NSS! Show, Chicago 





Barrick's Patented Finger- 
tip Leg Locks with steel 
center channel provides maximum 


safety and stability 








HANDY “GLIDEX" 


TRADEMARK® 571978 


TELEPHONE BRACKET 


A Stable Seller the Year ‘Round 















Saves desk space—swings in any direction— 
Keeps phone in easy reach yet out of way— 
The only bracket made to hold present models. 


Made of strong, durable steel, Extends to 30 rigid 
inches. Closes only 9 inches. Various types of mount- 
ings available for attaching to wall, desks, table 
edges, side of tables, etc. Nothing to get out of 
order. Eliminates nuisance of phone cord mussing 
desk papers. 

WRITE FOR ILLUSTRATED LITERATURE AND DEALER'S PRICES 


(\ Ld 
Leo 


\ rN Y 
x ex ox M x 
NN " \ » 
i 7) i Me 200 


GLIDEX CORP. — 


4538 W. ROOSEVELT ROAD, CHICAGO 24, ILL. 
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Mind Your Own Business 
And Make Money Doing It 


By VICTOR N. VETROMILE 

@ The injunction to “mind your own business” is not a friendly 
admonition in most of the contacts of life, but as a tenet of 
policy for the successful administration of a retail investment 
such as an office supply, office furniture, and office machines 
outlet, it is the most important rule of action in the book of 
merchandising. 

The business that is always well taken care of never fails to 
take care of its owner, economically, but let that owner be in- 
competent to care for and to guide it, and he and the business 
will “go to pot” together. 

There is nothing wrong with knowing what the other fellow 
in the trade is doing. It is well to know why his salesroom 
seemed busy yesterday when your trade seemed to have been 
on holiday—and it certainly is not discreditable to absorb all 
the constructive hints in store management and sales promo- 
tion that can be obtained by constant observation of retailing 
activities in general. 


Watch with a Purpose 

This is an entirely different thing from watching one’s 
nearest competitors, their windows, their newspaper adver- 
tisements, their customers, and even their clerks, as some 
merchants have been known to do without even having the 
resourcefulness to adapt (in groundwork principle, at least) 
some of the profitable schemes of their smarter competitors. 

Just as bad as watching the stores of competitors is the ob- 
session for comparing every price in every competitor’s cur- 
rent newspaper advertising. 

This weakness is more prevalent in a buyer’s market than 
during the relatively prosperous business conditions that have 
prevailed for 10 years, but it is a fallacy that should be 
stamped out permanently everywhere. 

Depending on the socio-economic composition of the ter- 
ritory served, the number of A-1 competitive outlets, the total 
population available from which to draw business and the 
radius from the store that can be catered to efficiently and 
economically, one stationer and office machines supplier will 
be able to develop a more prosperous business than another. 


Attributes of Success 

There are, of course, marked differences in the personal 
abilities of these men themselves, apart from the variations 
in their capital operational equipment, and locations. 

Almost every man excels at some phase of business in which 
another fails or at least lacks proficiency. 

One of the fundamentals of success in our business, there- 
fore, is inherent liking for the office equipment business and 
natural adaptation to its many and varied requirements. 

The real genius of “minding your own business” in the of- 
fice machines and office furniture business, as I would define 
it, consists principally in these three attributes of over-all man- 
agerial ability: 

Planning, “imagineering”, and engineering—the genius for 
knowing what to do, how to do it, the best time to undertake 
it, and then getting the thing done as planned. 

As a check on extravagance, conservatism is a virtue, yet 
true economy is not dollar-clutching when maintenance of 
one’s position in the trade necessitates some unexpected ex- 
penditures. 

Io have the money and lack the foresight to recognize the 
most opportune time is as bad as not having the necessary 
money to take advantage of some sales-promotion or business- 
revamping project 

Even though only a comparatively small percentage of sta- 
tioners and office machine dealers open a second store in the 
same town or city, any strong and growing business, must 
have some reserve capital in anticipation of this enlargement. 

I do not mean extra capital merely in the sense of the con- 
ventional reserve for depreciation and replacement of fixtures, 
but rather accumulative “funded” capital appropriated to a 
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pecial account that has been set up in anticipation of the new 
and larger merchandising set-up. 

Any modern business, after attaining a certain financial 
stature (this, by the way, means after more than 10 or a 
dozen years in most instances, of course) must have such ex- 
pansion capital if management entertains any thought of open- 
ing a branch store, enlarging the present store, or catering to 
a wider trade radius 

In line with these comments is the statistical report that 
during the last half century the population of the United States 
has grown 97% while the number of business firms (all kinds) 


has increased 140% 


Began with Loans 

thé majority of these firms began their mercantile or in- 

dustrial existence with loans of at least 40 to 50% repre- 

sented by bank or trust mortgages against the capital structure 
at time of organization. 

Of course, such recent statistics (1950) could not include 
any figures as to how many of these businesses have already 
fallen by the wayside, as doubtless many of the very small en- 
terprises, attempted in fields already over-serviced, probably 
did 

It is to be borne in mind that, even when there is no in- 
hibition to the ambition because of lack of ready cash capital, 
ownership of two stores in the same community does not 
necessarily (nor usually) mean double gross revenue and profits. 


Depend on Circumstances 
In ultra-prosperous times, naturally, quicker results can be 
expected, but my remarks refer to the majority experiences 
represented by average cases in ordinary times 
If, because of some unusual development, a city is growing 
rapidly, the stationer and office machine dealer’s success with 
a second store will be accelerated accordingly 
The three most important phases of “minding your own 
business” in striving for success may be set down, I believe, 











“PICTURE 
WINDOW" 


label 
holder 

ring 

binder 


%e NO METAL PARTS TO GET IN THE WAY oe IMMEDIATE CONSUMER ACCEPTANCE 
% NO SQUINTING AT SMALL FIGURES % SLIPS IN AND OUT WITHOUT EFFORT 
% UP TO 3 SQUARE INCHES OF WRITING AREA 
Costs no more than ‘OLD FASHIONED PEEP HOLE"’ label holders. 
Available on both metal hinge and fabric hinge ring binders. 
new catalog featuring our complete line of Post, Ring and Cataleg Binders. 


easier to read 


easier to change 
easier to insert 
easier to write on 


300% 
more 
writing 
area 






















ANOTHER QUALITY PRODUCT WITH AN IDEA BY 


encral loose leaf 


bindery co., inc. 
720 SOUTH DEARBORN ST. CHICAGO 5, ILLINOIS 
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DOVUUCKS 


it. comphe#kie 


/ CHALK ROARD > 


Y CORK BULLETIN BO: 


¥ MAGNETIC BULLETIN 
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V PANELS PREFAE BOARDS 


Francs And Houk Trough | 
i 


~~ a r 
eek AUANAY, tL Aes GT ded 


AMAL IWEL VL, 


Designed for the are 
dealer who \s rricks 
proud fe) am Lal MFG. CO. 


quality he Sells 134 West 54th St. 


CHICAGO 7 


ee ILLINOIS 
See Us at the NSS! Show, Chicago 

















ONLY The ‘‘Precise”’ 


TRIMMING BOARD 





Has All These Wanted Selling Features 


Patented Finger Tip Controlled Paper Guide 
Finest Steel Blades, Carefully Ground 

Two White Scales on Black Background 

Only Finest Seasoned Hardwood Used 

Every Board Completely Guaranteed 

You offer the finest in the New “Precise” Trimming 
Board. It has everything your customer should have for 
trimming, cutting paper, paper board, etc. The patented, 
adjustable paper guide locks and releases with a finger 
flick, 2 white scales on black — 


background speed accuracy and 5 POPULAR SIZES | 
measuring time. Models 5, 6 & = ee =~ 
7 have special safety spring. No. 5—151/,”—Blade 
The “Precise” is a steady seller No. 6—18'/,"—Blade 

} 


wherever displayed. No. 7—-24'/,"—Blade 


Prompt Delivery — Order Your Needs Today! 


AMERICAN PHOTO LABORATORIES 
2511 W. MOFFAT ST. Dept. A CHICAGO 47, ILL. 
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as financial management, sales management, and employee 


management. 
In today’s highly competitive situation, any modern sta- 


tionery, office machines, and office furniture business must, 


f it Id keep its head up among c tit and attract 
elas SUPPLY DEALERS if it would keep its hea a” yr eee: attrac 


some new buyers occasionally, a reasonable amount of 
regular newspaper advertising. 

[he newspaper provides the facilities for frequent and quick 
contact with public interest; whereas, such mediums as folders, 
circulars, and booklets are comparatively expensive for the 
majority of typical retailers. | 





Seize the Opportunity 















When, therefore, manufacturers make available, as they so 
These Michaels products are always in demand, and often do, attractively printed and illustrated folders or book 
it’s profitable business, too. lets descriptive of their products or machines, a stationer and ] 
Cast Bronze and Aluminum desk and door plates; office appliance merchandiser should be eager to take full I 
name plates and plaques of every description; metal advantage of this co-operation. 
letters; ‘“Time-Tight’’ display cases in many styles, By the proper utilization of this advertising literature, which 
standard units or custom-built. costs the representative manufacturers of our industry many 
All Michaels products are well-known for their thousands of dollars every year, the dealer can strengthen the 
exceptionally high quality. Write for literature, and put selling implementation of his window and counter displays. 
yourself in a position to get your share of this profit- Sales often result, with little or no effort in the salesroom, ‘ 
able business. from manufacturer-supplied folders or leaflets, describing some ‘ 









timely or seasonable new goods, and inserted adroitly in the 






























| package when the customer’s purchases are wrapped. : 
i S 
| Take Care in Insertion P 
[he element of surprise sharpens the interest in the in- 
closure which, by the way, should be inserted so that it will < 
fi be lifted out untorn by the customer—not ejected by the un- 
i _ , , sali folding of the wrapping paper, never to be noticed, perhaps. t 
: C in) HN S HUNT . Displayed in racks in close association with the merchandise, r 
Wik, WU ‘ ‘ and identified by a neat sign inviting the observer to “Take . 
sn —_ One”, these printed selling-aids often stimulate a strong degree 
I of contemplative buying interest. d 
i P ad Diy’ betaine : . Oras b 
THE MICHAELS ART 3) 40), 74 3 co., Inc. xo regard to this, a tape advice. : Is not _ ro t 
rocedure to “pounce upo > person W s ‘ed rez g 
P.O. Box 668-OA Covington, Kentucky ee ee ee eT ee oo a 
a 
Oo 
v 
: : 
| 
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| because they’re All Steel... by Steel Parts 
° ° 
: All Purpose, All Steel Waste Baskets Pennant Business Machine 
d Perfect for Office, Home, Store, School, Stands 
Hotel and Hospital! — , ‘ , 
Designed with a Purpose .. . To protect the , 
ef e ” 
. The Deluxe "Executive Investment in Expensive Office Machines. n 
d This heavy gauge, all steel Waste (illustrat. model 540.) r 
; Basket is recognized as the “Standard F : > 1 
| of the Industry’. Features Rubber Pennant stands practically eliminate the pos- 
bumpers on all corners and welded panel sibility of tipping because they have been t] 
construction. Rubber tips are SEPA- ‘counter balance engineered’. Adjustable cups 
RATELY welded in steel legs to elim- and channels make each Pennant Stand ad- si 
inate scratching or marring. aptable for use with practically all makes and re) 
Lorge capacity, mini- models of different office machines. b 
Oita Us ois Heavy caster housing protects the operator 
high. and provides the firm anchorage that pre- ce 
vents movement and tipping oe s and every A Pennant - 
The Deluxe ‘Oblong’ Pennant Stand is GUARANTEED VIBRA- ‘Ex elysive’ oy 
re eee commeemenlon ones ...TIP-TOE Raising and Lowering. 
eatures 0 xecutive basket bu . ? > Ss ay oe eee ia 
is designed especially for limited floor ine rhe bet era tand for every busine For fast portability and equally fast firm ta 
space areas. Size 9 1/2x 13 1/2 x 12 3/4 ’ immobility. wi 
high. } oa 
Both the Executive’ and the ‘Oblong’ are avail- . c te 
able in all desired and matching office and ™ Write for t REE 16 Page Color Catalog in 
commercial colors. Grained finishes include 8 ac 
Weolnut, Mahogony and Ock. a 
Reasons Why Pennant is the Standard of “ 
© Mine pepe, al veel comes STEEL-PARTS CORPORATIO : 
© Heavy gauge all steel construction . . attrac- - MANUFACTURING iid awe N qu 
ly fi » aa ‘ . 
° | se eer designed for the office . . . by A Division of Blackstone Manufacturing Co., Inc. scl 
iftice folks. 4630 W. Harrison Street * Chicago 44, Illinois | wi 
* Pennant office equipment pays for itself in : ile 


reduced maintenance costs, increased efficiency 
4 and prolonged life. 


oO 
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such manufacturer's sales literature after his or her attention 
has been attracted to a particular display. 

[he most discreet and more effective policy is simply to 
await some reaction, such as a request about prices, terms, the 
guarantee, Or some similar point indicative of strong buying 
interest 

\ demonstration should generally be offered if the machine 
or appliance embodies new features that can be adequately 
inderstood and appreciated only by the kind of objective 
presentation that only a complete point-by-point demonstra- 
tion can accomplish 

If the proposition is one that runs into considerable money, 
s do so many of the “heavy equipment” appliances in the 
stock of the full-line commercial stationery establishment, it 
s poor policy to attempt either to usurp or to goad the pros- 
pect’s judgment or buying initiative. 


Don't Be Over-Aggressive 

In other words, the salesman should never attempt to con- 
trol the sales situation too aggressively. He should not say 
inything that might cause the prospect to feel that acceptance 
of the offer of demonstration involves the least obligation. 
[his is one of the matters about which over-enthusiastic young 
salesmen—fellows just beginning to get their hand in at the 
selling of the larger appliances—must be cautioned and their 
procedure watched so as to keep them within bounds. 

In the typical instance of this kind, the prospect is usually 
1 person who has no planned interest in buying the machine. 
[herefore, considerable money being involved, the purchase, 
though potentially consummated so far as desire is concerned, 
may have to be postponed a while because the unplanned in- 
vestment involves economic preparation. 

Easy terms” (a greatly overdone sales lever) don’t always 
lecide the question of immediate purchase with many buyers 
because the more-desirable element among buyers doesn’t like 
those extra-long drawn-out credit commitments 

it is always a good sign when the prospect wants to take 
long the descriptive booklet or folder and makes a notation 
of the quoted prices, because this suggests that the inquirer 
will return, and a large percentage of these methodical in 
quirers do return and purchase the appliance. 

One of the most important matters affecting the value of 
uch manufacturers’ descriptive sales literature to the retail 
dealer is definite identification of the store in which the ad- 
vertising matter was obtained so that, if the inquirer does 
eventually buy the article, the sale will be made by the office 
machine dealer in whose store the buyer’s interest was de- 


| | 
veioped 


Manufacturer Can Help 


When the proposition is something that is exclusive with a 
riven dealer in his allotted territory—the manufacturer may 
be willing to supply ready-imprinted circulars or booklets, 
nmiaking only a very nominal charge, if any, for this co-opera- 
tion 

When the merchandise is something of general distribution, 
the dealer should be sure that the name and address of his 
store is indicated prominently on the first page of the booklet 
or leaflet, including advisedly—his business telephone num- 
This will not involve any expense worth mentioning be- 
every stationery business uses gummed busi- 
i! and packages or a rubber-stamp equivalent 
| 


L1USE practically 


ess labels for ma 


yf the printed labe 
Doing the best job of minding your own business necessi- 
tates keeping alert to what’s going on in the merchandising 
world—constantly looking for new ways to make money by 
putting the things you have for sale into the offices of an 
ncreasing number of persons and firms who can use them to 


advantage and profit 

The veteran traveling salesman knows the difference between 
the instinctive merchandiser, who is always plying him with 
questions about the merchandise and seeking tested selling 
schemes for specific products, and the old-time shopkeeper 
who is obsessed with special discounts and return goods priv- 
ileges 

In minding your own business, and making money doing it, 
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ARD LECTERNS & COSTUMERS 


FOLDING LECTERN 





rafted Ww 
F t ” thick 
ry age; 15 
et 12”x18" 
N t Y« 
plied free f 
with er 
W t $36.00 
N LW-F3, 16%” 
\ 14”x192 
p 38.50 


COSTUMERS 


N 14CB illust. Revolving 
pedestal style with 8 triple 
bend hooks, 12” polished 
wheel, 15%” tubular chrome 


mm, 4 é dla 


r ‘Fit sh base . $3] 90 


No. 14BB, black crysta 





ne wheel and base 29.9 
TABLE & FLOOR me neh pallies ten 
MODEL LECTERNS hrome shaft and _ bas 
35.90 
No. LW-1 pictured. Hard 
wood base and standards, 
a al wood top, front 
nanel for decal. Gases We Sell Thru 
15”x21”, top 16”x22” Dealers Only 
19” high at front, 12” 
t rear. List $45.00 Usual maximum dealer 
A furnished with counts Send for Cata 
Forr " top howing more than 
j vailable profit makers for de 
Writ Prompt shipment 
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SUPER-OBRO 
90 complete 
with 1000 
SO staples 

Markwell Premium 

Quality Office Sta- 

plers — designed, 

styled and priced 





Here is the 
_ NEW LOOK 
(that wall bring Markwel 
; Dealers increased sales for every stapling 


and profits need 
a 


>» Markwell Office Staplers now furnishe 
complete with Staples 


») New lower Dealer prices on Markwell Staples 


>» New lower Consumer prices on Markwell Staples 
‘> New and exciting Sales Aids 








MORE 
PEOPLE 
BUY 


MARKING DEVICES 


LOUIS MELIND COMPANY © 3524 NORTH CLARK STREET © CHICAGO 13 


‘Offer ROWLES 


| ss THE FINEST NAME IN 
WALL HANGING CHALKBOARDS 
- AND BULLETIN BOARDS 














Framed in wood or aluminum, there’s a size and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 
sells itself—sell Rowles! 

Many other styles available including boards with 
easels and floor stands. 

Get the facts—Write today for Dealer Catalog! 


E.W.A. ROWLES CO. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
116 N. Hickory St. / Arlington Heights, li!. 
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buying ability, though not so much emphasized recently as 
formerly, is certainly involved. 

The “boastful buyer”, as a character in retailing, went into 
eclipse 20-odd years ago, it is true, yet buying ability con- 
tinues fundamentally important, because buying is antecedent 
to selling. The prerequisite to successful selling is the ability to 
stock a store with goods that will surely sell and produce a 
profit. 

Capable employees are the No. | asset in minding your 
own business, once the investor who really knows the sta- 
tionery and office appliances business has located his store in 
the right spot. 

Punctuality is the primary virtue in retail store employees. 
All employees should be “on deck” at least 15 to 20 minutes 
before the established opening hour of the store. 

Someone in the organization should be specially trained to 
function for the proprietor in the event of the owner’s illness 
or some other emergency compelling the proprietor’s absence. 

When, as a result of his genius for minding his own busi- 
ness and making it grow, the business has been developed to 
sufficient size, the stationer might well appoint such a con- 
fidential proxy and right-hand man to the position of store 
manager in full supervisory charge of personnel. 





Maverick-Clarke Open Contract Division 

A new contract division has been opened by Maverick- 
Clarke at 215 E. Travis St., San Antonio, Tex., under the 
direction of L. B. Kelly, who formerly operated his own com- 
pany in San Antonio. 

The new division will handle work primarily in the institu- 
tional furnishing field. It will also handle contract interiors, 
involving such key jobs as remodeling construction, floor 
covering, lighting and draperies.—JHR 


Maverick-Clarke Moves Executive Offices 
Executive offices of Maverick-Clarke, San Antonio, Tex.., 
have been moved to 518 Bedell Building —JHR 
| * 


Over Thirty Years of leadership 
acclaimed as the best seller by 


Stationers everywhere TILL 


That’s the 
enviable record enjoyed 

by the foremost and largest line 
of ‘Do it Yourself’ simplified 
Bookkeeping and Tax Record Books. 


Fidldeal System. 


POWERFUL “Do-it-Yourself” 


Sales Messages Now, more than ever before, Stationers are assured 
creating customer of the greatest Ideal sales volume ever produced, 
demand will build because of a year-round promotional campaign, 

j directed to every potential Ideal user in every type 

increased Ideal of business, profession, home, farm and ranch, tell- 

SC) sales. ing them about Ideal features and advantages. 

“ 
a | 
ge Fos Facsimile sheets in each section 
shows the user how—with simple, 
easy to follow ex.mples and ex- 
planations of prope: entries. 


\ oS | 



























- ;, Loose-leaf Book — 
91/2" x 1242" 
| FREE DISPLAYS— Model Prices: $3.00, $4.50, $6.50 and $9.50 each complete. 
| 23 for your counter— gydget Books and Daily Records: 75¢, $1.50 and $2,50. 
larger displays available Liberal Discounts — F.O.B. Your St 


immediate Delivery from Los Angeles or New York and Whole- 
sale Stationers throughout the United States, Hawaii and Alaska. 


iusmsuans The IDEAL SYSTEM (ompany [eta 


346 SO. FLOWER ST., LOS ANGELES 17, CALIF 6 CHURCH ST, NEW YORK 6, N Y 
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Tehan Appointed Emeco Representative 

3 Harry Tehan, Jr., has been appointed 
manufacturers’ representative for the 
Emeco Corp. Mr. Tehan has had more 
than 12 years of experience in this field, 
representing leading manufacturers in 
the furniture industry. His territory will 
include North Carolina, South Carolina, 
Georgia, Florida, Alabama and Tennes- 
see, with headquarters in Jacksonville, 
Fla 








Oklahoma City Firm to Occupy New Building 

The Oklahoma Typewriter Co., now located in the Braniff 
Building, will soon occupy a new two-story building being 
constructed for it at Northwest 13th and Robinson Sts. 

The building, which will cost $225,000, will contain ap- 
proximately 15,000 square feet of space.—JHR 


Adkins Heads Field-Parson Co. 

Marvin Adkins, general manager of the Field-Parson Co., 
El Paso (Tex.) office equipment firm, has been elected presi- 
dent of the company and sales manager. Miss M. A. Hanker- 
son becomes chairman of the board and F. W. Spain vice- 
president JHR 


Brewington Firm Opens New Branch Store 

A new branch store of the Brewington Typewriter Co. has 
been opened at 7633 Long Point Rd., Houston, Tex. Other 
stores of the firm are located at 2609 Fanin St. in downtown 
Houston and at 103 Shaw St. in Pasadena.—JHR 


Incorporate Firm in New Orleans 

Business Supplies, Inc., at 1445 St. Bernard St., New Or- 
leans, La., has been incorporated with $20,000 in capital 
stock.—JHR 





SEMCO'S 


ALL-STEEL . 
"ADJUSTABLE DROP-AEAF TYPING: ‘stano| 


: 

; Now you can offer the finest drop-leaf typing stand | 
f on the market. DURABLE, STURDY, with MODERN | 
DESIGN, the SEMCO Adjustable Typing Stand will 
build business for you wherever it is. shown.. 

Offering a positive-locking, trouble-free adjustable 
unit, this stand will accommodate any . standard 
manual or electric typewriter. Also excellent for 
many types of office machines. 


MORE ROFITS, f¢ you. | 


~ SEMICO SALES 
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PINELLAS INT. AIRPORT 
ST. PETERSBURG, FLORIDA 











MAYLINE 


When Your 
Customer Asks 


Suggest Mayline 





For drafting rooms Mayline offers a choice of tables with 


steel or wood base, and in several combinations. All tables 





have white, metal-edge, Basswood tops. 


Base on wood table is oak, finished golden oak. Steel base 


INTIAVW 


MAYLINE 


table is made from heavy gauge steel, with end assembly 


firmly welded, baked gray hammertone finish. 


Both tables described fully in Catalog 9A. Be sure you have 


this information at hand when your customers call. 





MAYLINE CO., INC. 
625 NO. COMMERCE ST. 
SHEBOYGAN, WISCONSIN 








MAYLINE 


























commen (He vireceet ) 1932) 










 uniuersary a quarter century 
in the manufacture of 


“QUALITY” 
sTEl SHELVING and SHOP EQUIPMENT 


Write for LATEST CATALOG 
PRICE LIST AND DEALER'S DISCOUNT 


NEIMAN STEEL EQUIPMENT CO., 


BALFOUR & VENANGO STS. PHILA. 34, PA 
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From Pearl Engraving Corp., 
comes the finest, 
precision-engineered keytops. 
Illustrated: 2 styles 
for all typewriters. 


“Your key 
to better 
business”. 
For free samples and brochure, 
write Pearl. Engraving Corp., 
~29 East 19th Street 
New York 3, N.Y. 


It's Here! |New! Decaplae Ae 


DECORATIVE PLASTIC LAMINATED CLIPBOARDS 





Eye-pleasing beauty tops 2. 
the many selling features of ae al 
this new line of STEMPCO oo a 
Plastic Laminated Clip- IS ee PRS 


boards. Volume sellers for 
school, home, and office mar- 
kets. Four popular standard 
sizes. Colors and patterns as- 
sorted. Write for Brochure 
and price list. 


STEMPEL MANUFACTURING COMPANY 
2830 ROBERTA STREET © DALLAS 3, TEXAS 





BE A PROTECTED DEALER on 


mptometer 
Ommander 


DICTATING-TRANSCRIBING MACHINE 
They buy when you tell them COMMANDER is designed to get 
top-flight work with today’s average help! .. . 

True-voice recording — no confusing distortion for 


typist . . . User erases simply by redictating — hands 
the typist perfect dictation, gets perfect letters back 


. Same machine also transcribes . . . No fumbling 
— all controls are in user's hand . . . No discs or rec- 
ords to buy — Lifetime reusable belts . . . Priced to 


sell. No wonder you pile up volume! 


Write COMPTOMETER CORPORATION, 


1700 Marshfield Ave.. 


SPECIFY Ft WH 


~ For Finest 2ualily 
© For the Broadest Line 
of Rubber Stamps 


and Marking Devices 


Write for your copy 
of our new catalog No. 80 


Fuuynudr DIV., Bankers & Merchants, Inc. 


$229 North Sheffield Avenue Chicago 13, Illinois 
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Chicago 22, Ill. 





FAN COVER 


Get set for big 
demand this fall! 


Keep Klean Fan Covers — rubber coated 
or Vinyl plastic. A size and model for every 
fan! Waterproof, dustproof, oilproof. Also 


qor | a full line of typewriter and business 
write for scounts machine covers, sponge rubber pads, tool 
= kits. 
n . 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 


MR. STATIONER ! 


INCREASE YOUR PROFITS WITHOUT 
INCREASING YOUR OVERHEAD 




















USE OUR SHOWROOMS AND WAREHOUSES 


WE CARRY LARGE INVENTORIES OF LEADING LINES OF 
OFFICE FURNITURE AND EQUIPMENT AT SPECIAL DEALER 
PRICES. 


OFFICE FURNITURE WHOLESALE DISTRIBUTORS 


NEW YORK 4, N. Y. MIAMI, FLORIDA LOS ANGELES, CALIF. 
74 BROAD ST. 155 W. FLAGLER ST, 618 SO. FIGUEROA ST. 
BOwling Green 9-8231 82-8484 TRinity 7004 























Don’t drop that screw! 














Hold it with an H.J.J. 
Screw- holding Driver 








Sizes to 
handle 


screws 


THE H.J.J. CO. 
268 Marlow Drive 
OAKLAND 5, CALIF. 
















Wie 


keeps in step 
with dealers’ needs 


W hen you need the kind 
of service that builds up 
your business, you'll find 
Write right behind you, We 


cooperate with dealers all 





the way down the line. 


CARBON PAPER TYPEWRITER RIBBONS 
TYP-ROL Type Cleaner and Roll Finisher 


write 


eee 420 Lexington Avenue, New York 17, N. ¥ 


ae Factory: Bridgeport, Conn. 
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Superior Selling Features 


DISPLAY-SELL Slencds 


The “EXTRA"’ Sale That Makes The Profit Difference 


The Only “Whrite-in" Bookmark Pencil 


Eye-Catching Display 


Requires only small space. Ad- 
just for best angle. Pilfer — 
Proof. Can be used flat in case. 





Coin-thin — Jewelry Quality. Won't 
damage book bindings. Clip clings 
firmly to thin pages. Has concealed 
eraser extra leads. Choice of six 
popular colors. Propels — Repels - 


Guaranteed mechanically perfect. 








FOR COMPLETE DEALER PROGRAM 


write tHe SLENCIL CO. 


200 FEDERAL ST., ORANGE, MASS. 


























LITHOGRAPHED BANK 


shipped under your label. 


Write for complete information. 


Since 1891 





Checks . . . Deposit Slips . . . Statements 


All bank forms custom lithographed with your imprint and 


Sell the banks in your area. Our low prices and top quality 
work will secure this valuable repeat business for you. 


KENNEDY PRINTING COMPANY 


P.O. Box 192 Fredonia, Kansas 





FORMS 


| CAL LONG 





6891 Michael Drive 








Greetings 





JERRY DEVITT 


CAL LONG AND ASSOCIATES 


MANUFACTURERS REPRESENTATIVES 


Cincinnati 27, Ohio 


TS NE 










Weldon Roberts Jet Erasers. Sell as perfect 
gift matchmates to writing materials; with 
greeting cards, too, for correcting addressing 
mistakes. Attractive transparent 
plastic holder; red, gray or 
green quality rubber cores 
respectively erase cs 


4 


pencil, ink, ballpoint : ; 
writing. e_ Ss Whisk Brush Style 
for ag 


ORDER TODAY! 
WELDON ROBERTS 
RUBBER CO. 


365 Sixth Ave., 
Newark 7, N. J. 





FY. Popular-Priced, STAND-BY 
= “Clean- -Up”’ Gift! 









o°W 2 12°H 


cuets 


COPYHOVOES 
y 





MANUFACTURING COMPANY 
2310 NW. MAIN, FORT WORTH, TEXAS 
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Mab», } 
Doan SINGLE * 


méeyT’ T 2 vay Ae i 
rey Cidpas © 4 


e Patented Knee-Action Grippers 
Hold All Copy Securely 


Pocket Clip 
Style for 
General Use 





THE VERY BEST VALUE 


IN COPYHOLDERS 





16°W 2 12°H o°W x 16°H 


tytitil 
FLUID 




















in LEATHER 
in FABRIC 


for the Executive Suite 
Hand Fashioned by Craftsmen of Ex perience 
moderately priced 


Brochure available on request 


niemann inc. 


FACTORY & SHOWROOM: 469 E. OHIO ST. AT LAKE SHORE DRIVE, CHICAGO 11 





Chair #9304 











A FINE NAME IN FURNITURE FOR OVER ONE 














Steady ‘‘BEST SELLER’’ 


e BEACH'S 


‘Common Sense’’ 


EXPENSE BOOKS 


DISPLAY in our ready-to- 
use Counter Carton and 
you'll build repeat sales. 
(Unsolicited letter: "We 
have used BEACH'S for 


years—tried others but 























INKLESS 
MIMEOGRAPHING 


coming your way soon with 


DIAGRAPHY 


STENCIL DUPLICATING ® 
COMPOUND 







not as well pleased.’’) 


Another Outstanding Product of 


7 
THE PRINT-O-MATIC CoO., INC. 


® CHICAGO 6 Itt 


WRITE 


BEACH PUBLISHING CO. 


for Samples and Prices: 19829 W. McNichols, Detroit 19, Mich. 


12, You can earn good 
commissions selling 


724 W WASHINGT 


Duplicating Products 








ROLLING LADDERS—Made from 


ROLLING STORE LADDERS 





Oak or Birch. — ain 
SIDE and CEILING TYPES—with | | 
steel track for mounting on shelving, | \ 
c filing cabinets or ceiling. \ | 
our complete line “A” and LIBRARY TYPES—require | || || \ 
” e no track and are mounted on wheels leg i! rr \ 
PASS UP THOSE of passbooks, pocket with Automatic Safety Brakes | \ \ . \ 
¢ , ; WELDED STEEL SAFETY LADDERS | bx a 
check covers, coin —Made from 1” diameter round KX) s\ | 
savers, and other furniture tubing, with expanded . | 


metal steps. Mounted on Swivel 


oX 
. . 2 ae 
forms to financial Brake Casters. Ladder can be rolled | ’ “¢ 1K | 
ae VY I 


EXTRA forms tof 
CcOMMISSOSS 


freely when no one is on it. When 
you step on the ladder the rubber I} 
tipped legs rest on the floor and |) *™ aN 
prevent rolling. Made in 1 to 13 rte _ nt 
step heights, and 4 widths. = 











Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN “* “cuicxco"s0* “* 











When it comes to business forms, Con 
solidated provides the kind of responsibility deal 


ers enjoy: best prices, reliable deliveries, a wide K Ar I LO44 6, 


range of standard forms, and the facilities to es Cr : ; 
custom-print any form to the most rigid specifica- . | 3 CELLU H/ | 
tions. And, it’s good to deal with a big, nationally es \ ume QL PRODUCTS 
known company, serving many of the most famous i | \ / : 
names in industry. - | d i 

ee j Loose-leaf envelopes, punched: card-cases, any size; 
menu covers; factory record protectors; tag holders; 
bill-fold envelopes; stamp containers, etc. Made o' 


acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 
902p S. Wabash Ave. 








Send for quotation. 


(ReoifxT el : 
CONSOLIDATED BUSINESS SYSTEMS, INC. 





Chicago 5, Ill. 






30 VESEY STREET BArcloy 7.3687 NEW YORK 7. N OY 
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CASTERS* 





Your customers will like the style, 
beauty, design and mobility of 
Shepherd Casters. They roll easily over 
carpeting and protect against 

wear. 

Shepherd's new caster concept does 
away with conventional yoke and ex- 
posed axle. Totally enclosed, perma- 
Model 111 metal tread mently lubricated and guaranteed not 
retail priced from to clog or jam. 





$7.95 in sets of 4 Build your sales volume with the 
fast turnover of Shepherd Casters. 
a : Available in a variety of standard 


adapters and in three decorator fin- 
ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


Model 171 rubber SHEPHERD CASTERS, INC. 


recd retail priced P.0. Box 472, Benton Harbor, Michigan 





t 
*U.S. Patent No. 2539108 from $8.75 in sets of 4 (la Canada: Shepherd Casters Canada Ltd., Torente, Ontaris) 





THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1913¥%e Commerce St. 545 Mission St. 


AGEIS"S IN ALL PRINCIPAL CITIES 











New! Staples Automatically 
On paper contact... fee 










Swingline 66A 
Automatic Electric 
Stapler. Write 
for full infor- 
mation. 





List $4.7 -75 


< o * ® 
INC. 
LONG ISLAND CITY 1, NEW YORK 
World's Largest Manufacturer of Staplers for Home and Office 














The “Yew Look” 


Modernize those typewriter key- 
boards with the spring-cushion type- 
writer key with the new shaped top. 





* * * 


ORDER TODAY! 
ADD THAT EXTRA PROFIT! 





order 


MASTER SPEED KEYS 


with the NEW LOOK specifying make and model of typewriter 


SPEED KEY CORPORATION 2°, Cancer Street 
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Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST e $7.400 5 


wow» “/zce- Potut 











LEAD POINTER 


For Perfect Lead Points 
BLUNT TO HAIRLINE 





’ 
onels: 






Variable Taper Model Standard Model gives you points 
lets You Dial the up to %” long without breaking. 
taper you want Just insert lead and rotate lid. 







Preferred by DRAFTSMEN, ACCOUNTANTS, ARTISTS 
WRITE FOR LITERATURE AND DEALER PRICES 






sHORT << ——— 










LONG ——— 


ORIN a Be eal i lem aen 


BETWEEN BAKER STREET, COLOMA, MICHIGAN 










CLAR‘O:TYPE 


CLEANS TYPE CLEANER 






Handy dauber eliminates dirt like 
magic! No carbon-tetrachloride; 
non-flammable; striking displays, 
free advertising aids! 
, Order direct or from 


your own jobber. 
THE CLAROTYPE CO., inc 
















261 BROADWAY, NEW YORK’7, N.Y 
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are you getting your shee of the 
Buy Now—Pay Later market? 


N 


THIS VICTOR 
600 LINE” 
CERTIFIED SAFE 
iO} 0 Die 1 @) =? 
>| »D. SO. O.u Bn Op 4 


$12° 


, MONTH 





OF. 0. ie = 3») 


Opportunity is knocking now! The multi-billion 
dollar “Buy Now—Pay Later” market is wide open 
for office equipment and you can reach this market 
for ‘plus business’. 

You can sell the VICTOR® safe shown above, or 
any combination of VICTOR office equipment—re- 
gardless of the price, on Deferred Payment terms 
and let Remington Rand carry the paper. 

Your “Buy Now—Pay Later” market is all around 
you. It’s the doctor down the street or the automo- 
bile dealer next door. It’s any one of the hundreds 























of sound, growing businesses that need and want 
quality office equipment but can’t lay out the cash 
or buy on the usual short regular terms. 

Your market is the new business that knows the 
advantage of starting off with new, modern, efficient 
equipment, but has to walk before it can run. 

Your market is the “used equipment” customer 
who wants “new” but feels he can’t afford it. 

You can get full details concerning our history- 
making Deferred Payment Plan by contacting your 
local Victor salesman or by writing directly to us. 


PLAN NOW TO GET YOUR SHARE OF THE RICH “BUY NOW— 
PAY LATER’ MARKET BY ACTING TODAY! 


IVICTOR SAFE & EQUIPMENT 


DIVISION OF SPERRY RAND CORPORATION 





315 FOURTH AVENUE - NEW YORK 10, N.Y. 
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The exciting ee Mod-U-Ell 


92 combinations! Luxurious colors! 


Desks—4 lines 


















37 models of 
machine or 
Secretarial desks 











Microfilm cabinets 


Sort-O-Mat 







Filing systems 
and supplies 


Bookcases 
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JAY STREET « ROCHESTER 3, N. Y. 












Heyer has broken the price barrier with the new Mark II Conqueror 


automatic electric spirit duplicator. Every office duplicating job— 
bulletins, form letters, sales plans, etc.—can be produced much 
more easily on the new Model 76 Mark II Conqueror, at the rate of 
110 clear, crisp copies per minute in 1to5 colors... ata fraction of 


a cent per copy. Its constant speed produces better and more 
uniform copies; it frees the operator so that the copies can be 
observed; and most important... there's no effort on the operator's 
part, for this new Conqueror runs without watching, and even turns 
off automatically ! You can pay much more if you wish, but the 
Model 76 offers all this . . . at a price that can’t be matched 
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CONQUEROR 


For those schools whose bud- 
get requires a quality duplicator 
at the lowest possible price. 
the hand-operated Model 70 
si Mark II Conqueror is the per- 
fect buy. It has been completely redesigned too, and now features 
a new Feed Release Button as well as Paper Stackers, previously 
found only on the Model 76 automatic electric duplicator. The 
Model 70 Mark II Conqueror hand-operated duplicator prints up 
to 110 copies per minute of anything typed, written $9] 50 
or drawn on the master ...in1to5 colors at once. 450 
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The HEYER Corporation - 1852 So 


A Modern Electrie Duplicator 


ata Moderate Price’... 


Now Heyer offers push-button 
duplicating at little more than the 


price of some hand-operated machines 


AUTOMATIC ~GHark 
CONQUEROR 


SPIRIT DUPLICATOR 


Hoyer 


MODEL 76A 


$29950 


Engineering improvements on the Model 76 Mark II Conqueror 
include a brand-new Feed Drive Mechanism which works only in 
a forward motion . . . eliminates the lurch found in old-fashioned 
reciprocal drives. It has new High Precision Clutches and Nylon 
Gears that are quiet and need no lubrication, plus an 11” and 14” 
Cylinder Stop. The completely redesigned Motor Drive gives 
smoother operation, while the conveniently positioned Motor Bar 
permits effortless fingertip starting. Operating instructions are 
permanently printed on the Model 76, so anyone can operate 
it in a jiffy. Feature for feature . . . this Mark II Conqueror.is the 
biggest value in spirit duplicators today! 


and ones similar 
to it have been PRE-SELLING 
HEYER Mark |! CONQUEROR 
Spirit Duplicators in 
leading School and 
Business Publications 


. Kostner Ave. - Chicago 23, Illinois 
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